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For Three Years— 
Timkens in 


F.& N. Mowers 
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More than three years ago, F.&N. 
was first to adopt Timken Bearings 
for hand mowers. Thus the extensive 
experience of one of the largest lawn 
mower manufacturers in the world 
certifies the advantages of Timkens. 
They end excess friction, which makes 
mowers smooth, more quiet, and 
easier-rolling. They multiply the life 
of mowers, with exclusive Timken 
design and Timken-made steel. And 
they run much longer on each oiling. 


People recognize all this mechanical 
excellence when the widely advertised 
Timken name is mentioned in con- 
nection with such makes as F.& N. 
That is another reason Timken- 
equipped mowers sell better. 


The F. & N. patented 
Self-Adjusting device used 
THE TIMKEN ROLLER BEARING CO. 


with Timken Bearings 
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TIMKEN ::;.- BEARINGS 


Editorial Index, Page 37 
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Before launching the “Pieces of 8 Chest we 
expected that the idea would prove very 
popular, but we had no idea how extensive 
and insistent the demand would be. 

This beautiful Spanish Treasure Chest, de- 
tJenda, the famous artist, has at- 
tracted women while the 
thought behind it all—silverplate in eights 
has met with hearty en- 


signed by 
thousands of 


instead of sixes 
dorsement. 
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QIECES OF CS Chest 


Make the most of this situation. Show the 
“Pieces of 8” sets in your window and in 
your store; get the full benefit of the public- 
ity we are giving to the idea in leading pub- 
lications. It is an opportunity to cash in on 


a wonderfully profitable situation. 





For advertising and display helps write Sales 
Promotion Department, International Silver 
Co., Meriden, Conn. 


CANADA: INTERNATIONAL 
Sitrver CoMPANY OP 
,ANADA, LIMITED, 
Hamitton, ONTARIO 
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clase matter May 22, 


HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. 
under the Act of March 3, 1879. 
Vol. 118, No. 7. 


1913, at the Post Office at New York, 


25c. each. 
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(Printed in U, 8S. A.). $3.00 per year. 
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graph. 
ideals of the Greenlee organization. 
line of Augers, Auger Bits, Chisels, Gouges, Draw Knives, etc., which 
should be of interest to every hardware dealer. 
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And so it is with woodworking tools. 
equipment and the right kind of an organization to turn out a superior 
product. 


—and the Institution Behind Them 


EHIND every product is a plant which bears an important relation 
But behind the plant is an organiza- 
tion which is of even greater importance since it has made the 
. plant possible. 


to the goods produced in it. 


A photograph may reveal much of the buildings but can show nothing 
of the loyalty and teamwork of an organization. 
known the other can be accurately judged. A large, well-ordered plant 
reflects the careful planning, watchful administration and honest business 
relations which have made it possible. 


However, if one is 


It follows, then, that an up-to-date plant fitted with modern equipment 
and manned by competent workmen under the direction of capable and 
conscientious executives will turn out superior products. Such’ products 
make money for the dealer and are a source of lasting satisfaction for 
the user. 


It takes a good plant, proper 


A good idea of the Greenlee Plant can be had from the above photo- 
It is accurate in detail and clearly reflects the character and 
In it are produced the Greenlee 


Send for Tool Catalog No. 27 
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GREENLEE BROS. & CO. 


Illinois 
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SIMONDS , 
HACK SAW 4 
BLADES 














Made of Simonds 
Steel with Higher 


Tungsten Content 





When you sell a customer a Simonds Hack Saw 
Blade, your store is getting the benefit of additional good- 
will because Simonds blades give users far greater satisfaction 


and service. 








The sale of Simonds Hack Saw Blades carries with it not only a good profit 
to the dealer, but the prospect of more satisfied customer trade. It is the 


quality that counts. 


The higher percentage of tungsten that goes into the steel from which they 
are made results in better-cutting and wear-resisting qualities. 


Order from your jobber or send direct to us. 


SIMONDS Saw ano Steet Co. 


Established 1832 
FITCHBURG, MASS. 
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Built — Not 


NLY very unusual experi- 
ences attract particular 
attention. 


We pay very little heed to 
the familiar details of our 
every-day life. 


We buy the things we need, 
use them with a certain expec- 
tation of service from them, 
and if they come up to that 
expectation we give them no 
further thought. 


Only when something we 
buy turns out very much 
better or worse than expected, 
do we get excited about it. 


A tire, for instance, has to 
surprise you with a whole lot 
of extra miles beyond your 


Unusual 





THE MANSFIELD TIRE © RUBBER CO., Mansfield, Ohio 
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expectation before you really 
sit up and take notice. 


All the talk you hear about 
Mansfield Tires springs from 
that trait in human nature. 


The explanation of the dis- 
covered fact that Mansfields 
do regularly deliver those 
thousands of extra miles is 
very simple. 


The great Hardware Whole- 
salers distribute Mansfields at 
record low cost and we put 
the saving into better mate- 
rials and workmanship. 


Of course they are unusual 
tires—and of course they de- 
liver thousands of extra miles 
of service and save you money. 


Balloon Cords Truck Cords Heavy Duty Cords Regular Cords _— Fabric Tires 











The Cost of Distribution is Lower — The Standard 


to Undersell, 


They go out | 
of their way to |; 
tell about it. x 
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Agricultural 
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«sellers in 
the wrench field 


Selling “W & B” Screw Wrenches is only 
a case of having them on hand. 

Their demand is already established, their 
reputation is made—and has been for a gen- 
eration. 

Ask any mechanic what he thinks of “W & 
B” Screw Wrenches. His answer will be one 
more reason to place your order now. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
BUFFALO Chicago 











New York 
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SCREW WRENCHES 





Machinists’ 
Knife 
Handle 


5 uper tor 


Quality 





Fast sellers, profit 
makers, business 
builders — you can’t 
afford to be without 
them. 
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STANLEY MERCHANDISING HINTS 


No. 241 


1. peW ole} feb di ae-letel el a-1i-m lami) 4- 


Ce. Non-rising loose pin. 


3. Always uniform in gauge. 


4. The screw holes are located so as to 
afford secure anchorage of the butt 
leaves. 


5. a OP e-Lei- me) mol lh em t-m cl i-fall-jal-1em-lalemer- laa (+ 
eMmeolela- fol i-m ele: balels me) manl-milall-Jemel-1-jla-16P 


6. Countersunk at correct angle to con- 
form to screw head—this gives maxi- 
saleteammalelioiiarem slohy cote 








It is a fair statement that 
Stanley 241 is the standard 
butt in the industry. 


It follows naturally that it 
is the easiest and most satis- 
factory butt to sell. 











STANLEY No. 241 



















sy Furnished in all the stand- —————— 
i mg Ff ard sizes and in finishes to wucught hasdwase of the highest quailty | : 
\ | " ye h h h KEEP A CLEAN CUT — Z - 
\" match the other hardware. SELL THE LINE | 


Thistrade-mark is a means of identification 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


New York Chicago San Francisco Los Angeles Seattle tof STAN LEY = —— 
SW. 
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STANLEY HARDWARE 
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A Tire For Every Buyer 
<The Line Is Complete 


O matter what the class of service, 


nor how severe the requirements, 
there is a proper BADGER tire for the 


purpose. 


Passenger, Bus, Commercial or Delivery 
car—all offer possibilities for the 
BADGER line. And every Dealer should 
get his share of this business if he has the 
¢ a right line. That line is BADGER—Sold 
AN through leading Jobbers everywhere. 


SN z=) ~ 
\ \ fA Ls The Badger Rubber Works 
Ky ‘So 


Milwaukee, Wisconsin 
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Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 
advertising 
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Osborn Advertising Is 
i Closing Thousands of Doors to Canvassers 























Show Osborn Brushes in Your Store— 
So People Will Know They 
Can Buy From You 


Thousands upon thousands 
of women are buying Osborn 
Brushes at stores. Sales re- 
cords prove it. 


But the dealers whose brush 
business is growing are those 
who are going after it. You 
must go after it also. Here’s 
the way. 


Put the Osborn Display Rack 
at work in your store — so 
your customers can see the 
brushes. Use the window 
trim. Put them in your ad- 
vertising. And above all be 
sure that your clerks ask 


women to buy Osborn Blue 
Handle Brushes. That is 
selling. The canvassers have 
certainly proved that it pays 
to ask people to buy. You've 
got a far better chance to ask 
them to buy than the can- 
vasser ever had—he has to 
fight to get in. People come 
in to you. 


Do this sales job. It pays 
big profits—and the business 
grows. 


Write us now for full in- 
formation. Osborn is doing 
its job—do yours too. 


WWE OSBORN MANUFALTURING LOMPANY 
CLEVELAND, OHIO 


Direct Overseas Factory Representatives (Household Brush Division) 


JOHN H. GRAHAM & COMPANY, INC. 
113 Chambers Street, New York City 
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Know them by the Blue Handle 
YOUR MONEY BUYS MORE WHEN YOU BUY AT THE STORE . 
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ORTHO-SONIC 





D-10 


D- 1 O Five tubes. Wet or dry battery 
type. Balanced, tuned radio fre- 


quency. Centralized control. Very selective 
and sensitive. Genuine mahogany cabinet, 


mahogany lined. Finish, rich brown. 


D-5 CONSOLE illustrated. 


cially designed and finished to match 
-10 Ortho-sonic. Ample space for all 
batteries. Equipped with gliders. 





E-1 0 Six tubes. Wet or dry battery 
type. Balanced, tuned radio 
frequency. Single control without loss of 
efficiency. Extreme wy selective. Maximum 
receiving range. ed, all-metal con- 
struction— wi coo sfetione. Illuminated 
ease as pilot Ans Perfect control 
of volume. iful brown mahoga 
cabinet—rosewood inlay. Well finished. 


Satin texture. 


E-5 CONSOLE tts Sted, 


Specially designed and finished to match 
E-10 Ortho-sonic. Ample po for all 
batteries. Equs, with gliders. 








Five tubes. Wet or dry batt 
A-10 Fes “Sctonceds toned god 


|, tuned radio 


fre ich brown mahogany finish. 


ederal standard parts throughout. 





F- 0 = Seven — Wet or dry battery 

fie eee area 

» $ use wit y. 

ingle control wit loss of ao 
Maximum selectivity—long range 

tion. Rugged, all-metal construction— will 

last a lifetime. Illuminated scale— acts as 

ilot light. Perfect control of volume. 

Beautiful mahogany cabinet. Vermillion 

inlay. Finish rich brown—satin texture. 


F-5 CONSOLE illees oe 
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owes * = en rubber- 





Federal ()R' THO 


New beauty in 


Every radio retailer handling Federal 
Ortho-sonic Radio last season knows to 
his profit how extraordinary was the 
acceptance won by these sets. 

The Ortho-sonic circuit, found in Fed- 
eral sets only and now fully protected 
by patents, brought in tones more beau- 
tiful and true to life than all others. It 
gave something entirely distinctive. It 
set a new — 4 higher mark in radio- 
tone perfection. 


Now comes another Federal achieve- 
ment— in sets distinguished by a beauty 
and individuality of design never before 
offered in radio sets. 


Six Additional Popular Priced 
Models and Four Custom-Built 


These models are made to retail at $75 
to $400; four custom-built models (not 
shown) will retail at $500 to $1000. 
This gives you in the Federal Line a 
radio set that will satisfy every individ- 
ual preference and price requirement. 


Note here the new designs. Where 
did you ever before see evidence of such 
real furniture craftsmanship in radio? 
Rich hardwood finishes, inlays, hand 
carving, lovely duo-tone wood effects 
on the outside; and on the inside, a cir- 
cuit perfectl shielded, as ruggedly con- 
structed, as beautifal i in its every detail 
as the cabinet so superbly housing it— 
such is the quality of hes new sets 
which also include 


Single-dial Control 


The new models are operated either b 
a single dial or a centralized control. 
Any station can be brought in clearly by 
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ANNOUNCEMENT 


the Federal line 





the mere twist of the wrist. Never be- 
fore has such range, power, selectivity 
and ease of operation been combined 
in one radio set. 

And remember, behind all is the re- 
sponsibility of an organization of engi- 
neers whose reputation for wireless, 
telephone, and navy radio extends back 
over twenty-five years. Radio sets that 
never will be “orphaned.” 


Far-reaching National 
Advertising 


Federal Ortho-sonic Radio is backed by 
a powerful national advertising cam- 
paign that will reach millions of homes 
this coming season with the Ortho-sonic 
story of quality and value. 

In addition, to this, all Federal retail- 
ers get the benefits of newspaper adver- 
tising which send buyers directly to the 
stores for the Ortho-sonic demonstra- 
tions. Then too, there are special tie-up 
ads for retailers. 

If you are not already in line with 
Federal, write the Federal wholesaler 
serving your territory. Ask for prices. 
Find out about the month-in-and-month- 
out profits, the factory and wholesaler 
co-operation given every Federal retailer 
on our S & S list, the sales and advertis- 
ing service matched by no other manu- 
facturer. Find out about the liberal dis- 
counts allowed, the protection given 
Federal retailers, the Raine from all 
signed contracts and red tape. 

If you do not know a Federal whole- 
saler, write us. Let us give you the facts. 


FEDERAL RADIO CORPORATION, Buffalo, N.Y. 
(Division of Federal Telephone and Telegraph Co.) 
Operating Broadcast Station WGR at Buffalo 





lized control. Built-in 
speaker. Latest acoustical design. Deep, 
rich tone quality. Receiver compartment 
slides out to install tubes. Genuine walnut 
cabinet. Ample space for all batteries. 








E- 40 Six tubes. Wet or dry battery 

type . Balanced, tuned radio 
frequency. Single control without loss of 
efficiency. Extremely selective. Maximum 
receiving range. Rugged, all-metal con- 
struction— will last a lifetime. Illuminated 
scale— acts as pilot light. Built-in speaker. 
Latest acoustical design. Receiver com- 
partment slides out to install tubes. Gen- 
uine walnut cabinet artistically antiqued 
and inlaid with rosewood. Ample space 

for all batteries. 


Seven tubes. Wet or dry battery 

F-40 type. Balanced, tuned radio fre- 
ang Designed for use with loop only. 
ingle control without loss of efficiency. 
Maximum selectivity— long range recep- 
tion. Rugged, all metal construction— will 
last a lifetime. Illuminated scale—acts as 
pilot light. Exceptionally large built-in 
speaker. Latest acoustical design. Genu- 
ine walnut cabinet, artistically antiqued. 
Inlaid with vermillion. Ample space for 

all batteries. 


De 
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The fundamental exclusive circuit 
making possible Ortho-sonic_re- 
production is patented under U. S. 
Letters Patent No. 1,582,470. 


SONIC Radio 


Reg. U. S. Pat. Off. 
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Blair Drawcut 











Iwo o 
The 


PILGRIM 


Here is a really modern lawn mower! The im- 
mediate and enthusiastic response of the trade to 
the new Pilgrim during the spring of 1926 is a 
satisfactory indication of its saleability. 


The Pilgrim is accurately made of the finest 
materials—built for a lifetime of efficient service. 


Note particularly that every part is_ inter- 
changeable with similar parts taken at random 
from stock without affecting the adjustment. 


This spring we were oversold on Pilgrims—place 
your order early and be sure of having a stock of 
Pilgrims on hand when the next season opens. If 
your jobber cannot quote you, write direct to us 
for prices and full information. We will be glad 
also to send you the latest issue of “Drawcut,” the 
lawn mower magazine. 


UNIVERSAI 











Mechanical Features 


1. Eleven-inch wheels—five Drawcut blades. 


2. Blade cylinder is mounted on Timken 
Roller Bearings. 


3. Labyrinth sealed housings and dust- 


proof oil cups having spring covers keep 
the bearings clean. 

4. Sturdy blade cylinder and knife-bar to 
resist the shock of striking sticks or 
other obstacles. 

5. Interchangeable parts throughout. 


You will also want these standard Blair models. 


——-AUTOMATIC—Y ANKEE—EASY 


Write us now 
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styles for 1927 


The 
HERCULES 


Lawn mower experts have selected the Her- 
cules in the past because its rugged construction 
was coupled with ease of operation. 


The fact that it is now constructed with both 
Timken and Hyatt Roller Bearings—names that 
mean much to the lawn mower purchaser—makes 
this machine a still greater merchandising oppor- 
tunity for the progressive dealer. 


The Hercules is an easy lawn mower to sell be- 
cause of its outstanding superiority. You will 
also find it profitable because it sells readily at a 
fair price with a substantial margin for you. 


— 
all 
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Lawn Mowers 











Mechanical Features 


. Hyatt Roller Bearing Wheels and steel 


studs. 


. Blade cylinder mounted on Timken Roller 


Bearings. 


. Extra strong parts throughout, resulting 


in a rugged mower with a long life and 
low repair cost. 


. Five crucible steel Drawcut blades— 


self-sharpening. 


Blair Manufacturing Company 
Established 1879 


Springfield, Mass. 
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This expert machinist 


Mr. Fleak, of Beaumont, 
Texas, finishing an auto- 
matic machine, invented 
and constructed by 
himself. 


LEN D. FLEAK is the man they 
send for when something goes 
wrong with a complicated machine. 


And the more perplexing the mech- 
anism, the more he is interested 
in tackling the job and correcting 
the trouble. 





FREE to Hardware Dealers 


For a complimentary copy of the 
September issue, write on your 
business letterhead, to Popular 
Science Monthly, 242 Fourth 
Avenue, New York City. 








Manufacturers Who Advertise 


in Popular Science Monthly 
To Sell Tools—Hardware—Paint for You 


Goodell Pratt Co., Greenfield, Mass. 
E. C. Atkins & Co., Inc., Indianapolis, Ind. 
S. C. Johnson & Son, Racine, Wis. 

> rrett Co., Athol, Mass. 
Nicholson File Co., Providence, R. L 
rgent & Company, New Haven, Conn. 
The Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falis Co., Millers Falls, Mass. 
Simonds Saw & Steel Co., Fitchburg, Mass. 
Prentiss Vise Co., New York, N.Y. 
Sherwin-Williams Co., Cleveland, Ohio 
Trimont Mfg. Co., Roxbury, Mass. 
H. K. Porter, Inc., Everett, Mass. 
The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 
C. A. Shaler Company, Waupun, Wis. 
Henry Disston & Sons, Inc., Philadelphia, Pa. 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co., Philadelphia, Pa. 
Yale & Towne Mfg. Co., Stamford, Conn. 
Brown & Sharpe, Providence, R. I. 
H. Gerstner & Sons, Dayton, Ohio 


Every tool product advertised in papules Science 
Monthly is guaranteed after test and approval by 
the Popular Science Institute of Standards. 


ig@zr 














Beaumont, Texas, is his home 
but he covers a large territory. 


Mr. Fleak writes: “In building 
and repairing intricate machines, 
I find that reading Popular 


Science helps me’ great- 
ly in two ways: first, 
in keeping me up-to-date 
on the newest ideas in 
mechanics; and second, 
the advertising of hard- 
ware manufacturers 
forms a ready book of ref- 
erence which keeps me 





Popular 


August 12, 1926 


reads “Popular Science” 
—and buys tools 


Not only the handy man, 
or the man with a hobby, 
but also the expert me- 
chanic turns to Popular 
Science for information on 
tools and who makes them. 


informed on the special tools and 
materials that I need.”’ 


» » » 


Popular Science is giving a 
double service to you, Mr. Mer- 
chant. It is making new customers 
for the hardware store; and it is 
stimulating old customers (even 
mechanics like Mr. Fleak) to buy 
more and more. 


Look over the next issue of 
Popular Science and you will real- 
ize why the readers of this Month- 
ly are among your best customers 
for tools, hardware and paint. 


You will find in every issue eight- 
een pages on The Home Work- 
shop. These and other pages are 
doing a good selling job for the 
hardware retailer, jobber and 
manufacturer. 





Science 








MONTHLY 
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Those Fellows 
Have Money! 


In that constant stream of cars which rolls by your 
store are hundreds of prospects for automobile 
tools, and most of them are free spenders where 
their cars are concerned. 




















ile 


To aid you in attracting and holding this huge 
market—which is logically yours, anyway—the 
Velchek Tool Company offers this Automotive 
Tool Board. Hundreds of dollars that are now 
spent somewhere else will go into your till. Let 
us fill your order through your jobber, for the 
Velchek Automotive Board. You'll find it one of , 


the best retail tool sellers you’ve ever seen. F is 





THE VELCHEK TOOL CO. a 


3000 E. 87th Street Cleveland, Ohio ,% The 
F Whence give me full 


a Velchek a 
information on the 
Ss kl Velchek Automotive 





St., 


3000 E. 87th 
Cleveland, Ohio 
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Cone Speaker 
Rich Walnut and Old 


Gold. 17” hig 
wide. List. . 





Thorola Jr. 
Model 12 


Exquisitely grace- 
ful throatand Bake- 


lite bell, Octo base. 
mm Volume control. 
New Preci- 


— sion unit. 
$15.00 


List, 


Thorola4# 

Speaker 

Black Bakelite 

bell, golden 
throatband, 
“Classic” base, 
compicte with cord 
and comnections. Height, 
23”. List . . . $25.00 


All prices 
slightly higher 
West of Rockies 


h, 14 
$20.00 


TUM 
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SPEAKER styles may change, but the standards 
of tonal quality were fixed by musical art and acous- 
tic science long before radio. It was only the most 
advanced radio engineering which always enabled 
Thorola speakers to meet the established critical 


standards of tone. 


That is why the introduction of a cone speaker bear- 
ing the Thorola name first caused Radio to concede 
that scientifically true reproduction was possible in 
instruments of this type.. Here was another out- 
standing Thorola attainment—Based on the Thorola 
double-diaphragm principle. With two diaphragms, 
the Thorola Cone Speaker is able to cover the en- 
tire range of reproduction without sacrificing accu- 
racy for either the high or the low end! 


Thorola thus literally built this popular kind 
of speaker around the most popular thing in radio 
—TONE—THOROLA TONE. 


Such a combination has sales possibilities which you 
cannot overestimate. You have an asset in the pub- 
lic acceptance of Thorola character. You can dem- 
onstrate perfect reception of music and speech. You 
command speaker volume that permits better 
handling of the best receivers, at any distance. You 
can play up fresh, logical technical betterments. 
And all of it is embraced in a beauteous instrument 
, of irresistible modern style. 


ee Lhe Thorola line of speakers offers the 
: sure way for every dealer to be in on 
this season’s Thorola profits. Thorola 
—— are available to all dealers. 
‘rite your jobber—he has them 

in stock. 





Thorola 4 3 


This speaker ranks as perhaps the steadiest selling single 
item in radio history. Thorola reputation for artistic 
leadership began with the Controlled Mica Diaphragm 
of this speaker, and its exclusive Separix, which brought 
true music to radio by making it possible to reproduce 
overtones faithfully. 
The matchless beauty of the Thorola Bakelite bell and Classic 
base, is why thousands will actually have no ot her type of speaker. 
Thorola 4 performance, made possible by double “push-pull” am- 
plification and other features, is why this speaker is more than 
ever the leader of itstype. List... 1-66 ee ee ewes $25.00 
Thorola Junior 
At a moderate price there is only one way toobtain Thorolacharac- 
ter—the Thorola Junior Speaker. Its size is somewhat smaller, but 
its voice is fine. List $15.00 
or 
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You know how Thorola Low-Loss Doughnut 
Coils—and Thorola Golden Tone Transformers 
transferred public interest from the confusion of 
circuits to the realities of performance. These trans- 
formers, with their incredibly fine balance and pre- 
cision construction, brought characteristic Thorola 
tonal perfection to the field of complete receivers. 


And Thorola Low-Loss Doughnut Coils made 
selectivity a certainty instead of an argument. The 
self-contained field of Thorola Doughnut Coils 
banished uncontrollable ‘‘pick-up,’”’ and internal 
interferences as well. A whole train of circuit re- 
finements followed because the old radio uncertain- 
ties and variables were no longer able to upset every 
scientific calculation. 


Now, for the 1926-27 season all these fundamental 
Thorola advancements in*tone and power have re- 
ceived another year of intensive development. Nat- 
urally, results are improved, and they are attained 
with certainty and simplicity. Modern two dial 
control is now used. Sooner or later all really se- 
lective sets must come to it. 


Just look at the beauty of latest Thorola radio fur- 
niture and you know why this line brings people in. 
Listen to the sure, artistic musical effects and you 
know why each Thorola receiver invariably pro- 
duces a whole neighborhood of Thorola enthusiasts. 
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chise offers exclusive protection. Isn’t it wise to 1 ain. fl 
come in ahead of the waiting list? . 


REICHMANN COMPANY, 
1725 West 74th Street, Chicago, U. S. A. 


Model 59 (above) 

De Luxe Console : 
§-tube Thorola Circuit, Cone K 
and Horn Speakers. Genuine a 
Walnut, Antique Highlight + 
finish. 3832" high, 3834” - 
wide, 17" deep. List, $185.00 








The Thorola Model 57, of 
the compact type, puts fin- 
est radio within the reach 
of all. Workmanship and 
finish is the same as inthe 
luxurious console models. 
Performance is uncompro- 
misingly Thorola! 


The De Luxe Console 
illust rated above is Tho- 
rola Model 59, a magnif- 
icent instrument with a 
cabinet of Antique, High- 
Lighted Walnut. Noth- 
ing like this artistic lux- 
ury has ever been ob- 
tainable near the price Fs 
and Model 59 perform- 
ance is clearly unsur- 
passedat any price. Note | 
the two speaker com- BS 
partments, containing Pit 
, separate horn and cone by 
a cuit. Antique, Highlight Walnut. ship in the cabinet, circuit _ ‘ "~ axers, connected in 
7 Model 57—$60—20 4" x114"x11%" and speaker. series. 4 
G) i 1 

ee ie 


Asmaller ThorolaConsole, 
Model 58, enables Thoro!a 
dealers to cover the whole 
console — re set, \) 

a also in Antique, High- - 

Sam Lighted, Genuine Walnut, Model 58. . . List, $125 
$-tubeThorola Cir- is a triumph of craftsman- 
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Bronze— 

the Metal Eternal— 
Full Gauge Wire 
Means Long Service 
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WICKWIRE BRONZE Screen Wire Cloth is 
made from a special alloy of 90% copper and 
10% zinc. The zinc provides the necessary ten- 
sile strength, has greater durability than soft 
copper and permanently resists the action of 
salt air, acids and gases. It is absolutely rust- 
less under all weather conditions. Every roll of 


WICKWIRE BROTHERS 
Bronze Screen Wire Cloth 


is made of FULL GAUGE WIRE and should not be 
confounded with the cheaper copper or bronze cloths 
of light gauge wire. 


WICKWIRE BRONZE Wire Cloth has served some 
customers for 24 years and is still in good condition. 
Used in large quantities by discriminating Screen 
Manufacturers and Hardware Jobbing Houses. Made 
in 14, 16 and 18 Mesh, in even inch widths 18” to 48”. 
100 lineal feet to the roll. 
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Costs More Our Other Brands Screen Cloth 


bas a Cortland Black Enameled 
re N20 Cortland Gray-Wick 

But— White Metal Finish 

Returns Wickwire Premier 

the 

Difference Write your Jobber for full information 


In Service 


ISRRSSSERSSHREESE ESE Ee eee 
PSS SSS eseeaceeaca Bean a: 
SSSSSSREER SEES ee EE a: 


bei 
RALRAALAILL ELE SER T EEE 


SSSSSSSSSSSSSSSSSSSHSSSSTSSSSSS SESSLER SS SEEKS RETESET SSSR SESESEE STEERS EEEEEE ESSER: 


PSSSKSESSSSSSSSSSSSSSSTESSSESSSSSESSSERSSESCSSSSSESESESESESEEESEEEEESEE Ss 
TSSSSSSSSSSSEKESESSSESSHKSESSSESERESSESESSESRSSSESSSEHSEESESEREEESEEEEEEE' 


PSSSSSSSSSERSSSSSRSSESSSESSSSEESESSEASEESEEEREEEES 
BERR SLIELE LL SELLE LE RATE LEE TE ET ETE EEE Peers 
PSRSSSSSKSSESSSSSCSHSSESSSSESSSSSESESSER REECE EEESEEEEE Bi 


























BERR RER ERE RE SERRE LE RESER EEE LESSEE LEE EEE EEE EERE EEE EE EEE EEE EE EEE EEE Pee 
SERERERERERESE EERE REE EE EEE EERE EEE EEE EEE PEER E EEE REE ERE EERE ETE EE PPT 






































August 12, 1926 HARDWARE AGE 
PE HEINE NT ROTOR DERI NS I 








se °* Gpeaeee 
_—_——— 
ORICim ae 














“Family” Sales for Volume 


OUR customers want Hoppe’s Nitro Powder Solvent No. 9 
now—whether shooting or not. They will soon want more 


and more, for the shooting season. 


Summer’s humidity has no mercy for neglected gun bores. 
Hoppe’s No. 9 is the one best rust insurance. Standard for over 
20 years. Recommended by Uncle Sam. 








Get volume by making every sale of a bottle of No. 9 carry 
with it two more sales. Add on a can of Hoppe’s Lubricating 
Oil and a tube of Hoppe’s Gun Grease. As necessary as the old 
favorite No. 9, and of same Hoppe’s highest excellence. 

















Hoppe’s products are packed separately in dozens, with hand- 
some free counter display carton for each. Also, to help your 
combination sales, now provided as shown at right, in attractive 
Hoppe’s Gun Cleaning Pack. “No a for a Rusty 
un 


Order immediately from your jobber—a good supply of all = gype's’ Gun Cleaning Pack 


contains one each regular size 


four. Tear out the lower part of this page and check here: Fontes: Nitro Powder Solvent 


: No. 9, Hoppe’s Lubricating Oil 
; doz. Oil ’ doz. Grease at and Hoppe’s Gun Grease, with 


cleaning patches and full direc- 
doz. Packs tions. 


FRANK A. HOPPE, Inc. 


For More Than 20 Years the Authority on Gun Cleaning 





2314-H North 8th Street, “ey Philadelphia, Pa. 








Ed. W. Simon Co., Inc. H. L. Bowlds, Mason 
258 Broadway, New York — Opera House Bldg., Los Angeles 


aS OE i aac NT AT TTR Barat Aba ig thei 








Representatives: 
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Pionees~ tHE LINE THAT SETS THE PACE 


Here's what “ Theline that Sets the Pace” 
---- MEANS! 


ACKED by fifty-three years of experience, The 
COMPLETE Gendron Wheel Co. has never put any ‘“freak”’ 
LINE— numbers in the line that load the dealer. Every 
P Gendron product is tried and proven before it is 
Automobiles, 
Sacod Waaene. A placed on the market. By actual trial, every new 
Scooters. | | item or improvement is tested before it is offered 
Sidewalk Cycles, for sale. That’s why it “sets the pace” for profits, 
Tl ot-Bikes, Ve : turnovers, and satisfaction. 
V elocipedes, “i _— 
Coasters, Ss : It pays to feature satisfactory 
Doll Carriages, ast. 8 merchandise that the public 
etc. hates, 8 oO wants. It insures ready turn- 
i overs and quick profits. ‘That 
is why so many successful deal- 
ers are building a_ substantial 
children’s vehicle business with o<' tee 4 


the Gendron Pioneer Line. mY N 


THE GENDRON WHEEL CoO. \ 
Toledo, Ohio \ 





THE GENDRON WHEEL CO. Toledo, Ohio 


“Dione er Line 
“Wehicles for Galiteinss 
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The Lantest factory i in the world 
making CHILDRENS VEHICLES! 





COMPLETE 
LINE— 


Automobiles, 
Speed Wagons, 
Scooters, 
Sidewalk Cycles, 
T ot-Bikes, 

V elocipedes, 
Coasters, 

Doll Carriages, 
etc. 


THE GENDRON WHEEL CoO. 








ND for over fifty years the finest, most up- 
to-date children’s vehicles in the world 

have been produced in it. 
Thousands of dollars are spent annually to 
improve Gendron merchandise, and thousands 
ot dealers are building successful children’s 
vehicle departments because Gendron re- 
sources insure salable merchandise at all 
times. . 
Tie up with a proven leader. Feature the 
“line that sets the pace” 1n your store—it as- 
sures satisfied customers for you—always. 





Toledo, Ohio 


“Di oneer Can 
Vehicles Sarileinse 





23 


/j 














HARDWARE AGE August 12, 1926 


ill out Your Stocks 
of Apert and Super- 


j 
‘ 








The shooting will soon be on! Go over your 
stock of shells and be ready for this year’s 
greater demand for Xpert and Super-X! . 
Xpert for all-round shooting. A high quality 
shell at a surprisingly low price. . . . Super-X 
for the duck and goose shooters. 15 to 20 
yards longer effective range! 

Big advertising behind you. Bigger than ever—with 


something new and important soon to be announced! 
Watch for it! 


WESTERN CARTRIDGE COMPANY 
850 Broadway, East Alton, III. 


WALA 


World’s Champion Ammunition 
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BALL BEARING 


ROLLER SKATES 


PLAIN BEARING 








REMARKABLE FAMILY 





No. 150 
SPECIAL LARGE ROLLS 


GROUP 








Rid 
HARDWARE COMPANY 





Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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tourist- 
ist a prospect 





Prospective Kampkook buyers are every- 
where. Every automobile owner in every 
community is a prospect. Every day of 
the tourist season brings new prospects to 
every live Kampkook dealer. 


Kampkook advertising, nearly 6,000,000 ad- 
vertisements in leading magazines every 
month, is making Kampkook better known 
and more popular than ever before. Kamp- 
kook is the easy and profitable stove to 
sell; folks know that Kampkook is reliable 
under all conditions. Every user recom- 
mends it to friends and it is used by more 
campers than all others combined. 


KAMPKOOK No. 8 
with built in oven 


is the latest and biggest improvement in 
fine camp stoves. Bakes, broils, roasts, 
toasts, fries just like a gas range, and it’s 
absolutely wind proof. Every dealer 
should stock this fine new Kampkook now. 
A'large variety of attractive sales helps is 
INE WSPApp available to Kampkook dealers on request. 

dvertisement. Send for full information about the com- 
plete line and name of nearest distributor. 


Write nearest office. 


Orne, Bete 
* 1s 
See sn,” Peston, 


a: 7 
| é American Gas Machine Co., Inc. 
Albert Lea, Minn. New York, N. Y. 


USE THE eee 
LITERATURE eae 
aeRO es PE 
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EIGHT COURSE DINNER 


Latest Al. Foss Creation 


FOSS FROG WIGGLER 


No. 11—%4 0z., 3/0 Hook 
No. 12—' oz., 1/0 Hook 
Larger Hooks if Ordered 








Combination No. 2 


ORIGINAL 


Combination No. 5 


An eight course Table d’hote Fish Dinner for any kind of game fish. 


Combination No. 7 


The very last word in an artificial Bait-Casting or Trolling Lure. 


Eight different lures can be made without untying the line, and by using differ- 
ent colored bucktails, or flies, an endless number of combinations can be made. 


IT’S A FROG—IT’S A POLLYWOG —IT’S A MINNOW 
. And many strange things never seen or heard of 

It will out-wiggle anything that you have ever tied your line to and the No. 11 

can be cast with the crudest of heavy tackle, while the No. 12 is designed for light 

tackle. 

It is practically weedless and snagproof, keeps line taut and will travel six inches 

or six feet below the surface of the water and function properly under any and 

all conditions. 

A bottle of bass size pork rind and one of the fly-rod size required to make all 

effective combinations. 


The Foss Frog Wiggler can be used as follows: 


Ist. Just as received with bucktail fly. 

2nd. With bucktail and two strips of fly-rod pork rind buttoned to the little 
studs to form legs. 

3rd. Same as No. 2 with fly-rod pork on curve of hook. 

4th. With bare hook only. 

5th. With bare hook and two fly-rod pork strips for legs. 

6th. With bass pork rind impaled on hook and buttoned to center button. 


7th. Same as No. 6—with two fly-rod pork strips for legs. 
8th. Same as No. 5—with bass size pork strip full length on curve of hook. 


This LURE should outsell any other lure now on the market. 


AL. FOSS 


9512 Quincy Avenue Cleveland, Ohio 
Originator, Patentee and Manufacturer of the Pork Rind Minnows 




















HARDWARE AGE August 12, 1926 


Sporting Goods Pull Profits 
That Are Easy to Land 


Are you interested in profits that are easily landed? 


Throw out a little bait (a good window display will do) and 


watch them bite! 
The advertisers in HARDWARE AGE will be glad to furnish 


“bait” too. 
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Weed out the 
unnecessary items 


Raise a larger crop of profits 
by simplifying your shell stock 





| OES your shot-shell stock include some unnecessary 

items—some types of shzlls that virtually duplicate 
others you handle, some loads so nearly like others you 
carry as to be the same ballistically? If it does, weed out 
those unnecessary items! By so simplifying your stock, 
you can reduce your overhead, increase your turnover— 
and add to your profits. 


An easy way to simplify your stock is to confine your 
purchases to the shells and loads in the US Simplified 
Shot-Shell Line—a line consisting of only three shells and 
one-tenth the old list of loads, yet complete in every 
respect. In short, a line really simplified—and one that 
offers you reduced list prices on many loads. 


UNITED STATES CARTRIDGE CO., 111 Broadway, New York 


General Selling Agents: National Lead Company, Boston, Buffalo, Chicago, 
St. Louis, Cincinnati, San Francisco; United Lead Company, New York, Phila- 
delphia; James Robertson Lead Works, Baltimore; Merchants Hardware Spe- 
cialties, Ltd., Calgary, Alberta, Canada; Fraser Company, Montreal, Canada. 








The US Simplified! Shot-Shell Line includes e very- 
thing needed for a well-rounded-out stock of 12, 
16 and 20 gauge shells. The loads cover every 
shooting need. The specifying of standard powders 
is provided for. As shown below, the three shells 
are the particular types in popular demand. 


Ajax Heavies: ‘‘ Loads of Power”’ 
for long-range use. Loaded with 
latest type of progressive-burning 
powder. 





13 Loads 





The Climax: A high-grade, smoke- 
less shell for all general shooting. 
Medium-priced. All standard 
smokeless powders. 


66 Loads 








The Defiance: A quality shell at 
a low price. Red-paper case. 








Loaded with No. 2 Smokeless 


powder. 
77 Loads 


Simplified 
/ SHOT-SHELL LINE 


29 
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A Prestige That 
Makes You Profits 


The prestige of the Bluc Rib- 
bon Line—a firmly established 
leadership—means big returns to 
you in terms of consumer good- 
will and PROFITS. The manu- 
facturers of this great line pledge 
to the trade that the standard of 
Blue Ribbon quality will not be 
lowered and that they will con- 
tinue to back the dealer organi- 
zation by consistent, effective ad- 
vertising. 


Joining the organization of Blue Rib- 
bon dealers will bring you the assured 
nrofits created by selling quality prod 
ucts to people who know what they are 
buying. We will be glad to tell you 
more about this proposition, without 
obligating you at all. Write today. 

SNUGGLE BUCGY is 
JUNIOR WHEEL GOODS CORP. py: age HN 
KOKOMO - - INDIANA in weight. Folds to 


rompact space. 


BLU E 
IBBO 


WHEEL GOODS OF QUALITY 





IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers S8St.; Chicago, 108 W. Lake 8t.; 
San Francieco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 














Bells and Bell Toys 
F 


or 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 
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TAYLOR-TOT 
COMBINATION 


BABY-WALKER, GO-CART 
AND COASTER-CAR 


In your search for items to which consistent national 
advertising has imparted a year-round turnover at 
steady, strong profits, write for details on 


TAYLOR-TOT 


THE FRANK F. TAYLOR CO., Norwood, Cincinnati, Ohio 


WIV VVVVVVVVFIVIIF3 
Stay on the Band Wagon 


Your fishing tackle sales should hold up 
JV. son’ me S%~—sicely through the Fall if you have bass, 
/ PAPING COLPHIN pickerel, pike, “lunge, or salt-water fish- 
ing, and the old reliable, high-quality 
Abbey & Imbrie line. The veterans who 
fish right through till snow flies—they 
know Abbey & Imbrie quality, and want 
it. Stay on the band wagon with them— 
your best customers. Keep up your stock, and put in 
some more good licks for a bigger year’s profits. Write 
‘ your refill order now; mail it today. 


Abbey é& Imbrie 


FISHING TACKLE 


97 Chambers St., Dept. A8, New York City 


if 





MAKING A BIG HIT 


a RETAILS 


This new “Junior” 
has caught on in a 
hurry. Best selling 
item in Wheel 
Goods. Jobbers and 
Retailers are wiring 
for samples and 
prices. 


WANT A SAMPLE? 





New illustrated 
request. 
FORTE? OH OCG No. 307. JUNIOR RIDE-A-WAY 


METALCRAFT CORP. , 4215-19 Clayton Ave.ST. LOUIS 
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The famous American Flyer line 
is complete— minus the slow- 
selling items that eat up profits. 
How important this is to the 
dealer! A line sufficient to meet 
every requirement, with noneces- 
sity of making too large an invest- 
ment. Such a condition made pos- 
sible simply because all slow-sel- 
ling items have been eliminated, 
allowing the dealer to carry ample 
stock at redu:sed inventories. 


Naturally, as a dealer, your profit 
is the main thing. Dealing with 
the American Flyer you are as- 
sured of utmost profit— you handle 
the electrical train of the century, 
the train the American Boy has 
built and wants. 


A Line That’s Wik 
“Boiled Down” to 
Cut Away Slow Movers 


Accurate designing, sturdy con- 
struction, attractive appearance 
have won for the American Flyer 
an envied reputation. Add tothis 
the popularity of every item in 
this full yet compact line, and 
you know why American Flyer 
has succeeded so completely with 
dealers. 


Place your order with the jobber 
in August. During the season of 
greatest sales you will be ready 
and equipped to push your sales 
of American Flyer—and realize 
yourprofits. You will understand 
why more than five million boys 
— the aristocracy of boyhood — 
are happy with their American 


Flyers. 


Mechanical and Electrical Trains, retailing at $1.90 to $42.50 


We are noted for our rapid service and quick deliv- 
eries at all times, insuring quick turnover and more 
profit for dealers. The big, four-color catalog shows all 
the various models of the profitable‘ American Flyer’’ 
Line. May we send it to you with our complete story? 


AMERICAN FLYER MFG. CO. 


2219-39 South Halsted Street, Chicago, Illinois 


Eastern Sales Office 
New York City 


Western Sales Office 
San Francisco, California 













By 
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This new Akron Catalogue 
illustrates the complete 
Akron line of Wheel Bar- 
rows, Concrete Carts, Mor- 
tar Boxes, Salamanders, 
Coal Chutes and Scrapers. 
Each item can be sold to good 
advantage by the Hardware 
Dealer to Contractor Cus- 
tomers by our proved method 
of immediate direct ship- 
ment. Ask your Jobber. 


Every Man’s Barrow 


Trade Mark 


HE Black and Orange Barrow that 


has set new Standards of Barrow 


Values and Sales. 


This is Value 


Guaranteed Hickory Handles—spaced wide 
for steadiness. 

A Tray big enough for real work—so mount- 
ed to reduce spilling. 


The Frame and Legs stay solid — braced 
against weaving and swaying. 


This Makes Sales 


Such Quality together with a low price give 
a barrow value that has made this the fastest 
selling dealer barrow; the barrow that meets 
the big market of the hardware Dealers’ trade; 
the barrow for the home, for the garden, for 
the lawn, for the farm, for the many small bar- 
row jobs everywhere. 


Let us put you in touch with 
the nearest Akron Jobber. 


THE AKRON BARROW COMPANY 
3140 East 65th Street CLEVELAND, OHIO 
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e will tell the VECTO story 


to your prospects 


In every community there are hundreds of prospects 
for Ideal Vecto Heaters. 


























increased profits. 





AMERICAN RADIATOR COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, 

Baltimore, Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, 

Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, Kansas City, Denver, 
San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products for heating, 


ventilating and refrigeration 





The smaller homes, stores, offices and other build- 
ings up to 8,000 cubic feet capacity, that now have 
to depend upon old-fashioned methods, can bring 
sales into your shop that will give you greatly 


We'll help you tell the Vecto story to as many prospects as you 
want us to with letters, broadsides and booklets. We'll tell 
them the advantages of Vecto—why it is the best warmth next 
to radiator warmth that can be obtained, how it can be installed 
easily and quickly, how it can be bought for a very low price— 
$97—and how it can be paid for on the Partial Payment Plan. 


All you have to do to get this 
FREE Service 


Compile a list of all the prospects you want us 
to circularize. The Arco salesman will help 
you. 

Put the window display in a prominent place 
in your store. It will establish you as the 
Vecto dealer and tie you up with our national 
advertising. 

Agree to follow up by personal calls all the 
leads you may receive. 





AMERICAN RADIATOR COMPANY 
Direct Mail Advertising Dept. 106 
1807 Elmwood Ave., Buffalo, N.Y. 


| 

| GENTLEMEN: Please send me the details of your Sales 
| Building Service for Ideal Vecto Heaters. 
| 

| 

| 

| 

| 
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City —— State 



























For Those Seeking Unusual Clocks! — ji 


Ask to see these New “‘True Time Tellers’’ 


HE New Haven Clock Company offers to 
the trade a unique line of Alarm Clocks 
and Time Pieces. Ask your jobber to show 
you these new designs which are proving more 








Oval Alarm 


Height, 2' inches Width, 3°, inches. 


40 hour Movement, Back Bell Alarm. Full 
Size Gold Dial, Skeleton Hands. Russet 
Bronze Case, Bowed Glass. 


Resale Price, $3.75 


Smallest 
Clock Made! 





Tip-Top 


Octagon Traveler 


Illustration 2/3 
actual size 


inches in Height, 
Silver Radium Dial 
with second hand 
Pull out stem = set, 
Nickel plated 
Bowed glass 

Resale Price, $4.50 


case 
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popular daily. The clocks shown here are the 
latest members of the Nationally Advertised 
True Time Teller Family. Each clock is tagged 


with consumer’s price. 
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Square Tat-Too Jr. Alarm 


2', inches Square, full size Silver Dial, 
40-hour Movement, Back Bell Alarm, 
Bowed Glass and French Open Hands. 
French Bronze Case. 


Resale Price, Plain $3.25. Radium $4.25 


Gothic Tat-Too Jr. 
Alarm 
3% 


a1 


&/l 


Height, inches, 
width, 
Fitted with a full size 
Gold Dial, 40-hour 
Movement, Back Bell 


Alarm. Russet Bronze 
Case, Bowed Glass. 


inches. 


Resale Price, 


Plain $3.75 
Radium $4.75 
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It is built on similar lines with 
the same beautiful Walnut 
grain enamel finish and ex- 
clusive Radiona features as 
the larger model Radionas. 


Riverside Heating and Cook- 
ing Stoves and Warm Aijir 
Furnaces round out the com- 
plete line which appeals to all 
classes. 


We service the dealer and 
help move the goods. 


Write for our proposition. 
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Rock Island Stove Co. 


Rock Island, 





Il. 


Just as Riverside Home Warmers 
maintain a proper average of heat 
in the home, so do dealers who 
sell them maintain a proper aver- 
age of sales. 


Now we have made additional 
sales possible by bringing out a 
New Model, Aerona No. 1-4. 
This smaller type is just what 
people who live in small homes 
and apartments have long wanted, 
but have never been able to get. 
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No. 2-4 Duplex Radiona 
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E.C.ATKINS & CoO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 

Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


ante San Francisco 
Mer his New Orleans Seattle 
Chicago nella om Paris. France 
Minneapolis Portiand, Vancouver, B.C 








SILVER 
STEEL 
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Mr. HAPPY MAN 
SAYS: 


“Are You the Carpenter’s 
Friend? You should be for 
he is a good fellow to know, 
and he is a mighty good man 
to get into the store, because 
he buys many other tools be- 
sides saws. Furthermore, he 
often buys articles in large 
quantities for his larger jobs, 
and this may lead you to 


some big business.”’ 


One of the best ways to make 
friends of the customers is to 
know enough about saws to 
select them properly and rec- 
ommend them intelligently. 
And by the way, here’s where 
Atkins can give you some 
good “pointers,” ask them to 
send you a copy of 


Saw Sense, the book 


of saw facts 


ATKINS 
SAWS) | 


























Founded 1855 
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What is it Worthe 


In supplying its readers with 
reliable advance information re- 
garding current market condi- 


tions, HARDWARE AGE performs a 
valuable and much appreciated 
service. What is it worth to you 
to know in advance that prices are 
going to decline or increase, and 
thus enable you to adjust your 
buying accordingly? Such infor- 
mation may mean the saving or 
loss of a great deal of money. 
Every issue of HARDWARE AGE con- 
tains market information that may 
be translated into actual dollars 
and cents. It’s up to you! 


What Readers Say 
About Us 


“TI appreciate your paper for I re 
ceive much information from it and 
need it to keep up with the general 
market and the many new items that 
are brought out.” 

(Signed) I. A. EICHELBERGER, 
Marion Tool Works, Inc., 
San Antonio, Texas 


“Your magazine has been very use- 
ful to me.’”’ 
(Signed) POLICARPO GUTIERREZ, 
P. Mier No. 39, 
Monterey, Mexico 
a great 
in touch 


“TI think HARDWARE AGE is 
help to clerks. It puts them 
with their employers’ point of view. 
For the two years I have read this 
wonderful magazine it has helped me 
a great deal in the advancement of my 
everyday work.” 

(Signed) PETER MAYER, 
Detroit, Mich. 
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Even modest homes may 
be trimmed with 


McKINNEY 
FORGED IRON 


ORGED IRON HARDWARE 4s it has 

been made by artists for many 
centuries is a subject of absorbing 
int ‘st-—but the history of forged 
iron hardware written in the sched- 
ules of the hardware merchants of 
America has contained many trials 


and tribulations. 


The advent of McKinney Forged 
[ron ushers in a new era in this fine 
hardware—of benefit to consumer 
and merchant alike. 


All McKinney pieces have more 
than beauty to recommend them. 
[In addition they show the result of a 
of builders’ 


thorough knowledge 


hardware requirements. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—Designed for use with 


modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 








An unretouched photograph of 

the Heartdesign entrance handle 

set in Relieved Iron finish... 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 


cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 

McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 
standard difficulties have been elim- 
inated. 


And the modern force of National 
advertising is rapidly spreading the 
news that—even modest homes may 
be trimmed with McKinney Forged 
Iron Hardware. 





If you have not yet received the 
new McKinney catalog write at 
once—and then make your selection 
of samples. 


Co. 


MANUFACTURING 


McKINNEY 
Pittsburgh, Pa. 


Send This Coupon Today! 





Force Division 
McKuwyney Mee. Co., Pittsburgh, Pa. 


Kindly send me your Free Brochure on 
McKinney Forged Iron Hardware. 





Name 


Address .. 


Name of your Hardware Merchant 
H.A, 
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Waste Energy 


in. Stores 


The Recollection 
of Quality 
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BY LLEW S. SOULE 





5 ee engineers report that nearly sixty per cent of all mechanical energy 

is wasted; that only forty per cent of the energy at the source is successfully 
transmitted through modern machinery and used to advantage. Fully as much 
human energy is wasted today in retail stores, not only among proprietors and 
managers, but also among employees. 

The first man I ever worked for was a prodigious waster of energy. He was 
continually hurrying about the store, yet accomplishing nothing. He was like a 
fast train without a destination. He would rush toward the front of the store, 
hesitate, rush back to the office, grab an invoice and hustle toward a packing 
case, hesitate again, then hurry back to the office to put the invoice in its original 
place. He was always too busy to read, to interview customers, or to talk to 
traveling salesmen. He was not, however, too busy to fail, and wasted energy 
finally brought him to the bankruptcy court. 

All over the country we find waste energy in stores. Seasonable goods are 
left in basements or warehouses, while employees waste valuable time and energy 
making repeated long trips to accommodate customers. Goods in daily demand 
are found on top shelves, or in out of the way places. Cash registers are placed 
in inaccessible locations. A single want-book is kept in some seldom frequented 
corner. The lone price-book is only to be obtained through a lengthy journey 
to the office. Incoming merchandise is carried a long distance to a place used 
for unpacking, and then the goods are carried other long distances and placed 
in reserve stocks, to be again carried long distances when shelves need refilling. 

I could go on for hours recounting instances of wasted human energy in 
stores, but it isn’t necessary. The merchant knows them all. He recognizes the 
loss, but in most cases tolerantly accepts it as a necessary evil. In the waste of 
human energy is to be found one of the major reasons for rapidly mounting 
overhead costs. 

There is some excuse for waste in mechanical energy because machines can- 
not think or plan. But what excuse can be offered for the chronic waste of 


human energy in the science of merchandising? 


g HE Department of Commerce and Industry of Japan is planning to send 
out groups of traveling merchants to overcome the poor reputation of Japa- 
nese goods in many markets and to increase that country’s exports. Each group 
will consist of five merchants who have been selected from the various industries. 

If in the past Japan had exported only good merchandise, this expensive 
missionary work would be unnecessary. There would be traveling salesmen out 
selling new goods instead of merchants apologizing for old goods. 

Even nations are finding that it pays to have and maintain a reputation for 


quality. 
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Builders’ Hardware Door by Door 


French Doors 
By W. N. Thomas 


EDITOR’S NOTE: 


This is the third installment of another series of articles on builders’ hardware 


which will appear every two weeks in the columns of HARDWARE AGE. The author, W. N. Thomas, is an 
acknowledged expert and knows how to tell his story. The next installment will appear in the August 


Watch for it and read it. 


26 issue. 


they open out on to a porch or terrace, or open 

between rooms, are commonly known as 
“French Doors.” In some places they are called 
“French Windows,” but their use as passage ways 
makes the name “Door” more appropriate than “Win- 
dow.” When similar hinged sash do not extend down 
to the floor, and therefore are not used as passage ways, 
they are known as “Casement Windows.” 

French Doors are quite common in modern houses. 
They usually have very narrow stiles (1) so the glass 
surface may be as great as possible. Because the stiles 
are narrow they are often thicker than the all-wood 
doors, making up by the thickness the strength sacri- 


: INGED sash that extend to the floor, whether 





At the 


To the left (Fig. 1) diagram of casement window. 
right (Fig. 2) fast-pin type butt 


ficed by having them narrow. This construction calls 
for hardware especially designed for the purpose. 

If the doors open out the butts should be of the 
fast-pin type (2) so the doors may not be forced open 
by removing the pins from the butts. Solid brass butts 
with brass pins are best because they will not rust 
from being exposed to the weather. It is not neces- 
sary that they be highly polished, what is known in 
the trade as a “ship finish” is quite good enough. If 
economy is particularly essential the butts may be 
galvanized on iron or steel provided they have brass 
pins. These may be painted with the wood work and 
will prove quite satisfactory for light work. 

If the doors open in, or are between rooms, the 
butts should be loose pin (3) and of the same ma- 
terial and finish as the butts for the other doors in 
the same rooms. For doors from the outside it is best 
to use solid brass or bronze butts if economy is not 
too much of an item. 

When these doors open out they are usually hung 
in such a way that they can open only from 90 deg. to 
100 deg.—so the width of the butts need be only enough 
to take care of the thickness of the doors, but when 
the doors open in they may be hung so they can be 
opened 180 deg., or back against the wall, in which 
case the butts must be wide enough to allow for the 
thickness of the trim in addition to the thickness of 
the doors. It sometimes happens that these doors, 





especially when between rooms, are made in four 


leaves to one opening. When this occurs the center 
leaves are hinged to the side leaves. In this case, the 
butts should be only wide enough to accommodate the 
thickness of the doors because when open it is desir- 
able for the leaves of the doors to lie close together. 
When doors like these are rabbeted where they are 
hinged together the butts must be quite narrow as they 
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At right (Fig. 3) loose pin 
butt. Above (Fig. 4) es- 
pagrolette bar 











can be mortised into the door just half its thickness. If 
the doors are thin, fast-pin butts without ball tips may 
be mortised into the side of the stile instead of the 
edge. This method is stronger because the screws 
have better location in the wood, but the butts show 
so much more when the doors are closed, which does 
not look so well. In all cases three butts to each door 
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Fig. 5—Cremorne bolt 


should be used, as the small amount of wood in the 
stiles makes them apt to spring and warp which makes 
closing difficult and unsatisfactory. 

The manner of fastening French Doors depends 
somewhat upon the way they are intended to be used. 
When they lead to the outside they are sometimes not 
intended to be used as what we know as “passage 
doors,” that is, it is not intended that they should be 
opened from the outside, but used largely for ventila- 
tion. In cases like this they may be secured on the 
inside by either an espagnolette bar (4) or by a cre- 
morne bolt (5). These both extend the full height 
of the door and secure the doors at both the top and 
bottom with one operation of the handle which is usu- 
ally placed about 3 ft. 6 in. from the floor. These may 
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be used on either single or double doors, and are par- 
ticularly good to use because they are applied to the 
surface of the door without cutting away any of the 
wood which is none too much at best. If the doors 
open out the Cremorne bolt should have a lever han- 
dle, so it will be out of the way as the doors are 
cpened, but if they open in, either a knob or lever 
handle may be used. If the doors are in pairs and 
are rabbeted (6) or have a flat astragal (7) at the 
meeting stiles one bolt will be enough to hold them 
securely by placing it on the last door to be closed. 
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Above (Fig. 6) diagram of rabbeted door or doors in pairs. 
At right (Fig. 7) diagram of door with flat astragal 


Of course, on doors as above mortised lever bolts (8) 
or surface bolts (9) may be used at top and bottom, 
but they are not as convenient to operate and it is not 
generally considered as good a job. 

When French doors are intended to be used as pas- 
sage doors and means for opening them from either 
side is desired they should be equipped with a lock 
and handles. This lock must be of the narrow backset 
type because of the narrow stile. One and one-half 
inches “to center” is considered regular, but this may 
be varied to one inch or to two inches according to 
the width of the stile of the door. If the doors are 
double, that is in pairs, the leaf closing first must be 
held in place by bolts. It may be a Cremorne (5) or 
a Mortise lever bolt (8) top and bottom, or a surface 
bolt (9) top and bottom.- A Cremorne must extend 
the full height of the door, but for lever or surface 
bolts the size should be 12 inch for the bottom and 
about 18 inch size for the top, but the length of the 
top bolt depends upon the height of the door. It must 
extend down to within easy reach for operation. 





At right (Fig. 8) mor- 
tise lever bolt 
At left (Fig. 9) sur- 
face bolt 
Above (Fig. 10) lever 
handle for narrow locks 





When the doors are to the outside and have a lock, 
instead of bolt as described above, it is a good practice 
to use a surface bolt (9) at the top and bottom of each 
door, the ones on the leaf having the lock to be used 
at night or when the house is not occupied as an 
extra precaution against undesired entrance. 

The lock for these doors may be of the bit key type 
or the “Cylinder Front Door” type, according to the 
manner in which the door is to be used. Because the 
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lock is narrow it must be operated by a lever handle 
(10) from at least one side, the side when pushing 
the door from you, the other side may be a knob or 
lever handle as desired. Because a lever handle is 
used the lock should be made with a heavy hub spring 
to hold up the weight of the lever. If the lock you 
are using should not have a heavy hub spring you can 
supply the strength by using a rose with an auxiliary 
spring built into it. It is a good plan to use an oval 
rose rather than a round one as it looks better on the 
narrow stile. 

If the combined rose and escutcheon is to be used 
it must be quite narrow so it will not overlap the edge 
of the stile. 

These doors, as all others, should be supplied with 
rubber tipped stops or bumpers to protect the walls. 

Ask yourself these questions :— 

1. What is a French Door? 

2. How does a French Door differ from a Case- 
ment Window? 

3. What is a fairly standard stile for French Doors? 

4. What butts are suitable for French Doors open- 
ing out? 

5. What butts are suitable for French Doors open- 
ing in? . 

6. How many butts to a door and why? 

7. What bolts would you suggest for French Doors? 

8. Under what condition would you use a Lock? 

9. Why is it necessary to use*Lever Handles? 

10. How and why should a heavy spring be used? 


The Happy Medium 


Said the editor of a sporting goods paper to me re- 
cently as we visited about the trade in that field, “Do 
you know why it is that the drug stores are grabbing 
off so much sporting goods business?” 

I hadn’t given the matter much thought up to that 
time and I said so. @* 

“Well,” continued the editor, “it is because of the 
quick service men get in the drug store. A man ina 
hurry wants some golf balls. He steps into a drug 
store and they are handed to him and his change given 
him and he is off for his train in a matter of two or 
three minutes. If he enters a sporting goods store 
or a hardware sporting goods department, he is per- 
haps met a man who is an expert in sporting goods 
but who hasn’t yet learned that the first thing in 
selling is to please the customer with the service as 
well as with the goods. 

“That salesman insists upon taking the time of that 
man to talk sports and sporting goods to him and to 
delay him against his wishes, perhaps in the effort 
to sell him something else, perhaps only seeking to 
develop his acquaintance and friendship to capitalize 
later. The result is that man is irritated and dis- 
gruntled and doesn’t like to come back. I know that 
a good deal of which I accuse that sporting goods 
salesman is recommended for his practice. It is good 
practice under the right conditions, but when men do 
not want to linger, when they want quick service, it 
ought to be given them, and if it isn’t, they are not 
going to come to that store save when they have 
plenty of time to spare.” 
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ERHAPS this young lady’s captivating smile is the result of a neat mashie pitch to the green or 
possibly she is waiting for the least interesting half of a two-some. However, she is one of the 
millions of devotees of golf, the outdoor pastime de luxe and one of the reasons why more golf equip- 
ment is being sold through the hardware store today than ever before in the history of the game. 
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Window display of wheel goods and toys in the branch store of the Nicholas Hardware Co., at Oak Park, Ill. This 
company carries toys and wheel goods the whole year around and finds it profitable 


Summer Is the Time for Sales of 


Wheel Goods and Out-of-Doors Toys 


RE toys seasonable merchandise that can be sold 
to advantage by the average hardware dealer 
only at Christmas time? Many dealers seem 

to think they are and consequently pack up their stock 
immediately after the holidays and make no effort to 
display or push it until another year has rolled 
around. 

However, according to George H. Rogers, Jr., man- 
ager of the branch store of the Nicholas Hardware 
Co., located on North Oak Park Avenue, Oak Park, 
Ill., whether toys can be considered strictly holiday 
goods or not depends entirely on your conception of 
what toys are. If you mean such items as indoor 
games, dolls, and certain mechanical and electrical 
toys—they are very largely to be sold at Christmas 
time. But if you have in mind various kinds of out- 
of-doors toys and wheel goods, bicycles, coaster 
wagons, toy autos, sand toys, etc., the peak of the 
selling season is really during the month of June. 
That this contention is founded on fact is proved by 
Mr. Rogers with a total volume of sales of wheel 
goods alone in his store for this past June of $850. 

H. Hemmingsen, manager of a sister branch store 
of the same hardware company located about a mile 


and a half from Mr. Rogers’ store has had much the 
same experience with the summer sale of toys and 
wheel goods. It has been his observation that the 
parents of children, when the schools close, either 
buy small toys to take on vacations or else bicycles 
or other wheel goods and the bigger items for the 
amusement of the youngsters who stay at home dur- 
ing the summer. While December is the biggest month 
in the toy department of Mr. Hemmingsen’s store, 
June is second best, June sales running approximately 
50 per cent of the December sales, with other summer 
months following close behind. 

Both of these stores are located in residential dis- 
tricts and cater almost exclusively to home owners. 
Both stores credit their summer toy and wheel goods 
sales mostly to window displays, supplemented by 
rather extensive newspaper advertising. 

In the sale of toys, the company is a firm believer in 
the value of local newspaper advertising. In addition 
to this form of publicity it regularly reaches prospec- 
tive customers through the medium of circular letters. 
Liberal use is also made of the descriptive matter fur- 


nished by the manufacturers. 
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All in the Day’s Work 


By Saunders Norvell 


happens. There was a young lady at a summer 

resort. She was sitting on the piazza, rocking. 
She gaped, stretched herself and remarked: “Life is a 
bore. There is nothing doing.’’ A lady sitting next to 
her casually remarked: “Have you read this morning’s 
paper? Probably it will interest you.” An article in 
the paper gave a glowing account of the young lady’s 
wealthy father having just eloped with his stenog- 
rapher! 


IFE seems dull, when bing! something suddenly 


% % - 


Ting-a-ling-a-ling! rang my telephone. A young 
man’s voice: “Can I see you? It is terribly impor- 
tant. I must see you at once. I am in a peck of 
trouble.” So I told him to take the subway, get off at 
Fourteenth Street, look out for the horse cars, cross 
the Square and come up. In due course he appeared 
—-blond-haired, blue-eyed, gray double-breasted coat, 
wide, flapping trousers, squaretoed tan shoes, very fancy 
tie and the perfect type of the modern young man! 
Would I talk to him in my private office? It was all 
very confidential. Here is the story. I had a hard time 
keeping my face straight and maintaining an inter- 
ested and sympathetic expression. 
* % + 


He is attending one of our leading colleges. They 
decided it would be a great ideu to send out a number 
of young men to various cities to learn the value of a 
dollar and the value of an hour. This young hopeful 
was sent to New York. He decided that the place to 
learn the value of a dollar and the value of an hour 
was at tea dances, dinner dances and the roof gardens 
of New York. He mt a charming young married 
Her husband was a cold, unappreciative business 
(This is his story!) 

* % = 

He recited poetry to her. She loved poetry. Poetry 
and jazz music and scrambled eggs and bacon, with the 
hip flask, would teach anybody the value of a dollar 
and the value of an hour! The days and the nights 
passed. His education was progressing. Life was one 
long, joyous song. Then one day the irate husband 
appeared on the scene. He told the young man that he 
admired his taste. It was really complimentary to him 
that he was so attentive to his wife. “And,” said this 
husband, “there is nothing small about me. You can 
have her. Take her, Algernon, and with her take all 
the monthly bills.” 


lady. 
man. 


x % * 

“Now the two of you can seek 
your supreme happiness!” ‘“But”’—said Algernon— 
“the trouble is I am short of cash. I have been going 
through college on an allowance from mother and, you 
know, even when you are economical, these lobster 
palaces here in New York are expensive.” ‘“Well”— 


“Splendid!” I said. 


said I finally, trying my best not to laugh out loud— 
“why do you come to me?” 


“You see”—he answered— 


“she told me that I had better see you. She also said 
that if you wished to talk to both of us, she would come 
down, too.” “God forbid!”—I gasped. “We don’t 
want any of the fine furniture in our office spoiled by 
weeping ladies.”’ 

> a 

“Well”—said he—‘‘what do you think?” “My dear 
boy”—I said, assuming a judicial manner—‘“do you 
play bridge?” “Yes’—he said—‘I am very fond of 
bridge and am just studying Work’s latest book on the 
game.” ‘“Now’—I asked—‘“‘when the game progresses 
and your opponents are doing all the leading, as the 
husband seems to be doing in this case, what do you 
do?” “Why”’—he answered—‘“we discard our losing 
cards.” “Correct, my boy. Now, when I size up this 
little game you have been playing, this definite con- 
clusion is immediately forced upon me: You are play- 
ing a game that requires money—in fact—quite a good 
deal of money. Looking at the situation from only the 
materialistic point of view, no man should fool around 
with another man’s wife unless, in case of a break, he 
is willing to take over and support the fair lady. You 
admit that this is something you are not in a position 
to do. Therefore it strikes me that in this game, your 
value is just about the same as that of the deuce of 
clubs and while I dislike very much to appear unkind, 
it seems to me the first play in this game is to discard 
this deuce. Algernon, you must fade out of the picture 
and you must fade quickly.” 

*% * %& 

So Algernon, without undue delay—in fact—imme- 
diately and forthwith, returned to his Alma Mater. 
I have not heard the end of the story. I do not know 
whether the husband has relented or not. I trust, how- 
ever, that when Algernon attends a meeting of the 
trustees of his college, he will tell them just exactly 
what ‘he learned about the value of a dollar and the 


value of an hour in New York!!! 
* * * 








Curious coincidences happen in business. A young 
Spaniard from an excellent old Spanish family came to 
New York and went to work for an export house. 
After a course of training in the New York office, he 
was sent as a salesman to Cuba. He left instructions 
with the head of his department that if any mail came 
for him, to open it, attend to any orders and then 
forward it to Cuba. 

* ¥ %& 

A month or two after his departure, a long letter in 
Spanish came from his mother in Spain. She was a 
widow. It was a beautifully written letter. It was 
affectionate but logical. This letter appealed to this 
young man, in the name of all the saints, to control his 
weakness for gambling. It pathetically told of his 
gambling in Spain, of his gambling debts, and of the 
fact that in order to pay these debts, he had cut down 
the trees on the ancient family estate and sold the 
timber. “You know’—wrote the mother—“this is the 
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last thing that any selfrespecting Spanish family will 
do. It has taken these trees fifty years to grow. You 
have lost all of them and caused them to be destroyed 
and the estate to be denuded of its forest, just for 
the pleasure and excitement of one night’s gambling. 
My dear son, can’t you see how your bad habits are 
embittering the last years of my life?” 


* * x 


It was a wonderful letter—a letter that would have 
melted a heart of stone. So this export house, seeing 
that the letter was personal, and after reading it care- 
fully, (also taking a copy!) forwarded it to the young 
salesman in Cuba. Shortly afterward, a long cable was 
received saying that this young man had been arrested. 
It seems that he had been to Cuba before. He had 
passed worthless checks. Then came letters from a 
lawyer to the effect that the young gentleman was 
languishing in a very unsanitary prison. There also 
came a long letter from the young man swearing that 
he had never been to Cuba before in his life and that it 
was a case of mistaken identity. 


*% * * 


The problem before this export house was whether to 
let him work his way out of the mess into which he had 
got, or whether to send some one down to Cuba to 
get at the truth of the matter. A consultation was 
held and it was decided, more on account of that beauti- 
fully written letter from the mother than for any other 
reason, to send a representative down to Cuba to look 
into the case. Of course all of the members of this 
export firm, being aware of the letter written by the 
mother, felt morally certain that this young fellow 
was lying—that he had been to Cuba before and that 
he had passed worthless checks. 


* ca ~ 


However, what developed? Their representative 
went to Cuba, got the young man out on bail, put 
lawyers and detectives on the job and found it was a 
case of mistaken identity. The resemblance between 
the young Spaniard and the crook who had collected 
money on worthless checks was something remarkable. 
After much trouble and a great deal of expense, the 
case came to trial and the young man was acquitted. 
He cost his house a great deal of money. He returned 
to New York and finally went back to Spain. It is very 
possible that the mother of this young man will never 
know that her charming letter begging him to stop 
gambling was the main cause of the interest taken by 
the American firm in securing his liberty and clearing 
his name of the charges against him. Still, we hear 
people talk about soulless corporations! 


*% * x 


A lady came from the West and has been living quite 
comfortably in a very attractive small apartment in 
New York. She has an aristocratic manner and dresses 
in the most exquisite taste. Her occupation is a very 
curious one. She does shopping for a department store. 
Did you know that department stores all over the 
country have shoppers who regularly visit each other’s 
stores and sample their stock? You think you have 
keen competition in the hardware business. You don’t 
know what competition is. 
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The great competition between department stores is 
not in prices but in ideas, in styles, in fashions, in 
novelties. Any department store that brings over some 
foreign novelty which makes a hit can clean up a small 
fortune. Of course they must work rapidly to clean 
up before their competitors get the same goods. It may 
be an unusual kind of hand bag or a new style in a 
light silk shawl or something new in sandals. One 
new thing that burst upon the American buying public 
and that, for a short time, met with large sales, was 
solid metal neck rings. At first only one department 
store in New York had these rings. The other stores 
were wild about it. They did not know where to get 
them. This is where the lady shopper was put on the 
job. She not only bought the ‘rings, but she pumped 
the clerk and learned the source of the supply! 


* * * 


This lady shopper to whom I refer remarked that on 
,one occasion, one of the proprietors of a prominent 
department store in New York met her, was evidently 
interested in her appearance and took the time and 
trouble to show her all over his store, calling her atten- 
tion to all of their new goods and novelties. She did 
not like this very much because it is really better for 
lady shoppers not to be too well known—not to become 


too conspicuous! 
% * * 


Department stores are constantly on the look-out for 
new ideas to bring buyers into their shops. They of 
course have countless sales. They manage to have well 
known society girls act as models. At all these gather- 
ings, the lady shoppers of all the other big department 
stores are present and are surreptitiously making notes. 
Nothing escapes the keenness of their observation. 

* * * 


Every evening they make a written report to the 
merchandise manager of their department store. In 
this report they call attention to the good things that 
are being put over by their competitors and they also 
call attention to the mistakes being made by their own 
concerns. They even go to the extent of counting the 
number of buyers of gloves at the glove counter, for 
instance, at 4 o’clock in the afternoon. They count the 
buyers at a certain time in every department. Some- 
times, when there is a special sale or a grand gala day 
in a certain department store, there are several lady 
shoppers from some competing house “covering” this 
store and making notes at the same moment. 


Sa * * 


Of course they are compelled, in order to keep up 
their appearance of being shoppers, to buy goods. 
These goods, with the purchase slip, are all turned in to 
the department stores and they receive due credit on 
their cash account for their purchases. 


% % * 


This, I am informed, is a regular thing in the depart- 
ment store business. They all do it. As the Virginian 
remarked when he was told that his opponent was deal- 
ing from the bottom of the deck—‘“‘All right. Why not? 
This is his deal!” 





(Continued on page 85) 
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Fishing tackle window display in the store of the Emigh-Winchell Hardware Co., 
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Sacramento, Cal. This firm does 


a large business in sporting goods and equipment not only because its merchandise is displayed well but because it is 
always out after new business 


Sporting Goods—a Profitable 


Hardware Line on the Pacific Coast 


tinue to make good profits in sporting goods, 

in spite of the fact that there are specialty 
shops, department stores, drug stores, cigar stores 
and mail order houses selling various kinds of sport- 
ing goods to all and sundry. The reason that the 
hardware dealer can continue to make good profits in 
this line is because in the majority of instances the 
hardware merchant stocks dependable merchandise 
and what is more important he goes out after the 


| ARDWARE retailers on the Pacific Coast con- 


business. 

Some idea about the kind of window displays that 
are popular in the Far West may be gathered from 
the accompanying photographs, one showing a win- 
dow of the Schluckebier Hardware Co., Petaluma, 
Cal., and the other of a fishing tackle window in the 
Emigh-Winchell Hardware Co. store at Sacramento, 
Cal. Both of these firms do a large business in 
sporting goods, not only because they display their 
merchandise well, but also because they go out after 
new business, especially among boys in high school 
and among the local social and athletic organizations. 

The J. C. Mailer Hardware Co., Santa Rosa, Cal., is 
another store that does a large business in this line. 
Unfortunately we are unable to show a photograph 
of one of its displays. However, we may say that 
this firm does an annual business in sporting goods 
of $4,000 in a town of about 8000 inhabitants. This 
is virtually equivalent to selling 50c. worth of sport- 
ing goods to every man, woman and child in the town 


of Santa Rosa. Of course that is only a theoretical 
fic-ure. Some of the residents of the town buy a 
lot of sporting goods and others don’t buy anything. 

But the point is this: Here is a hardware store in 
a town of 8000 persons competing with other hard- 
ware stores, with cigar stores, with department stores, 
with drug stores and with two or three special sport- 
ing goods establishments and still able to sell $4,000 
worth of sporting goods a year, in spite of all local 
competition and despite the outside competition of 
mail order houses. 

This company uses three primary methods for get- 
ting business, namely, advertising, display and solici- 
tation. It advertises regularly and consistently, and 
it may be added that it has successfully used for sev- 
eral years the HARDWARE AGE SERVICE. By using 
this service J. C. Mailer, manager of the company says 
he receives well prepared advertising copy and cuts 
regularly and seasonally. This removes the neces- 
sity of preparing copy, having cuts made, thinking up 
things to advertise, etc. He and his associates in the 
business are able to devote their time to originating 
display ideas and to selling. 

Sporting goods are featured-in the windows of the 
store three months of the year. That is to say, sport- 
ing goods are displayed off and on throughout the 
year for about a week or ten days at a time, the total 
for the year being about three months all told. 

Members of the firm and employees go out regu- 
larly soliciting business from clubs and various or- 
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Sporting goods are featured in the window of the Schluckebier Hardware Co., Petaluma, Cal., three months of the 
year. Members of the firm and employees go out regularly soliciting business from clubs and various social organizations 


ganizations, and also from schools and churches, etc. 
It has been found that about twice as much business 
can be done by going out after it as can be done by 
simply opening the store and waiting for customers 
to come in and buy, for the successful merchant to- 
day is the one who goes out after business. 

In the front of the store is a large rack displaying 
baseball bats. Part of the center of the store and part 





of the right hand side of the store, facing in, are used 
for sporting goods, fishing tackle, guns and ammuni- 
tion and similiar merchandise. 

Similiar methods are used by the other two stores 
mentioned in the beginning of this story, one how- 
ever, specializes more in fishing tackle and hunting 
equipment, and the other in baseball goods, as the 
photographs indicate. 


There's a Place in Business for Everybody 


NTO the life of every business man (yes, we’ve ex- 
i conned it the same as you have) sooner or later 
comes the temptation to throw all policy to the four 
winds and cut the standard of work to meet the press 
of competition. 

It usually comes after several particularly juicy 
jobs have been lost because “your prices are too 
high, we can get it from Jones for 30 per cent less.” 
Normally, your tendency would be to tell this sort of 
buyer to “go to Jones and get it then,” but this once 
you falter on the brink of indecision. 

We have all felt, at times, that urge to cut the 
quality and depend on the cheap prices to corral a 
heap more business for us. 

Some of us can’t resist the subtle lure, and fall. 
And the minute we do we’re licked. Oh, we know 
how it feels, the discouragement and all of that, and 
yet there seems to be a class of buyers who parallel 
our desires, and will not be satisfied with anything 
but quality, price to the contrary notwithstanding. 

We are reminded of a printer (and where is there a 
greater cut-throat business than printing) up New 
England way, who has repeatedly taken a licking on 
the price question, yet who has never once faltered 
from his firmly established policy. 

One time he did a particularly fine piece of work 


worth every penny of its cost. When the day came 
that more of the work was needed, the purchasing 
agent of the concern that was on the buying end took 
the notion to shop around. 

He found another printer who said he would do the 
same job for 60 per cent less. When it was delivered, 
two weeks overdue, by comparison with the original, 
it was as a paste diamond against the real thing. 

Yet the purchasing agent was satisfied. Blinded 
entirely by the price, he failed to see that the second 
printing did not create the wonderful impression the 
first piece did. Little faults in paper, type, rules, ink, 
and so on, were lost on him. And yet that piece of 
printing advertised a product that cost several thou- 
sand dollars. 

Finally, a third order of this printing was con- 
templated, and the first printer made an effort to get 
it. He was told that his price was too high, and 
shown the figures at which the second order was 
given.—The Bu!ls-E ye. 

A going business is all right, provided it’s going in 
the right direction. 





*% * * 


Too many business conferences are merely ex- 


change marts for alibis. 
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Why You Should Organize a Retail Credit 
Bureau and What It Offers the Merchant 


Herewith Is Presented a Brief Report of the Activities of the Hot Springs Credit 
Bureau Written by Special Request of the Editor of Hardware Age to Hamp 
Williams, Past President of the N. R. H. A. and President of the Hamp 
Williams Hardware Co., Hot Springs, Ark. 


HEREWITH submit a brief report of the activi- 
| ties of the Hot Springs Credit Bureau, Hot 
Springs National Park, Ark. 

Sixty to seventy-five per cent of our sales are made 
on a credit basis or on instalments. After we have 
met the sharp competition of monopoly, chain stores, 
mail order houses, and peddlers direct from the fac- 
tories, we can’t afford to lose anything on accounts; 
and the problem of taking care of “dead beats” is 
now being solved successfully in many cities. There 
is but one thing to do and that is to apply the remedy. 
Here it is: 

If you haven’t already established a retail credit 
bureau in your town, you do it right away. It has 
taken a long time to work out the plan, but it is 
finished and is functioning in hundreds of towns and 
cities already. We have one of the best right here 
in Hot Springs National Park, Ark. If you want to 
know how it is done write me. So writes Mr. Hamp 
Williams to the editor of HARDWARE AGE. 

The retail credit bureau was reorganized here three 
and a half years ago, after records had been destroyed 
by fire, and seems to be “Going Over” in good shape. 

Mr. Williams has been a hearty supporter and a 
leader in the making of this credit bureau, and with- 
out the wholehearted support of the merchants of Hot 
Springs, which we have had, we could not be func- 
tioning as we are. 

Purpose 

The credit bureau is formed for the purpose of 
bringing together the individuals engaged in the man- 
agement of credits of the retail business houses of 
Hot Springs and Garland County, Ark.; to promote 
protection, education, and intercourse on credits; to 
guard against fraud and imposition; to cooperate with 
associations in other cities; to agitate and effect 
changes in collection and bankruptcy laws; to im- 
prove methods for the collection and diffusion of data 
relative to credits; to study the subject of credit ex- 
tensions and use all efforts possible to raise the stand- 
ard of credit. 

The main purpose is to prevent bad debt losses, and 
thus save money to the members of the credit bureau 
and help the community as a whole. We believe that 
$3 spent to prevent bad debts accomplishes more than 
$12 spent to collect old debts. 


General Plan of Operation 


The Hot Springs bureau is composed of 103 mem- 
bers, who pay a small monthly fee for dues, depend- 
ing upon the size of the business and how much they 
use the bureau. Out of this fund we also advertise 


monthly in both our local papers—“Pay Your Bills 


Promptly”—and try to impress that all bills are past 
due if they are not paid on or before the 10th of each 
month. The advertising expense is a small item, when 
compared with the saving in time, expense, and in- 
terest that is made if only a small percentage pay a 
little more promptly. 

Why is it that in some communities everyone seems 
to be “slow pay,” in other communities people pay 
promptly. It is simply to a large degree because one 
community has gone to the trouble to educate its 
citizens that all bills should be paid when due and 
the people realize that their record is being kept in 
the office of the credit bureau. 


Records and How They Are Kept 

Our files contain credit records of a little more than 
15,000 individuals living in this city and county. Our 
master cards are size 5 by 8 inches and are divided 
into three divisions each, namely: 

1. Identification: Includes name, address, em- 

ployment. 

. Antecedents and Resources: Includes from 
what city they came, how long they lived there, 
whether they own home or not, whether mar- 
ried, age, habits, general reputation, salary or 
income, and in some cases financial statements 
or estimated new worth. 

o. Pay Record: Includes kind of store giving in- 
formation, like hardware, grocery, banks, etc.; 
highest amount of credit extended; how pays 
30, 60, 90 days, etc.; and how long they have 
been selling or known subject. If amounts are 
past due also give amount owing now and time 
past due. 

All information is dated and can be traced and re- 
checked immediately. Everything is typewritten on 
cards, no personal opinions are ever included. Actual 
facts of “Just what has taken place in the past” is 
given out, and the merchant himself has to judge 


bo 


whether he wants to extend credit or not. We pre- 
sent the facts; you make the decision. 
Reports; How Given 
Most reports are given over the telephone. A mem- 


ber can call as often as he wishes and get informa- 
tion. if we have nothing on file we try to get the 
information for him just the same and make out a new 
card. Written reports are given upon request, and 
all reports forwarded from out of town are written 
reports mailed to our members. Each member has a 
secret code number, known to no one but employees 
of the bureau and the member himself. 

After the member phones us for a report on an in- 
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dividual and gives his code number, we render a re- 


port similar to the following: . 
Name Address Employment 
John Doe 1723 Central Ave. Mechanic at 


Smith Motor Co. 
Antecedants and Resources: 


Subject has resided at the above address for 12 
months, having moved here from Chicago, IIl., 
where he was employed as boiler maker. Is mar- 
ried and has three children. His age is about 32. 
Does not own home and is not known to own any 
real estate in Chicago. Is employed at present as 
mechanic at Smith Garage and gets salary of $100 
a month. Reputation not so good, reported hav- 
ing been under arrest twice for being intoxicated 
in last 60 days. Court records show that the At- 
lantic Automobile Finance Co. has a mortgage on 
his car for $400, terms $40 per month, last pay- 
ment due Jan. 1, 1927. Subject has applied for 
credit locally but have found only one store sell- 
ing him on credit. 


Paying Record: 

Report from Chicago bureau, Mar. 1, 1926, as fol- 
lows: 

Hardware Store: Owes $65 over two years; ab- 
solutely not worthy of credit. 

Grocery Store: Wouldn’t recommend; now owes 
us $25.37 past due for 9 months or more. 

Department Store: $175 charged to profit and 
loss; hold judgment against him; very unsatis- 
factory. 

Bank: Very unsatisfactory account with us; 
used to give bad checks and had to watch ac- 
count continuously. 

Furniture Store: Bought $850 worth of furniture 
from us; made first two payments prompt, then 
stopped paying; had to repossess furniture. 

Paying Record in Hot Springs: 

Hardware Store: Declined credit last month 
upon strength of your report; now trading for 
cash. 

Furniture Store: (Non member of bureau given 
as reference) Sold party one bill of $10, paid 
promptly; sold again for $35, which is now 3 
months past due; don’t know much about him. 

Reports similar to the above are given out every 

day. If Mr. John Doe would have applied to you 
for credit, what would you have done? 

Suppose we had no credit bureau in our town, what 

then? 

Most people are honest, but the dishonest cus- 

tomers can cause you enough losses to take away all 
the profit you can make out of the honest customers. 


Other Information Available for Members 


Weekly Service Bulletin: We publish a weekly 
bulletin sent to all members of the credit bureau, con- 
taining four legal size pages and “run off” on mimeo- 
graph. Together with other valuable information, 
this bulletin contains a list headed Accounts Closed 
for Causes Deemed Sufficient. This means credit was 
“Shut Off.” This includes name, address and number 
or kind of store closing account. 
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The member looks over this list, and if any person 
on his books is listed he rings this office and gets a 
detailed report brought up to date. Reports are 
brought up to date each time an inquiry is received. 


Next We Have a Change of Address List 


General warnings we receive from the Retail Credit 
Men’s National Association Service Exchange Division, 
of which we are a member. We also receive warn- 
ings from the Arkansas Bankers Association and local 
warnings. In this way we hope to prevent the opera- 
tion of bad check writers that are coming this way 
and try to arrest them when they do appear. We also 
advertise any fake scheme that merchants are being 
“worked” on all over the country. 

Court Records: We get all court records that are 
of value to the merchant and credit manager. We 
get and print weekly in our bulletin all divorces filed, 
divorces granted, all suits filed in chancery court, 
circuit court, judgments granted, together with 
amounts, suits filed in municipal court, and new in- 
corporations granted charters together with capital 
stock and list of all officers. 

We also give list of all marriage licenses issued 
together with date. The jewelry stores want to know 
this. You, also, want to know this. When the new 
couple come into your store, you already know they 
are to be married, you must show an unusual amount 
of courtesy and make them feel at home. Result, you 
have made another lifetime customer, perhaps. If 
you had not been posted, your clerk might have been 
a little negligent in waiting on them promptly and 
have taken little trouble to please them. They might 
not have been pleased and gone across the street, 
never to come back. Is it worth while to get these 
records and be on your toes? If you are not posted 
someone else will be, and you may “Get Left.” 

All deeds of trust and mortgages are listed, giving 
amounts involved, also. Banks are especially inter- 
ested to get this information. 

All chattel mortgages and contracts filed and re- 
corded are listed showing amounts involved, property 
mortgaged, also due dafe and date of sale. 

Last of all we publish a list of all building permits 
issued, showing name, owner, address, kind of build- 
ing, amount involved and date issued. The success- 
ful retail dealer is always the one who is wide awake 
and “on the job!” That’s why he wins! You can do 
the same. 

Other services the members can get upon request: 

We have list of all automobile owners in this county, 
showing serial number of car, name of owner, kind of 
car, and motor number, also address of owner. This 
list is arranged both numerically and alphabetically. 
If your car is lost we can instantly tell you the serial 
number of the car. If your garage man is buying a 
second hand car you can phone in serial number of 
car and we furnish instantly the name and address 
of former owner of car. In this way you are able to 
check up and prevent the purchase of stolen cars, etc. 

This list is also a very good mailing list for our 
merchants and is furnished or loaned free to any of 


(Continued on page 64) 
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Show Card Writing for the Beginner 


By Joseph Bertram Jowitt 


in learning showcard writing is the “EFFECT” 

the show card produces when finished. It is 
almost impossible to do lettering in a mechanical way 
with compass and ruler and have the card appear ar- 
tistic. Free-hand single stroke letters are not per- 
fect by any means but they are much more effective 
and artistic. The lettering on the show cards illus- 
trated herewith have been reduced to such an extent 
that they appear more perfect than they really are, 
but a close inspection will reveal that many corre- 
sponding strokes are not uniform in width, but the 
strokes are regular enough to deceive the eye on 
close inspection or altogether at the average reading 
distance. The main fault with some beginners at 
show card writing is that they lack the necessary 
confidence and courage to continue after a few dis- 
couraging first attempts. They are apt to be highly 
sensative in regard to “kidding” or criticsim by their 
friends and business associates, any of whom could 
not do as well themselves. 


()': of the most important things to remember 


Standard 


Do not set too high a standard for your first at- 
tempts and do not expect to “arrive” in a half dozen 
attempts. Remember if at any time you strike a 


snag the writer will be glad to help you. 
There are many different brands of show card col- 


ors, any of the following will give entire satisfac- 
“DEVOES,” “CARTERS” “OWL” “WILLERS,” 
“BISSELS.” There should be at least one of the above 
brands sold in your local stationery store. Two ounce 
jars being the smallest size sold, these retail from 
20c. to 25c. each. Be sure to stir the color thorough- 
ly each time before using and work right from the 
jar, have it the consistency of heavy cream for the 
brush and about as thin as milk for the speed pen. 

This is the second chapter on the single stroke 
show card Roman alphabet illustrating the capital and 
lower-case letters H, I, J, K, L, M, N, O. The capital 
letters are 2 in. in height and 1% in. wide, and the 
basic strokes are the width of a number 12, red sable 
single stroke brush which has, of course, been flat- 
tened out. The lower case letters should be about 
one-half the height of the capital letters. The capital 
letter “H’” is constructed in three single strokes, the 
sharp spurs which finish the strokes 1 and 2 at top 
and bottom are made with the tip of the flattened 
out brush. In making the letter “J” the brush is re- 
moved just before the bottom guide line is reached; 
the next stroke, No. 2, is a backward stroke, which 
joins No. 1 at the bottom, as the arrows indicate the 
top is finished off with two sharp spurs. The letter 
“K” requires but three basic strokes connected in the 
rotation the arrows indicate, top and bottom of 
strokes being finished off with spurs. 


tion: 
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’ The letter “L” requires but three strokes. The let- 
ters “M” and “O” will require more practice than the 
other letters. The practice strokes at the bottom of 
plate embrace all the basic strokes of the eight let- 
ters above. The beginner should concentrate on these 
practice strokes, making them over several times be- 
fore attempting to form the perfect or finished let- 
ters above. 

The term single-stroke means that each letter is 
formed by so many different single solid strokes un- 
like the old process of outlining and filling in. Show 
card brushes come in twelve or more different sizes, 
this permits a wide selection of different width 
strokes. A mistake that some beginners make is that 
of trying to make a small brush do the work of 
large one. It is easier to shape a large size brush 
after it has been dipped in the ink to do the work of 
a smaller one, but in either case it is not necessary 
as three Red Sable brushes, Nos. 6, 10 and 12, will 
answer for the general run of show card writing. 


Brush Must Be Shaped 


Each time the brush is dipped in the ink (about 
three-quarters the length of the hairs) it must be 
shaped the exact width of the single stroke you intend 
to make. This shaping process is very important as 
it has everything to do with keeping the brush flat 
and distributes the ink evenly through the hairs and 
permits a uniformity of strokes. Any experienced 
show card writer can tell in an instant whether a per- 











YOU 
can paint your 
own Car WI ‘th 


Auto 
Enamel 









| F é 
son understands lettering by the way he shapes or D ght 
wipes out his brush after he dips it in the ink. Any rles over nl 
smooth surface will answer for this shaping process 
like a piece of cardboard or plate glass. There is no 
secret or knack in holding the lettering brush as long 


Fw 


bea a a 


eo 
a 


a 
ot eats 


. 


ye 
Be ate ee ee ee ‘ 
ete a I es, sin 


as the fingers are kept well down on the handle as 
near the hairs as possible, some show card writers 
hold the brush in the same position as when writing 
with a pencil or pen, while others prefer to hold the 
handle nearly perpendicular between the thumb and 
index finger, remember the closer your fingers are to 
the work the less lost motion. Never use a bridge or 
rest the brush hand on the other hand; no amount 
of speed can be obtained in that way. Show card 
writing is exactly what the name implies, the execu- 
tion of lettering free hand as in-penmanship. 

Next in importance to the lettering comes the plan- 
ning and general layout of a show card, and there is 
a great deal more in spacing than one would think. A 
show card which is carefully layed out is practically 
half done. 

First find the center of the card and draw a light 
pencil line through the card, this will help to divide 
the words equally at the right and left of the perpen- 
dicular line. A word which has an even amount of 
letters like HARDWARE the line would come be- 
tween D and W. A word like WHEELBARROW with 
eleven words, the center line would come directly 
through the letter “B.” 

The lettering should be laid out or sketched with a 
single faint pencil line and after card is completed 
the pencil line can easily be erased with a piece of 
art gum eraser. 
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Game Destruction Is 


Being Checked 


New Chief Federal Game War- 
den Says Migratory Birds Are 
Increasing—To Preserve and 


Perpetuate Wild Life 


Destruction of game in the United 
States has been solidly checked and 
most species, particularly the migra- 
tory birds are actually increasing, H. 
P. Sheldon, newly appointed chief 
United States Game Warden, declared 
in a statement just issued by the De- 
partment of Agriculture. 

The text of the statement follows: 

H. P. Sheldon, who recently assumed 
his duties as chief United States Game 


Warden of the Biological Survey holds | 


that the sportsman is winning in his 
fight to conserve and perpetuate the 
wild game. As State game and fish 
commissioner of Vermont during the 
past five years, Mr. Sheldon has been 
in close touch with the activities of the 


] 
| 
} 
i 





many agencies cooperating in the work | 


of game conservation and speaks with 
a knowledge born of experience. 

“A study of the present game situa- 
tion in the United States,” he says, 


“does not seem to warrant the pessi- | 


mistic declarations we commonly hear. 
The melancholy atmosphere that some 
adopt when speaking of game con- 
servation is an inheritance from that 
dark period in American game history 
when destruction was the rule, and 
when the scattered, unorganized 
sportsmen had not yet found 
weapons with which to check it. That 
distressing period is definitely con- 
cluded and I sincerely believe that we 
are well forward in a new advance, 
which will be marked by a constant 
increase in the numbers of our valuable 
species of fish, birds, and animals.” 
The year 1960 will not offer to the 
individual the abundance of game that 
was available to the sportsmen of 1860, 
but the future, he prophesies, will cer- 


the | 


tainly provide a reasonable abundance | 


of game to a greater number of sports- 
men, if present policies and projects 
are consistently adhered to. 

Mr. Sheldon believes that the Ameri- 
can sportsman, whose interest and sup- 
port has made this progress possible, 
is entitled to the stimulation of quiet 


optimism as he prepares for the con- | 


tinuation of his effort to preserve and 
perpetuate our wild life. 





Au Sable Forks, N. Y.., 


Dealer Out of Business 


Following a complete destruction of 
its building and stock by fire in May, 
the Ausable Supply Co., wholesale and 
retail general merchandise, Au Sable 
Forks, N. Y., announces that it will not 
resume business again. 

Louis F. Robert is secretary-treas- 
urer of the firm. 
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Alban J. Lindblad 


Alban J. Lindblad Now with 


Weibush and Hilger, Ltd. 
Weibush & Hilger, Ltd., 


i 





August 12, 1926 


E. C. Stearns & Co. 
Re-elects Stearns 


Thomas M. Gallavin Elected Vice- 
President and Ernest A. Hurd- 
man Secretary-Treasurer at 
Annual Meeting 


At the annual meeting of E. C. 
Stearns & Co., manufacturer of hard- 
ware, E. C. Stearns was re-elected 


_ president; Thomas M. Gallavin, vice- 


106-110 | 


Lafayette Street, New York, announces | 


the appointment of Alban J. Lindblad 
as an officer of its organization, in 
charge of sales of the cutlery division. 

For many years Mr. Lindblad was 
identified with H. Boker & Co. and the 
Valley Forge Cutlery Co., and more re- 


cently with the firm of Otto Roth, Inc., | 


manufacturer of safety razor blades. . . 
4 | enjoyable and largely attended affairs 


He has been successful in creating a 


wide distribution for this high quality | 
blade through the hardware jobbing | 


trade and brings this line to Wiebush 
& Hilger, Ltd., who will from now on 
look after the exclusive distribution of 
“Radium” blades for the United States. 
Mr. Lindblad will also give special at- 
tention to the pocketknife, shear and 
scissors, as well as hair clipper 
lines, which have all been intensively 
strengthened by the addition of new 
and up-to-date items. 





Over a Thousand Enroll in 





Boxing and Crating Course | 


With the enrollment of 42 men in the 
recent gluing, boxing and crating and 
kiln drying courses of the U. S. Forest 
Products Laboratory, Madison, Wis., 
the total number of men attending the 
short courses given by the Federal la- 
boratory passed the thousand mark. 
Reports from the firms who sent rep- 
resentatives to the May and June 
classes indicate that they are putting 
into practice many of the laboratory’s 
recommendations to good effect. 

Three fall courses in the gluing of 
weed, boxing and crating and kiln dry- 


| ing will start Sept. 13 and Sept. 20. 





The one-week course in boxing and 
crating and the two-weeks course in 
kiln drying will begin on the latter date. 
A new ventilated kiln has been added 
to the laboratory’s demonstration dry- 
ing apparatus and wil! be used in the 
next kiln drying course. 

The fall classes will be limited as 
usual to 15 in the glue course, 18 in the 
kiln drying course, and 20 in the course 
in boxing and crating. Enrollments 


are being received for all three courses. 





president; Ernest A. Hurdman, secre- 


tary and treasurer; M. E. Walker, 
assistant treasurer, and J. E. Stearns, 
assistant secretary. It was stated 
after the meeting that business for the 
fiscal year ended June 30 exceeded in 
volume that for the corresponding 
period in 1925 by 30 per cent. 


nee o 


Cleveland Retailers Hold 
July Meeting and Outing 


The annual outing of the Cleveland 
Retail Hardware Dealers Association 
was held at the Regnatz Gardens, Lake- 
wood, July 28, and was one of the most 


ever held by the association. During 
the afternoon there was a ball game 
between the East and West Side 
retailers and various athletic contests 
for which valuable prizes were contrib- 
uted by jobbers and manufacturers. 
Later dinner was served and 485 guests 
sat down to the tables. There was a 
good attendance of representatives of 
manufacturers and jobbers and most of 
the retailers were accompanied by their 
families. 

The outing was in charge of a com- 
mittee consisting of Z. L. Pfleiger, 


| James Thomasch and Max Goodman. 





Sparklets, Inc., Appoints 
Three Southern Jobbers 


Sparklets, Inc., 19 West Forty-fourth 
Street, New York City, announces that 
its Sparklet Syphon bottles will be dis- 
tributed by the following hardware job- 
bers: Keith-Simmons Co., Nashville, 
Tenn.; Thomas-Ogilvie Hardware Co., 
Shreveport, La., and Wimberly-Thomas 


| Hardware Co., Birmingham, Ala. 








John D. Stewart Dies 


John D. Stewart, for forty years en- 
gaged in the hardware, tinning and 
plumbing business at Canoe Valley, near 
Williamsburg, Pa., died recently in the 
Altoona Hospital, Altoona, Pa. He 
was born and lived practically all of his 
life in Canoe Valley, and was widely 
known by reason of his frequent con- 
tributions to publications devoted to 
outdoor life, of which he was an ardent 
disciple. 
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DuPont Paint-Varnish 
Men Hold Convention 


—_———- 


Many Vital Problems of Interest 
to the Trade Discussed at 
Convention in Philadelphia, 
August 3-4 


One of the most interesting conven- 
tions of the DuPont paint and varnish 
men closed at Philadelphia Aug. 4 
after a two-day session. 

The convention heard the announce- 
ment of Duco stains, a type of Duco 
which produces a stained effect and a 
finish in one operation. It has the Duco 
characteristics of quick drying and 
durability. 

It was also brought out that there 
has been a substantial increase in paint 
and varnish business during the past 
year. 

Unusual methods were adopted at the 
convention to get away from cut and 
dried procedure and to show the sales- 
men by actual studies made in the field 
the opportunities present for more 
sales. 

A typical town was selected, visited 
and analyzed. Questions were put to 
citizens in every line and householders 
and it was developed that there was a 
broad knowledge of the company and 
its products. On this basis the field for 
distribution was analyzed and the logi- 
cal firm for representation picked out. 

A series of maps was displayed chart- 
ing salesmen’s work based on reports 
showing where work was weak, where 
its greatest promise was and how the 
potentialities of the field could be best 
worked out. Territories for all sections 
were studied in analyzing this phase. 

The salesmen were given a birdseye 
view of the DuPont paint and varnish 
business as a whole, based on charts 
which were compared with the Curtis 
index of potential consumption. 

The idea behind these and other 
charts shown was to convey as graphi- 
cally as possible the opportunities which 
lie before the sales force and how best 
they can profit by them. The charts 
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Earnest V. Shaw Again with 
Artistic Bronze Company 





Earnest V. Shaw, formerly 
secretary-treasurer of the Artis- 
tic Bronze Co., manufacturer of 
cabinet, builders’ and refrigerator 
hardware, Bridgeport, Conn., has 
again assumed a connection with 
that organization, in the capacity 
of works manager. 








The Artistic Bronze Co., has 
recently completed an addition to 
its local plant to take care of its 








rapidly increasing builders’ and 
refrigerator hardware business. 











constituted such a review of the field 
as the men could hardly obtain for 
themselves. They also got the slant 
of headquarters on the progress and 
shortcomings of the organization as a 
whole. 

J. W. Elms, divisional manager, pre- 
sided at the convention. 

The advertising for the year was dis- 
cussed in its various phases by William 
A. Hart, advertising director of the 
company; Matt Denning, assistant 
director; S. L. Johnston, advertising 
manager of Brush Duco, and E. M. 
Pratt, of the Seatman company. Other 
speakers were W. P. Allen, general 
manager paint, lacquer and chemicals 
department, G. A. Biesecker, Philadel- 
phia sales manager; Dr. C. M. A. Stine, 
chemical director of the company; W. F. 
Tiernan, Frank T. Stocker, manager in 
charge of the architectural bureau; G. 
W. Clark, in charge of maintenance and 
upkeep sales, and A. H. Avery, New 
England manager. An _6 interesting 
feature of the convention was a van 
load of articles finished with Brush 
Duco, including automobile bodies, va- 
rious pieces of furniture, doors, sash, 
panels, baskets, bric-a-brac, pottery, 
etc. This was exhibited in the conven- 
tion hall on the roof of the Bellevue- 
Stratford Hotel. Approximately 125 
men and women were present, repre- 
senting sales districts in New York 
State, Pennsylvania, the Southern At- 





lantic States, Louisiana and Texas. 
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Milwaukee Dealers 


Start Ad Campaign 


Forty-Four Representatives of 
Milwaukee Stores at Monthly 
Meeting Unanimously Vote 

for Co-operative Adver- 
tising Campaign 


The hardware dealers of Milwaukee 
took a decided step forward when, at 
their regular monthly meeting held last 
week, representatives from 44 of the 
city’s stores voted unanimously to start 
a cooperative advertising campaign. 
The plan adopted, which is still in a 
somewhat tentative state, contemplates 
painting the fronts of all of the co- 
operating stores a distinctive and uni- 
form color and the adoption of a name, 
to be used in addition to the individual 
names of the stores, such as the Better 
Hardware Stores of Milwaukee. The 
main feature of the undertaking is the 
running of a series of full page adver- 
tisements in the leading newspaper of 
the city. These advertisements are to 
pledge to the public quality merchan- 
dise, fair prices and maximum service on 
the part of the neighborhood hardware 
stores whose names appear in each ad- 
vertisement. The cost of the advertis- 
ing campaign is to be shared equally by 
the dealers participating with consid- 
erable financial help being promised 
from some of the local jobbing houses. 

Besides the dealers present at the 
meeting were B. Christianson, assistant 
secretary of the Wisconsin Retail Hard- 
ware Association and Dalton M. An- 
drews, Western editor of HARDWARE 
AGE. Mr. Christianson spoke briefly 
on the “Future of Hardware Retailing” 
and commended the action of the Mil- 
waukee dealers as an effective means 
of counteracting the competition of the 
mail order houses and chain stores. 
Mr. Andrews cited similar cooperative 


' movements and told of the beneficial 


results. Irvin Maier, a representative 
of the Milwaukee Journal, was also 
present and submitted copy for the first 
of the series which were approved. 








Did It Ever Happen to You? 











NOW TO SWEEP AND DUST 
§ AM. | THE STORE AND OPEN UP 


































ol HAVENT BEEN SO Busy 

THIS AFTERNOON BUT IT'S , 
ONLY MY FIRST DAY- THINGS 
WILL BE BETTER 











ITS TIME TO GO HOME. 
JIMMIE- BUT BE HERE 








teens 7 
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WHAT DO YOU KNOW 
ABOUT “THAT- THE Boss 
PROMISED ME. STEADY 
WORK- AND HERE HE'S 
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Work Progressing on Industrial Survey of 
New England Territory 


P 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


ROGRESS in the initial steps of the commercial and industrial 
survey of New England being conducted by the Department of 
Commerce with the assistance of the New England Council in an 


effort to determine the present and potential marketing possibilities 
of the area are gratifying, according to a report just made to Director 
Julius Klein of the Bureau of Foreign and Domestic Commerce by Dr. 
C. B. Artman, who is supervising the field work. 

Preliminary field work is nearing completion in Connecticut and 
Rhode Island with general survey work progressing satisfactorily in 


Massachusetts, Maine, New Hampshire, and Vermont. 


Cooperation by 


all branches of industry and agriculture in New England has resulted 


in the return of approximately 25 


tributed throughout the six States. 


“While this gratifying response indi- 
cates the fine work performed by the 
New England Council and State asso- 
ciations in preparing the area for the 
survey,” Dr. Klein said, “the many 
complex facts that must be sought out 
and studied necessitates a continuing 
response to requests for information if 
the survey is to be completed within 
the allotted time.” 

The complex interlocking of indus- 
tries and agriculture, together with the 
ramified channels of distribution, ne- 
cessitates the return of a fair propor- 
tion of the questionnaires properly ex- 
ecuted in order to obtain a representa- 
tive sampling of opinions. The sur- 
vey is being conducted in response to 
requests from the New England Coun- 
cil and other business interests of New 
England and contemplates a thorough 
examination of all local industries, sub- 
sidiary trade areas, purchasing habits, 
buying power, proportion of different 
nationalities, incomes, occupations, and 
other trends of consumer buying habits 
that influence the movement of mer- 
chandise within the area. It 
pected that the findings will provide an 
intimate acquaintance with the precise 
status of New England’s industries and 
distribution and establish a_ factual 
basis for the use of local and national 
distributors and advertisers. 


Like Banquo’s ghost, this matter of 
slogans won’t down. 

As pointed out previously in these 
columns there are slogans and alleged 


slogans. The former invites and the 
latter affrights trade. The resentment 
against slogans’ which Secretary | 
Hoover recently discussed concerned 


those which are stamped across postage 
stamps on mails from certain foreign 
countries in which manufacturers in 
these foreign lands “modestly” tell of 
the superiority of their products. That 
part of America, whether traveled 


abroad or always kept at home, which 
likes to chide the “boastful Yankee” in 


| understood 


is eXx-/| 


| 
| 


| 


' 


| 








these slogans if it is thought bombast 
is confined to any single country. It is 
clear that there is a certain amount of 
it everywhere. The chief difference is 
in kind, not degree. These boastful 
slogans reflect one kind. 





ly to cause confusion in the mind of the 
public. 

In the decision, Commissioner Kinnan 
said: 

“The goods on which the opposer 
uses its mark are, at least many of 
them, woodworking tools, while the 
plane upon which the applicant uses its 
mark is, likewise, a woodworking tool. 
These tools would be used largely by 
the same class of people, woodworking 
mechanics, and while such mechanics 
would be reasonably expert in distin- 
guishing the tools produced by the ap- 


_plicant, yet it is thought there would be 


per cent of the questionnaires dis- f *. 
inevitable confusion 


if the marks of 
both companies appeared upon this class 


or — " of tools. 
superior tones, should read some of | 


“While it is true enough hand drills, 
ratchet drills, angular bit stocks and 
ring augers do not resemble planes, and 
are not used for the same specific pur- 
pose, yet they belong to the same gen- 


eral class of tools, and the average 


Now German business organizations | 


have come out against the use of slo- 


gans in the cancellation mark applied 
to postage stamps, according to in- 
formation conveyed vo the Department 
of Commerce by its Berlin office. 


ment has given consideration to the ad- 
visability of undertaking an official 
propaganda campaign for German prod- 
ucts similar to that carried on by the 
British, Dutch and other governments. 
The Reichsverband der Deutscheu In- 


woodworking mechanic would carry 
them in his kit along with the wood- 
working plane. 

“It would appear the mitre plane 
comes still nearer to the plane pro- 


| duced by the applicant company. Both 


It is | 
that the German govern-. 


dustrie is of the opinion that such prop- | 


aganda is 


inadvisable and should be. 


specifically prohibited by the interna- | 


tional postal agreement. Other leading 
commercial and industrial organjzations 
in Germany are reported to share this 
opinion. 
ment of markets for German products 
be carried on by private agencies with- 
out the official adoption of any meas- 
ures which might carry the suggestion 
of a boycott in foreign goods. 





Passing upon the case of the Millers 
Falls Co., Millers Falls, Mass., against 
the Stanley Works, New Britain, Conn., 


They urge that the develop- | 


First Assistant Commissioner Kinnan | 


of the Patent Office held that the latter | 
term Philippine mahogany, which wood 


is not entitled to register, as a trade 
mark for planes, a mark consisting of 
“the color red applied to the handle 
and knob of planes,” in view of the 
prior practice of the Millers Falls Co. 
of coloring a distinctive part of hand 
tools, including hand drills and breast 
drills, red, and the remaining parts 
black. The grounds of the decision are 
that the goods of the respective par- 
ties belong to the same class and the 
marks are such that their contempora- 
neous use on these goods would be like- 














are planes in the broad sense, and even 
if they were not ordinarily, yet they 
would frequently be used by the same 
workmen.” 





Formal announcement has been made 
by R. S. Regar, Third Assistant Post- 
master General, to the effect that post- 
masters have been warned of the ne- 
cessity of properly recording receipt 
and disposition of C. O. D. parcels. Ac- 
cording to the announcement no record 
whatever of these parcels is being kept 
by some postmasters of third and fourth 
class offices. Mr. Regar, however, has 
requested postmasters to be careful 
with regard to the necessary clerical 
work incident to handling of such par- 


cels. 


The Federal Trade Commission re- 
cently issued a cease and desist order 
against the practice of using the term 
“mahogany” when it related to Philip- 
pine mahogany. Commissioner Hum- 
phrey dissented, favoring use of the 


he praised highly. He went on to ex- 
plain that the different government 
departments recognized Philippine ma- 
hogany and that courts had done like- 
wise. Then with sharp prod of the 
pen, he inquired of the Federal Trade 
Commission if it thought it was a sort 
of “super-Court” which could tell 
other departments and the courts 
what’s what in trade terminology. As 
yet no answer has been made. At 
least it has not been made public. 
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Machine Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 








EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on screws, you can readily determine a price for any desired quantity. 
For example: On No. 10 iron machine screws, “4 inch in length, let us assume that you wish to sell at 33' off 
list. You would find the % inch column and run along it until you were under the 33'% off list discount, which in 
this case would be 40—~your selling price. Should you on the same number have a quantity order, you could 



































quote 40 or 50 off list by the same method. In this case the quotations would be 36 and 30 respectively. List 
prices are per gross. 
IRON MACHINE SCREWS IRON MACHINE SCREWS 
(Flat—Round or Filister Head) (Flat—Round or Filister Head) 
No. 10 Diameter (14 inch diameter) 
| | | DISCOUNTS | DISCOUNTS | 
| Length | List r ae oe Length List aa 
| | o 1O | 20 25 33 14 10 50 60 5 10 20) 25 3:3 1 10) nO 60 | 
| 14 ic ee 60 | ' 57 | 54 | 45 45 | 40 | 7 36 30 24 aT 11 109 104 G2 S6 77 69 5S 16 | 
we 65| 62| 59| 52] 49| 44 39 | 331 26 115 | 109} 104] 92] 86!| 77| 69| 58 46 
|  % | 65| 62| 59] 52] 49 4) 39 33 | 26 \ 120 | 114) 108 | 96 90 80) ie 60 8 
| 6 70 5 67 ' 63 6 52 47 | 42 35 | 28 ly 120 114 108 | Of) 00 80) 72 60 is 
lo 70 67 63 | 56 | . 52 ; 17 42 ) 35 | | 28 “ 125 119 | 113 100 04 8.3 7 t.5 50 
® ' 75 | es 79 67 = 60 | 7 0 5 | 3S 30 o 130 124 | 117 | 104 OS S7 75 65 j2 
% 6«|~SOO | 76 / «72 64 60; 54| 48 0 | 32 J 140 | 133) 126| 1121 105 04 s4 70 56 
; V9 85 | j 81 47 7 68 64 | a7 1 | 13 | $4 l 150 143 135 120 1134 100 0) 75 HO 
l ' 90 | 86 ef 81 72 | | 68 60 | 54 15 36 1's 160 152 144 128 120 107 Of} sf) 4 | 
11% 100 95 U0 SO 75 , 67 60 dO 10 . L'4 Wo 167 158 140 132 117 LOS bate! 70 | 
1'4 | 110 | 105 99 SS 8&3 73 . 66 55 14 lly 210 1o9 189 | 168 158 140 126 105 sf | 
1'4 130 1 >| 117 104 : OS 87 78 65 52 134 250 238 225 | 200 18S 167 150 125 100 | 
134 150} 143) 135) 120] 113) 100 90 75 60 2 250 | .276 | 261 | 232] 218! 194] 174] 145] 116 | 
2 170! 162/ 153 136/ 128! 114! 102 85 68 214 330 | 314| 207 | 264! 248! 220 198! 164] 132 | 
14 190) 181 | 171 152} 143 | 127| 114 95 76 , 350 | 333) 315 | 280/ 263 233 210! 175! 149 
2% 220; 209! 198| M6! 165) 147| 132) 110 SS 234 00 | 380} 360! 3201 300, 267) 240} 200, 160° 
| 2% | 250 238 ] 225 200 188 167 “150 125 100 7 3 450 128 105 360 | 338 300 270 225 180 
3 | 200, 276| 261 | 232/ 218| 194| 174) 145 116 
IRON MACHINE SCREWS IRON MACHINE SCREWS 
(Flat—Round or Filister Head) (Flat—Round or Filister Head) 
No. 12 Diameter (5/16 inch diameter) 
— = 
DISCOUNTS DISCOUNTS 
Length List ~ _ a Tee as Length List 
| 5 | 10 | @ 29 334g | 40 | 50 60 5 10 | 20 | 25 33 l4 10 50 60 
= 75| 72} 67| 60| 57| 5O0| 45| 38] 30 | 200, 199 | 180| 160| 150| 133 | 120} 100| 80 | 
4 | 72 | 67 | i 60 | 57 |  50/ 45] 38] 30. & 210} 199 | 189 | 168} 158 |* 140) 126!) 105| 84 | 
3 Ne | 801 76 | 972 /| 64! 60! 54 | a1 @l sei 4 % «=6| 220} 209 | 198 | 176 | 165 | 147| 132] 110| 88 | 
| Zz | 80 76 | 72 | 64 | 60 | 4} 48 | 40 | 32 | | 2 “| 230 | 219 | 207 |_184 | 4173 | 158 | 138 | 115 | 92 | 
% | 85] 81] 77| 68| 64) 57} 51} 43] 34] | 1 | 240} 228) 216] 192} 180) 160| 144 | 120| 96 | 
“uo ‘ 90 | 86 gi] 78] 68 | 60| 541 45! 36 | 11% 260 | 247 | 234 | 208] 195 | 173] 156} 130] 104 | 
he | ; 95 | es 91 | 86 ‘ 76 | 72, 64 | , a7 | 48 aes 38 1% 280 | 266 | 252 | 224 | 210 18S 168 140 112 | 
on abe | 100 | ~ 95| 90] 80| 75 » 67 | 60! so; 40; | 1% 320 | 304 | 288 | 256 | 240 | 214 192 | 160) 128 | 
1% | 110 | “105 | 99° 88 | $3 73 | 66} 55| 44 1% ~©| «360 | 342 | 324 | 288 | 270; 240! 216| 180| 144 | 
ra | 120 | “4141 108| 961 901 80 | 79 af 60 | 48 | 2 400 | 380 | 360 | 320 | 300 | 267 | 240) 200 | 160 
ee | 140 | a 126 | 412 | 105 | i 94 | 84 | “70 | 56 | ay 440 | 418 | 396 | 352 | 330 | 293 | 264 | 220 | 176 
a “160 | 152} 144] 128 | 120| 107 | = 96 | 80 | 64 | 2% 490 | 466 | 441 | 382 | 368 | 327 | 204 | 245 | 196 
2 190 | 171 | 162 | 144] 135 | 120) 108| 90| 72 2% | 540| 513 | 486| 432 | 405| 360| 324| 270] 216 | 
~ 2% | 220 | “200 | 198 | 176| 165 | 147 432 | Tio |. 88 | ae 600 | 570 | 540 | 480 | 450 | 400 | 360 | 300 | 240 | 
2% | 250| 238| 225| 200| 188| 167| 150| 125| 100 | | : 
2% | 200 | 276 | 261 | 232) 218/| 194) 174) 145)| 116 | This is the second installment of a complete series of 
3 | 350 | 333 315 | 280; 263 {| 233; 210; 175} 140 | machine screw prices to be published weekly 
| Copyrighted 1926 hy Hardware ‘ge 
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General Market News 








Good Fall Volume Predicted by Hard- 
ware Jobbers; Collections Show Some 
Improvement; Demand Active 


dict a very satisfactory volume of fall business. Some of the more 


Yai a normal weather conditions prevail, hardware jobbers pre- 


optimistic even say they expect to show some definite increase over 


the volume of last year. 


Midsummer hardware business is unusually good in the majority of 


important market centers. 


The lateness of spring weather is thought 


to be the chief factor for the present good volume of trade, which in 


most cases exceeds last year’s record. 
Hardware collections are showing some improvement, particularly 


in the East. 


With the exception ‘of highly competitive lines prices are 


reasonably steady and stocks adequate. 


Basic Materials Markets 


Price tendencies in finished products, 


being in part the reflection of condi- 
tions in the various,raw material mar- 
kets, we present a few opinions ob- 
tained from reliable sources on the fol- 
lowing basic products: 


ROSIN .—Prices continue steady, with 
slight chance of any reaction. Buying 
is reported as light. 


TURPS.—Another slight advance of 
4c. is reported on turps. As predicted 
for several weeks in this section, turps 
are showing small, steady advances. 
Buying is not heavy, though some fac- 
tors have advocated buying now for 
three months’ requirements. 


SHELLAC. —Prices_ are 
This market has not been very active 
as far as large users of orange shellac 
are concerned. Other grades have been 
fairly active. Stocks are not heavy. 


RU BBER.—Reports indicate that prices 
have been firmer the last few days, but 
buying in the physical market has been 
light. 


LEAD.—Moderate business is being 
done. Western prices were easier. New 
York prices fairly steady. 


ZINC.—Foreign markets have been 
more active. Western prices are slightly 
lower. General buying is not heavy. 


COPPER.—Prices are firm. Buying is 
consistent, and stocks for September 
delivery are reported as being light. 


TIN.—Slight advance of about ce. re- 
ported in New York. Market generally 
is quiet. Large buyers’ orders call for 


September delivery. 


Gain Shown in Retail Trade 











of United States 


An increase in retail trade during 
June of 3.5 per cent over June 1925 
is shown in the returns of 468 retail 
stores to the Federal R.serve System. 

The largest increases, ranging from 
7 to 11 per cent, were in the Atlanta, 
St. Louis and New York Federal Re- 
serve Districts. The increase for the 
country as a whole reflects larger sales 
than last year at about half the stores, 
the other half reporting decreases. 


Day-Fan Radio Prices 


The Day-Fan Electric Co., Dayton, 
Ohio, has issued 1926-1927 prices on 
Day-Fan radio equipment. ‘The new 


| list became effective July 1, 1926. 


unchanged. | 





—- eee 


Dollar and Cent Volume on 
Rubber Products Increases 


William F. Pfeiffer, vice-president 
and general manager of the Miller 
Rubber Co., Akron, Ohio, announces 
that dollar and cent volume of business 
for the first six months of 1926 was 
approximately 20 per cent in excess of 
gross sales for the first half of 1925. 


The company has never issued a semi- | 


annual financial statement. 

A substantial increase was made in 
production and sale of balloon tires, 
passenger car cords, and heavy duty 
bus and truck tires, Mr. Pfeiffer states. 

“Miller factories at Akron are work- 
ing at capacity, with three eight-hour 
shifts employed. Factory and market- 
ing operations are constantly improv- 
ing. 

“The recent price reduction, bringing 
tire prices close to the low point of 
1925, has greatly increased business, 


-and should allay any disturbance in 


‘the minds of users about prices.” 





Hardware Sales on the Pacific 
Coast Show Gain of 5 Per 
Cent Over Last Year 


According to a report from the San 
Francisco office of HARDWARE AGE an 
improvement in crop conditions, slight- 
ly larger buying by hardware retailers, 
the increased attention given to credit 
conditions and the unsatisfactory price 
situation that confronts the farmer 
were the outstanding factors in the 


_hardware business on the Pacific Coast 


| during the first six months of 1926. 


| 








| 


| 
| 
| 











During the first half of the year 
wholesale hardware sales showed a gain 
of about 5 per cent over the corre- 


sponding period one year ago. 


Collections in the Pacific Coast mar- 
ket range from slow to fair; money is 
tighter than it was a year ago, and it 
is considered unlikely that this situa- 
tion will change to any extent during 
the balance of the year 1926. 

Among the most favorable factors to 
the West Coast hardware trade for the 
rest of the year are good crop condi- 
tions, increased building activity, stead- 


_iness of hardware prices, growth of 


population, and the total absence of 
speculative buying. 

Retail hardware stock, during the 
first six months of the year, turned 
“about the same” to “slightly better.” 
Estimates place the average stock turn 
for the first half of the year at about 
one and one-half times. In 1925 the 
average was 2.25 times. 

Seasonal items, such as lawn mow- 
ers, rubber hose and steel goods are in 
special demand at this time, as well as 
tools and builders’ hardware in the 
staple line. In general, prices are firm. 
However, there is a slow but sure re- 
ceding movement. During the past 
twelve months the number of price de- 
clines has exceeded the number of ad- 
vances. 

While no reliable figures are avail- 
able at present, jobbers’ records show 
that the number of hardware stores on 
the Coast is increasing. The increase 
is small and well distributed, geo- 
graphically. 





Annual Auto Bill Is Nearly 
Fifteen Billion Dollars 


The annual automobile bill of the 
United States, according to a recent 
report by the Bureau of Industrial 


Technology amounts to nearly fifteen 
billion dollars. It is Alber ms f as fol- 
lows: 

Cars and accessories. ...$3,750,000,000 
Depreciation ........... 2,500,000,000 
Upkeep and repairs..... 2,000,000,000 
Drivers’ wages ........ ,600,000,000 
EE aes ceaéuv deus a 1,200,000,000 
TD veo deceedes 900,000,000 
ag in let tn atin ie 625,000,000 
I ia as ol ae rind Airedalla oie 618,000,000 
Interest on investment... 500.000,000 
Un tice h a aires set toed 300,000,000 
cece ey cee werers 300,000,000 
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Summer Business 


HARDWARE AGE 


Fairly Brisk with 


Metropolitan Jobbers—Collections 
Show Improvement 


UMMER business has been unusually brisk in the New York whole- 


sale hardware market. 
rural districts. 


City stores are placing fair-sized orders. 


Orders are heavier from suburban and 


The lateness 


of the spring is said to be the main factor in stimulating the present | 


mid-summer trade. 


Current volume will probably show an encourag- 


ing increase over mid-summer business of last year. 
Nails were advanced 10 cents by local jobbers, and advances are 


predicted for sash cord and tacks. 


Otherwise prices are fairly uniform 


and the average stock is satisfactory. 

With normal weather conditions, fall business should be very satis- 
factory. Early interest in fall merchandise has not been heavy, but 
with close of vacation periods this month it is thought buyers will 


place fall orders. 


Collections are showing some improvement. 


New York Bolt Market Shows 
No Change 


The New York bolt market continues 
unchanged. Prices are the same. The 
demand is consistent and stocks are 
apparently ample. 

JOBBERS’ yy api * ts gee 4 J RE- 
TAILERS, F.O.B YOR 

Machine bolts, 3, yo % and ie 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 


_—--+- —--———— 


Consistent Sales Reported for 
Screws in N. Y. 


Screws are selling actively in fair 
quantities. Prices are unchanged and 
appear uniform throughout the city. 
Stocks are considered good. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
ae Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 

75 per cent; Brass, Flat Head, 75 per 

cent; Brass, Round and Oval Head, 

72% per cent. 

These discounts apply to revised 

list of June 24, 1922 


EX TRAS—20-10- 10-5 per cent. 


Garden Hose Very Active; 
New York Stocks Fair 


Rubber garden hose continues to be 
very active in the New York wholesale 
hardware market. Prices continue fair- 
ly steady. Local stocks are fair. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 
Rubber garden hose, Milo, in 25 ft. 


per ft., in 50 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%c., in 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 

lengths, 14%c. per ft., in 650 Ay 
lengths, 14c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per ft., 


lengths, 12%c. 





in 50 ft. lengths, 10c. per ft. Dia- 
mond, llc. per ft. 

Nozzles, Standard, heavy, $6 per 
dozen, less 5 per cent. Competitive 


grade, 14%$c. each, less 5 per cent in 


dozen lots. 


Star, molded, in 25 ft. lengths, 
12%c. per ft., in 50 ft. lengths, 11%c. 
per ft. Zulu, "smooth, in 25 ft. lengths, 
12%c. per ft., in 50 ft. lengths, 11%4« 
per ft. 


Christmas Tree Sets to 
Advance Aug. 15 


New York hardware jobbers announce 
that new prices on Christmas tree light- 
ing sets show an advance of 5c. per set 
for the coming season. These prices 
are effective Aug. 15. 


Tack Advance Expected to Be 
About 10 Per Cent 


An advance of approximately 10 per 
cent on tacks is predicted by local job- 
bers. The advance is expected. 


1927 Garden Tool Prices 
Show Very Little Change 


Next week we will publish prices on | 


garden tools for spring 1927. Local 
jobbers report these show very little 
change, but state that leasing com- 


panies are adding three items to sell | 
Full data should be | 


at lower prices. 
available next issue. 


Turps Advance 1% Cent: 
Rosins Are Unchanged 


Local demand for turps is fair, with 
prices showing tendencies upward. At 
press time prices were up %c. The 
New York demand for rosin is light, 
with prices unchanged. 
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Turps at New York ex dock in 10 
bbl. lots is 93c.; less than 5 bbl., deliv- 
ered, 96c. 

Rosin oil, first run, 75c.; second run, 
| 80c., and third run, 85c. Tar and pitch 
| demand is good. Prices follow: Tar, 
| kiln, at $14.50; retort, $15.50, and pitch, 

| $8.50 to $10. 
_  Rosins are ee as follows in the 
| —- ent , $14.50; D, $14.75; 

E, $15; F, $15.35; G $15.40; H, $15.50; 
I, $15.50; K, $15. 75%; M , $16.52%; N, 
$16. 10; WG, "$16. 45, and WwW, $16. 55. 





Jobbers Predict Advance on 
Sash Cord in N. Y. 


Present prices of sash cord are con- 
sidered too low, say New York jobbers. 
Manufacturers’ prices are said to be 
higher. The advance may approximate 
10 per cent, according to reports at 
press time. 

JOBBERS’ hts gee TO RE. 
| TAILERS, F.O.B. NEW YORK: 


Sash Cord.—Samson Spot, No. 8 to 
No. 12, 65%c. to 66c. per Ib.; Phoenix 
same numbers, 36c. per Ilb.; Sachem, 
same numbers, gle. per Ib., and 
Aetna, No. 8, 26%c. to 27c. per Ib. 
No. 7 is lc. per lb. higher, and No. 
6 is 3c. per Ib. higher. 








| Linseed Oil Prices Firm; 
| Buying Not Very Heavy 


Current buying of linseed oil is run- 
ning light. New York prices continue 
unchanged. Flaxseed markets were 
fairly steady. August-September ship- 
ments are up two points, being quoted 
as follows: Carlots, 12.3c. per lb.; less 
than carlots, 12.7c. per lb.; less than 5 
bbl., 13.1¢c. per lb., and in ‘tanks, 11.5c. 
per "Tb. 

October-December shipments are also 
up two points, being quoted at 12.2c. 
per lb. in carlots. Linseed cake con- 
tinues at $39 per ton, and linseed meal 
stays at $45 and $46 per ton. 


N. Y. Price on Butts Is 
to 16 Cents 


New York prices for butts in small 
quantities is 16c, In 1-doz. pair or 
'more the price is 15%c. A steady de- 
mand continues; many dealers are tak- 
ing advantage of the present low prices. 
Local factors have expressed the opin- 
ion that current butt prices will not 
continue very long. 


154 





Wire Nails Now $3.45 in 
Metropolitan Market 


New York hardware jobbers announce 
an advance of 10c. per keg on wire 
nails. The revised price is $3.45. This 
has been predicted in these columns for 
several weeks, but during the past two 
weeks the higher price seemed to be 
unlikely. Practically all major factors 
in the distribution of nails quote at the 
new price. The demand has been fairly 
good, with stocks adequate. 
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Hardware Trade improves in Chicago . 
District —Collections Favorable 


(Chicago office of HARDWARE AGE) 

HERE is a rather marked improvement in conditions in the hard- 

ware trade in the Chicago area this week. While there is no rush 

of buying, there is a continued steady improvement in the demand 
for both seasonable and staple merchandise and a very satisfactory 
volume of future orders for delivery next spring is already being re- 
ceived. Prospects for an exceptionally good fall business are better 
than they have been for some time. 

As is to be expected with improving business, prices generally are 
somewhat firmer and jobbers’ prices on copper rivets have followed the 
recent advance by the manufacturers and linseed oil, turpentine and 
white lead all show substantial increases. However, on the other hand, 
some sizes of strap and T hinges and butts have dropped off another 10 
per cent, but it is felt that this will be an extreme low mark as sales 
are reasonably good and there is every indication that the prices will 
strengthen again. 

The slow spot in the local situation is building construction—new 
permits running about 10 per cent behind the same period last year. 
Steel mill production in this area continues to be slightly above normal 
with operations running at about 85 per cent capacity. 

Collections are fair. 


AUTOMOBILE ACCESSORIES. 


f.o.b. Chicago: %™% in. proof. coil 


—Sales continue to show a good volume chains, $8.50 per 100 Ib.; Henso, Bull 
as is to be expected at this season of Dog and Brown coil chains, 50-10 per 
h cent discount. No. 00-4% _ electric 
the year. welded cow ties, $2.75 per doz. 


Me Chioago: om Jobbers’ stocks, | COPPER RIVETS AND BURRS.—The 


f.o.b. Chicago: 


Spark Plugs.— Splitdorf, _90C. each; recent advance in manufacturers’ 
regular, 58c. each; Champion X, 45c. . : 
each: Champion Blue Box line. 53c. prices has been reflected in a change 
each: A. C. Titan, 58c. each; lots of in discounts. 
100, 56¢. A. C. Special Ford, 44c. 
each. We quote from jobbers’ stocks, 
Spot Light.—Anderson, No. 3280, f.o.b. Chicago: Copper rivets and 
$6.50. burrs, 40 per cent discount. 


Jacks.—National Standard, No. 21, EAVES TROUGH AND CONDUCTOR 


$1.20 each. 








us. Rose, 1% in. cylinder, | PIPE.—A steady demand continues and 
oo. i . 
Chains.—Non-skid, dozen pair lots, | prices are unchanged. 
33% per cent discount. We « : , ; 
3 | ae 7 | juote from jobbers’ stocks, 
, Tires and Vudes. we a bach a f.o.b. Chicago: 28 gage single bead 
size cord sree $10.50 ea thy -- ong lap joint gutter, 5 in., $4.50 per 100 
cord, | $7.45 ao; oa os ft.; corrugated conductor pipe,’ 3 in., 
= a “7"4 — red inner tubes, $4.80 per 100 ft.; plain ridge roll, 1% 
30 x 3%, $1.75 mre = ; in., $4 per 100 ft.; corrugated con- 
BOLTS AND NUTS.—Prices remain ductor elbow, 3 in., $1.51 per dozen. 
unchanged and the demand is satis- | pL ECTRICAL AND RADIO MER- 
factory. . CHANDISE.—There are no _ price 
We quote from jobbers’ stocks, Sl : . 
f.o.b. Chicago: Carriage bolts, cut _ changes, sales are coming in good 
thread, 45-5 per cent discount; small volume. 
carriage bolts, rolled thread, 50-5 per | y ss caieal 
cent discount: machine bolts cut it “ae jobbers stocks, 
thread, 50-5 per cent discount; small = y ; , . 
machine bolts, rolled thread, 50-10-5 — | we cite Chee tt ae aa me 
per cent discount; all stove bolts, in 1000 ft. lots $6.50 ‘No. 18 lamp 
75-5 per cent discount; lag screws, cords, $14.25 per 1600 ft.: in 1000 ft 
wd ng Glecount. . , lots, $13.65; % in. brush brass key 
BUILDERS’ HARDWARE.—With an- sockets, 15%c. each; two-way plugs, 
other drop on butts, prices are ap- occa attachment. plugs, ae 
parently down to low and are now | each: dry cells, boxes of 50, 32c. each; 
stable less than case lots, 36c. each. 
: : : Radio Supplies.—_-Rtadio B batteries, 
We quote from jobbers’ stocks, No. 766, $1.40 each; No. 767, $2.62 
f.o.b. Chicago: 3% x 3% steel butts, each; No. 770, $3.33 each: No. 772, 
old copper and dull brass finish, $2.04 $262 each: No. 486, $3.85 each. 
per doz. pair; 4 x 4 steel butts, old Battery Chargers.—Apco line lots 
copper and dull brass finish, $2.88 per | of less than 10, $13.50 each, net. 
doz. pair; heavy steel bevel inside | Loud Speakers. — Western Electric 
sets $5.50 per doz. sets; steel bit- No. 522W, $2.50 list. Discount, 30 
keyed front door sets, $1.50 per set; | per cent. 
wrought brass bit-keyed front door rf —_ . 
sets $3 per set; cylinder front door | FILES.—There iS a good volume of 
sets, $7 per set. 5 orders being received and prices are 
CHAINS.—Sales are good and prices | firm. 
are firm. | We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, | f.o.b. Chicago: American files, 60-10 





per cent off list; Nicholson files, 50 
per cent off list: Black Diamond files, 
40-10-5 per cent off list. 
FISHING TACKLE.—tThe sale of all 
kinds of tackle continues to be ex- 


tremely good as peak of the tourist 











| 
| 


and vacation season is reached. 


GALVANIZED WARE.—One jobber, a 
leader in pail and tub distribution has 
firmed his August prices over July, in- 
dicating he considers his July low 
prices were extreme to stimulate busi- 
ness. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10-qt. galvanized 
after-made pails, $2.12; 12-qt., $2.33; 
14-qt., $2.60; 5-gal. galvanized oil 
cans, galvanized breast, $7.25 a dozen; 
1 bu. galvanized baskets, $6.20 dozen. 
No. 26% bu. bailed galvanized meas- 
ures, $4.65 dozen. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are showing an in- 
creased activity at the recently reduced 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hose %-in., llc. per 
ft.; %-in., 13c. per ft.; 5 ply good 
uality, wrapped, %-in., 9c. per ft.; 
%-in., lle. per ft. Lawn Sprinklers, 
Rail King, $28 doz. Original fountain 
sprinklers, $6 dozen. 


GLASS AND PUTTY.—Sales are sea- 
sonably quiet but prices are firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
PB, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 Ib. commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Prices remain un- 
changed and there is a well maintained 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLED HAMMERS.—tThere is a 
fairly active demand and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 

HANDLES, AGRICULTURAL.—The 
demand continues to hold up remark- 
ably well and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles..— Straight- 
chucked and bored, best grade, 4% 
ft., $4.50 doz., 5 ft., $5.50 doz.; XX, 
4% ft., $4 doz.; 5 ft., $4.80 doz.; X, 
4% ft., $2.40 doz.; 5 ft., $2.80 doz. 

Hay Fork Handles.--Bent chucked 
and bored, best grade, with strap, 
ferrule and cap. 4™% ft., $7.50 doz.; 
5 ft., $8.50 doz.: XX bent, with strap; 
ferrule and cap, 4 ft., $5.50 doz., 4% 
ft., $5.75 doz.; XX, bent, 4% ft., $4.50 


Reading matter continued on page 60 
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Let Mirro Help You to 
More Varied Sales 


This illustration of the Mirro Triplicate Saucepan Set is from a current 
national magazine advertisement. It strikingly emphasizes the “Star 
Features” of quality and design which distinguish Mirro from ordinary 
ware —and it contains a message of special importance to dealers. 





MIRO 





Have. You ot 
Your (opy? 


This handsome big book of 
“The Mirro Store” is a com- 
plete new Mirro catalog— 
plus. It is full of selling ideas 
and talking points—just 
what you want for your 
clerksand toshow customers. 
If you haven't received your 
«SOP%z.mail this coupon, 
Aluminum Goods Mfg. Company 
Manitowoc, Wis. 


Gentlemen: Please send our copy 
of the new Mirro catalog. 


PCPA *C PIN IO CAA IOOS AD OCA 


Here is the message:—The complete Mirro line is full of novel articles 
like this one; articles which are new to many women, but which they 
will buy readily, eagerly, the instant they are shown. 


You can sell these unusual articles—in addition to the staple items. You 
can enjoy more varied sales, increased volume, and a higher average profit. 
A glance at the Mirro catalog will show you a dozen new things that you 
ought to be handling. If you haven't a copy, use the coupon opposite. 


Aluminum Goods Manufacturing Company $ 


General Offices: Manitowoc, Wisconsin, U. S. A. i alta i tas i al se 
Makers of Everything in Aluminum 


Name 


Address 
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doz.; 5 ft., $5.50 doz.: X, bent, 44% ft., 
$3 doz.; 5 ft., $3.40 doz. 

Manure Fo Handies.—Bent, best 
grade, 4 ft., $4.75 doz.; 4% ft., $5.10 
es _o & bent, 4 ft., $4.1 doz.: 4% 

> x oe te don bent, 4 ft., $2.60 doz., 
Lan Mh Hoe ‘Handles, —XX, 4% ft., 
$3.45 doz.;: X, 4% ft., $2.40 doz 

Garden Rake andies. “xx. 5% oe 
$5.10 doz.; X, 5% ft., $3.25 doz. 

hovel aeate. - _- - Regular pattern, 

, 4% ft., $5.90 doz.; X, 4% ft., $3.90 
doz.: D handle, best grade, $7.95 doz.; 
X grade, $6 doz. 

Spade Handies.— D handles, best 

grade, $7.75 doz.; grade, $6 doz. 


HANDLES, TOOL.—Prices are _ un- 
changed and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Strap and T hinges take 








another 10 per cent drop this week and 
the demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in. 90c.; 5-in. $1.24; 6-in. 
$1.21; 8-in. $2. 02; 10- in. $3.87 per doz. 
pairs; extra heavy T hinges, in 
bundles, 4-in. $1.40; 5-in. $1.46; 6-in. 
$1.44: &-in. $2.52; 10-in. $3.60 per doz. 


ICE CREAM FREEZERS.—While the 
continued warm weather is causing a 
better improvement in the demand, it 
is still somewhat slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 qat., 
$4.80 list; 2 qt., $5.60 list; 3 qt., $6.75 
list; 4 at., $8.25 list; 6 qt., $10.45 list; 
8 qt., $13.40 list; 10 qt., $17.90 list; 12 

. t; qt., $25.60 list; 20 
qt., $33.20 list; = qt., $42.60 list. 
Arctic, 1 qt., $4 list; 2 qt., $4.60 list; 
3 qt., $5. ‘e os 4 qt., $6.80 list; 6 qt., 
$8.60. list; gt., $1 11.10 list. All the 
above omy 50 per —_ discount. 
Alaska, 1 A $2.95: 2 , $3.45 list; 
3 qt., $4.10 list ; 4 qt., ry list; 6 at.. 


2 
a. 
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or 
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$6.30 list; , qt. $8. 20 list; 10 qt., $10.75 
list; 12 $14 list: 15 qt., $17 list: 
20 at., $ 50 list. A discount of 20 
and 10 per cent on all above prices. 
Acme, 2 at., galv., $8 doz.; 2 at., 
enamel, $10 per doz.; 4 qt., enamel, 
$18 per doz. Above prices are net. 


LAWN MOWERS.—Considerable fu- 
ture orders for spring shipment is 
beginning to come in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16 in. ball bearing, 
5-knife, 11 in. wheels, $12.35 each; 16 
in. ball bearing, 4-knife, 10% in. 
wheels, $10 each; 16 in., plain bear- 
ing, 4-knife, 10% in. wheels, $8.65 
each: 16 Itn., ball bearing, 4-knife, 
9 in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 
each: 16 in., ball bearing, 4-knife, 8 





in wheels, $8 each; 16 in., plain bear- 
ing, 3-knife, 8 in. wheels, $5.85 each. 


NAILS.—Sales generally are con- 
sidered as satisfactory with an espe- 
cially good demand for small lots. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


OIL STOVES.—tThere is a slight but 
steady betterment in the demand as 
warmer weather continues. 

Oil Cook Stoves 
he ey 


i ee, i ee wee ele $17.50 
No. 73 3 ee 22.50 
NM 28.50 
Se, TO © BWEMOTR. .ccccccecsscscce Gee 


Perfection dealers’ discount, 30 and 
hf per cent on lots of 19 or more; on 
less than 10, 30 per cent. 


os yy (Improved Model)— 
No. 


6 Pape $17.50 

SS ff 22.50 

a ee 28.50 

Puritan discounts same as Perfec- 
tion. 


HARDWARE AGE 


NESCO— 
i, J, i as eww ees ames $9.50 
No. 212 : ss csdoneheeae 17.35 
hs ee ae es «c's oo 5s weed OSs 22.00 
ch a Se GN wove rec decease 28.00 
Sy ee EP IS cca cecceesee 39.50 
No. 1102 high shelf only.-........ 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 


With vitreous enameled stove tops 
and splash backs: 


Sh, we i Ce, . ccuseeeecvesns $35.50 
Bee, ee ee ED. . consccwveccere 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. : 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
Dealers discount 30 and 5 per cent. 


Ovens 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner blass door.... 4.90. 


No. 112G 2 burners glass door... tt 

ke SP ae ene ek ee 
Dealers’ discount, on 10 or TE Eig "3 

and 5 per cent; less than 10, 30 per 

cent. 

PURITAN— 

No. 42 G 2 burners glass door.. .$5.50 
Dealers’ discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 65 1 burner solid door...... $2.00 
No. 5 1 burner glass door........ 2.15 
No. 010 1 burner solid door.... 3.50 
No. 10 1 burner glass door....... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door..... 4.90 
No. 30 2 burners glass door...... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 

Perfection No. 412...........06. $40.00 
Perfection No. 421..........++65 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Linseed oil, tur- 
pentine and white lead all advance 
while sales are reported as very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
poo vs per gal.; 5-barrel lots, $1 per 


“ee Oil.—Boiled, barrel lots, 
gg per gal; 5 barrel lots, $1.03 per 


ga 

ip ceememeestiaeaiien lots, $1.01 per 
gal. 

Denatured Alcohol. — Barrel lots, 
40c. per gal.; steel drums extra, $6 
returnable. ‘ 

White Lead.—100 lb. kegs, $15.25; 
500 Ib. lots less 10 per cent; 50-Ib. 
kegs, $7.90; 25-lb. kegs, $4; 12-Ib. 
kegs $2.10. 

Shellac.—(4% lb. cuts) white, $2.60 
per gal.: orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste. —Barrel lots, T%c. per 
Ib. 


PYREX WARE.—There is a little bet- 
ter demand as dealers start buying for 


their fall needs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen: 
No. 214, $12 dozen 

New Handled Casseroles. — Round 
No. 622. $12 doz.: No. 623, $14 doz.: 
Oval, No. 632, $12 doz.: No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates. — No. 208, $6 doz.: No 
209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.: 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROOFING PAPER.—Prices are un- 
changed. Sales are quite active on the 


competitive. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 



































August 12, 1926 


square; best grade tale surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light talc sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Sales are showing a steady 
and satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicane: No. 1 manila, stand- 
ard brands 22%c. to 23c. per Ib.; No. 
2 manila, 21%c. per lb.; No. 1 sisal, 
15%c. per Ib.; No. 2 sisal, 14%c. 
per Ib. 


SASH CORD.—There is no change in 
prices and sales are fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 
doz. hanks. 


SASH PULLEYS.—tThere is a reason- 
ably good demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common 
Sense, 2 in., 60c. doz.; barrels, 54c. 
doz. No. 105, 52c. doz.; barrels, 48c. 
OZ. 


SCREEN DOORS AND WINDOW 
SCREENS.—A good demand continues 
as the warm weather holds on. 


We quote from jobbers’ stocks, 
f.o.b. ey 4 Screen Doors: No. 
266, 2-8 x 6-8, “a 35 doz.; No. 296, 
2-8 x 6-8, $24.55 doz.; No. 311, 2-8 x 
6-8, $29.20 doz. Window Screens: No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—Prices show no change and 
sales are normally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bri ht 
screws, 7744-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%4-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are strong and sales are very 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $42 per 100 lb.; medium, 45-55 
solder, $41 per 100 Ib.; tinners’ 40-60 
solder, $40 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $13 per 100 Ib. 


STEEL SHEETS.—Prices are firmer, 
though unchanged, and a fair volume 
of orders is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.; 28-gage 
black sheets, $4.25 per 100 Ib. 


WIRE PRODUCTS.—Prices are firm 
and the demand is seasonably good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 
black annealed wire, $3.05 per 100 
lb.; No. 9 galvanized plain wire, $3.50 
per 100 lb.; catch weight spool gal- 
vanized cattle or hog wire, $3.75 per 
100 Ib.; 80 rod spool of galvanized hog 
wire, $3.25 per spdol. olished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.75 per 100 sq. ft.; 
galvanized, 12-mesh, $2 per sq. ft.; 
bronze, 14-mesh, $5.75 per 100 sq. ft. 
Galvanized Poultry Netting: Galvan- 
ized before made 57%-5 per cent dis- 
count; galvanized after-made, 54-5 
per cent discount. 


 WRENCHES.—The demand is normal- 


ly good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches 
60-10 per cent’ discount. Coes 
wrenches, 40-10 per cent discount; 
engineers wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4: No. 101 Master 
Service Set, $15 .20: No. £02 Heavy 
Set, $8.80; No. 303 Ford Master Ser- 
vice Set, $14.85: No. 404 Universal 
Socket Set, $8.75; No. 505B Screw 
Driver Set, $3.40: No. 900 Square 
Socket Set, $3.70. All Snap-on 
Wrenches less 40 per cent discount. 


Reading matter continued on page 62 
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Slide the doors 


on the inside 





The DOOR-WAY is the most important 
part of the garage 
































Slidetite equipped doors are ideal for any garage— 
eliminates expense of a separate entrance door. Doors 
always work inside—away from snow and ice. 























Slideaside: When a garage is not deep enough to 
fold the doors inside — use Slidaside. Doors so 
equipped slide around the corner, flat against che wall. 





Your garage is no better than its doors. Its usefulness at all seasons, 
in all weathers, depends entirely upon door performance. They must 
always work. 


Slidetite garage door hardware is all inside the garage, where it 
will work better and last longer—away from wind and snow and 
rain andsun. No matter how bad the weather is, Slidetite equipped 
doors always work like a charm. So easy td operate that a child may 
open or close them. 


Why shouldn't your garage doors be as tight-fitting as the front 
door of your home? Why shouldn't they open and shut quickly, with 
no more effort than your bedroom door? The trouble with ordinary 

arage doors is: they shrink or swell, stick, sag and work on rusty 
leaded: All this is impossible when Slidetite is used. Doors are 
adjustable so they always fic tight. 


By sliding and folding inside, Slidetite doors leave a clear and un- 
obstructed, full width opening. Wind cannot blow them shut when 
you want them open. Snow and ice will never impede their operation. 


Slidetite hardware is made for 2 to 10 garage doors and for open- 
ings up to 30 feet wide. There's no center post regardless of width. 


Any door problem you have can be solved by Richards- Wilcox 
hardware, the largest and most complete line of door hardware 


manufactured. 





AURORA, ILLINOIS, U.S.A. 
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(Minneapolis office of HARDWARE AGE) 
ARVESTING is progressing gradually farther north in the grain 
districts. Results are about the average, taking all parts of 
the country into consideration. In the Northwest tributary to 
the Twin Cities small grains are ripening fast. Results are fair, with 
other crops showing well. 

Semi-annual Market Week, conducted last week in the Twin Cities, 
brought many of the merchants in to buy their fall needs. They report 
fair business, with collections holding well up to the average. 

Prices on merchandise covered by this letter are very stable. The 
market is steady, with little indication of change. 











—_——- Oh 





AXES.—Demand is steady, with no. $5.40 per 100 ft. and 28 ga. 3 in. el- 
lack of stocks. Prices show no changes. bows at $1.73 per dozen net. 
| a a a . 

We quote from jobbers’ stocks, | FIELD FENCE.—Call is light in a re- 
f.o.b. Twin Cities: Single bit base tail way at present. Stocks are ample 
weight axes at $16 per dozen and . 
double bit base weight axes at $21.50 for the call. Prices have not changed. 
per dozen net. We quote from jobbers’ stocks, 

LC . f.o.b. Twin Cities: 26 in. 10 ga. top 

BOLTS.—Sales are holding up to the and bottom 12% ga. intermediate type 
average. Stocks are well assorted, and of fence at $30.04 per 100 rods, with 
rices show no changes other sizes and weights in proportion. 
) ‘eS 5 , 25. 7 ° ° . 
F ‘ FILES.—Demand is steady, with a fair 
We quote from jobbers’ stocks, . 
f.o.b. Twin Cities: Carriage bolts at volume. Prices are unchanged. 
47% per cent; machine bolts at 50-5 We quote from jobbers’ stocks, 
per cent; stove bolts at 75 per cent f.o.b. Twin Cities: Best grade files 
and lag screws at 55 per cent from at 50 per cent, and second grade files 
lists. | at 60 per cent from lists. 


BRADS.—Demand for brads is steady, |GALVANIZED WARE.—Sales_§ are 
though not showing very great move- | good along some lines. Stocks are well 
ment. Stocks are well filled, with no | filled, with prices firm. 











changes in prices. We quote from jobbers’ stocks, 
; f.o.b. Twin Cities: Standard No. 1 

We quote from jobbers stocks, galvanized tubs at $7.50; No. 2, $8.25; 
f.o.b. Twin Cities: Wire brads in 25- No. 3, $9.45; heavy tubs, No. 1, $12.60; 
lb. boxes at 75 per cent from list. No. 2, $13.80; No. 3, $15; standard 10 


. —_— ’ qt. pails, $2.70; 12 qt., $3.05; 15 qt., 
BUILDERS’ HARDWARE.—Call for | ge Q eee fed? dee Fae! se tts 


builders’ hardware is fair. Small home qt., $5.50 per dozen net. 

building in the outskirts of the larger |GLASS AND PUTTY.—tThere is be- 
cities seems to be the greatest activity, | ginning to be some interest on the part 
in the building line. This is the quiet | of the merchant for his fall require- 
season for this class of work, with the | ments. Present demand is slow. Prices 
expectation that there will be a marked | show no changes. 





increase in the fall. We quote from jobbers’ stocks, 
: f.o.b. Twin Cities: Minn. prices, sin- 
CARPET SWEEPERS.—Demand is gle strength glass, 83 per cent; double 
> 2 , r . strength, 85 per cent, and _ strictly 
fair, with ample stocks from which pure putty in 50-lb. drums at $4.85 
to draw. Prices are unchanged. ewt., net. 
We quote from jobbers’ stocks, HAMMERS AND HATCHETS.—Call 
f.o.b. wg Cities: . Q for tools is fair, showing no particular 
Carpet Sweepers, American Queen, os 
$54 per dozen; Elite, $60 per dozen; activity. ; Stocks are ample for the de- 
Grand Rapids, nickeled, 15 in., $48 mand, with prices firm. 
e loz.; same jap., 17 in., $60 per : 
oe. ES cage A ‘ . We quote from jobbers’ stocks, 


doz.; Parlor Queen, $56 per dozen; : E 

Princess, $50 per dozen: Universal f.o.b. Twin Cities: Maydole, No. 11% 

nickeled, $46 per dozen, and jap., $42 nail hammers, $12.60; Plumb No. HF - 

per dozen. 81, $12; Riverside, No. 611%, $12; 

Toy Sweepers, Little Gem (3 and 6 Plumb Broad, No. 2 hatchet, $16.40; 

$3.75 per doz.: Little No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 





doz. cartons), 
Jewel, 1 doz. cartons, $19, and Junior 





l dozen cartons, $16 per dozen. Little HOSE.—Sales are fairly good for this 
Helper, $2 per dozen. oe . 
emevmnees ' ’ i time of year. The first selling season 
CHURNS.—Call is normal, with stocks | is past. Stocks are still kept up well, 
well filled. Prices have not changed. with prices firm. 
We uote | from > jobbers’ stocks, We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns f.o.b. Twin Cities: Competition, ™% 
at 35 per cent from list. in., 2 ply, $8.25; Leader, vA in.. 5 ply, 
y | , ’ 7 Q 5 _— ; & , We . ‘ ae 
EAVES TROUGH, CONDUCTOR PIPE | 20: en. Ost Ball Doe ack: 


~ 


AND ELBOWS.—Sales are steady, 7 ply, $14; Riverside, molded’ % in., 


. a black, $14; % in., $12.50; red, % in., 
though not showing any great move $14.50: &% in. $14 per 100 ft. net. 


filled. Prices have not changed. | good, with stocks kept up to meet the 


We quote from jobbers’ stocks, : 
f.o.b. Twin Cities: Slip joint, single call. Prices show no changes. 
bead, 28 ga. eaves trough at $5.50 per We quote from jobbers’ stocks, 
100 ft.: 28 ga. 3 in. conductor pipe at f.o.b. Twin Cities: 


Reading matter continued on page 
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Staple and Seasonal Items Active in 
Northwest Territory—Prices Firm 


Alaska Freezers.—1l1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; Z qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 aqt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto-Vacuum Freezers. — No. 1 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen; same 
size, enameled-galvanized, $10 per 
dozen; 4 qt. size, enameled-galvan- 
ized, $18 per dozen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1 qt.. $4; 2 qt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; ; 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 


LANTERNS.—Call is slow, with stocks 
at a low point. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
— tubular lanterns, $13 per doz. 
LAWN MOWERS.—Sales are showing 
a tendency to slow down, with stocks 
being graded down. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia styles 
A and C mowers at 35-5 per cent; 
style E, 40-5 per cent; style K, 35 
per cent, and Riverside ball bearing, 
$8.75 each, net. 


MILK CANS.—Call is steady and good, 
with stocks ample. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans at $2.65 each; 8 gal. at $3.15 
each, and 10 gal. at $3.25 each, net. 

NAILS.—Sales are steady, with some 
signs of increase. Stocks in dealers’ 
hands are well assorted, though not 
heavy. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100 lb. kegs, at $3.25 per keg, base. 

PAINTS AND WHITE LEAD.—De- 
mand is fair, although this is the “off 
season” for painting. Stocks are well 
filled, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 Ib. con- 
tainers at $13.84 cwt., net. 

PUMPS.—Call for pumps is very good, 
as well as other water supply ma- 
terials. Stocks are kept up well, with 
prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50: No. 495, underground discharge 
windmill force, adjustable _ stroke, 

14.35: No. 415, $14.65: No. 403, hand 
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Lamps that are welcome 














Eveready-Mazda Automobile 
Lamp Display and Stock Cabinet 
No. 1730 










Get this counter cabinet. Upper 
section displays 100 assorted lamps. 
Lower compartment stocks 120 
lamps in cartons. The most com- 
pact, protected manner of both stock- 

ing and displaying lamps. Sales- 
Ww man and stock clerk in one. Write 

us for full information. 
































EVEREADY-MAZDA Automobile Lamps are wel- 
~“ come on every hand. The two famous names they 
bear make your customers welcome them as tried 
and trusted friends. For everybody knows the name 
“Eveready”; it means the best flashlights, radio 
batteries and dry cells. And “Mazda Lamp” is the 
name that symbolizes the product of thé greatest 
incandescent lamp laboratories known. Eveready- 
Mazda Automobile Lamps are unique in combining 
these two sales-aiding names. Order from your jobber. 


NATIONAL CARBON CO., INC., New York—San Francisco 
Atlanta Chicago Kansas U.ty 


Canadian National Carbon Co., Limited, Toronto, Ontario 





MAZDA 
AUTOMOBILE LAMPS 























emma 
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lift, 6-in. stroke, $4.25; No. 182 hand 
lift, 6-in. stroke, 6 ft. set length, 
$5.25 each, net. 
PYREX OVENWARE.—Demand at 
present is light, with stocks ample for 
the call. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casserole, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.: No. 12 tea-pots, 
$1.67: No. 24 tea pots, $2, and No. 36 





tea pots, $2.33 each, net. 


REGISTERS.—Sales are not heavy, as 
this is the dull season on furnace sales. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought Steel reg- 
isters at 40 per cent from lists. 


HARDWARE AGE 


doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per doz. net. 


SCREWS.—Demand is steady, and fair. 


Stocks are well assorted, with prices 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head, blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
ae head brass, 75-10 per cent from 
ists. 


SNATHS.—Sales are good, with stocks 
ample. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths No. 
50 at $13.20 and bush snaths at $16 
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Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, qt., 
$7.48; No. 49, qt., $8.54; No 52, qt., 
(flat), $6. ‘“- each. Turner Standard 


7.20: No. 63, $7.97; No. 66, $10.18: 


Oo. : 
ae No. 105. qt., $4. 88; No. 205, $5" 
No. 76, $7.13; No. 34, $8.67 each, net. 


| WHEELBARROWS.—Sales are steady, 


with stocks ample for the call. Prices 


have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $37 doz.; No. 2, 
tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 


WIRE CLOTH.—Demand still is good, 
though the heavy selling season is past. 











ROPE.—Demand is steady, with stocks | 
in good condition. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib., base, and best 
grade sisal rope at 18c. per Ib., base. 


SANDPAPER.—Call is steady, and 
perhaps shows some _ improvement. | lb., net. 


per dozen, net. 


Stocks are well filled, with prices firm. | STEEL SHEETS.—Call is steady, and 
_fairly good. Stocks are well filled, 


We quote from jobbers’ stocks, 


_SOLDER.—Demand is steady, though 
not heavy. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 


and half solder at 41%c. Ib., and 
strictly half and half solder at 40'%c. 


Stocks will be graded down for the 
end of the year soon. Prices are firm 
as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: we or painted wire 
cloth, 12 x 12 mesh, $1.90 per 100 sq. 
ae base; alumina, 12 x 12 mesh, $2.35 
per 100 sq. ft., base; galvanized, 14 x 
14 mesh, $2.70 per 100 sq. ft., base, 
and 16 x 16 mesh, $3.10 per 100 sq. 








Warranted half 


f.o.b. Twin Cities: Best grade No. 1 : - 
sandpaper at $6.65 per ream; second | with prices unchanged. ft., base, 
grade No. 1, $6 per ream, and garnet, We quote from jobbers’ stocks, WIRE.—Demand for fence wire in a 


No. 1, $16.50 per ream. 
SASH CORD AND WEIGHTS.—The 
market is quiet, with a steady though 
rather light demand. 





f.o.b. Twin Cities: 
sheets at $5.60 cwt., 
black steel sheets at $4.35 cwt., base. 


TIN.—Sales are fair, with ample stocks | the farmers. Smooth wire for con- 
on hand. Prices have not changed. 


Galvanized steel 


base (28 ga.) and retail way is rather light at present. 


Other work is taking the attention of 


struction work is selling at a moderate 


We quote from jobbers’ stocks, . 
f.o.b. Twin Cities: Best grade sash We quote from jobbers’ stocks, pace. Stocks are well filled, with 
cord at 73c. Ib. and second grade at f.o.b. Twin Cities: Furnace coke, ICL, rices stead 
37%c. |b.; cast iron sash weights at 20 x 28 tin at $14.50, and IC, 20 x 28, P y 
$2.10 cwt., net. 8 Ib. coating roofing tin at $15.25 per We quote from jobbers’ stocks, 

box. f.o.b. Twin Cities: Painted cattle wire 


SCREEN DOORS AND WINDOWS.— 
Sales are still good, with stocks kept 
up to meet the call. Prices have not 


TORCHES.—Sales are normal, with 
good stocks on hand. Prices have not 


at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 





changed. | changed. per 80-rod spool; smooth black wire 
We quote from jobbers’ stocks, We quote from jobbers’ stocks, No. 9, $3.25 cwt.; and galvanized 
fo.b. Twin Cities: Common screen f.o.b. Twin Cities: Turner Master smooth wire No. 9, $3.70 cwt. 


Why You Should Organize a Retail Credit Bureau 


(Continued from page 49) 


our members. The successful dealer goes after the 
business, and does not wait until it comes to him. 

We also have a numerical list of all telephone num- 
bers in city. The telephone companies as a rule are 
not allowed to give out this information. We give it 
out only where it is used for a business purpose. 


Collection Letters 

For our members we mail a series of three collection 
letters free of charge to help collect accounts that are 
past due. They are mailed at intervals of 10 days and 
results are recorded in our general files. If the debtor 
pays no attention to these letters it will be so recorded 
on his record, and the next merchant inquiring hears 
it in the report read. 

How Repossessions of Furniture Are Kept Up With 

Hot Springs has a local furniture association and all 
of the members of the furniture association are mem- 
bers of the credit bureau. When furniture is re- 
possessed, the furniture store phones this office giving 
full details. Immediately we phone all the other 
furniture dealers of the repossession and entry is 
made on the debtors record. 

Keeping Trade at Home 


We believe a credit bureau will keep much trade 
at home that would otherwise go to mail order houses 


and other cities. Credit to our mind is the greatest 
weapon against the chain store as well. Then why 
not let us all work together to make the wheels of 
credit turn as smooth as possible? 


How to Get Started With a Credit Bureau in Your Town 


We believe every town of 10 stores or more should 
have a credit bureau. If you are unable to employ a 
full time secretary, the records may be kept on a part 
time basis by some insurance man, attorney, or book- 
keeper who has the ability and is reliable, to act as 
secretary. 

Should you organize a credit bureau and have 
elected your officers, the first thing that ought to be 
done is to apply for membership in the Retail Credit 
Men's National Association, Equitable Building, St. 
Louis, Mo., and get into the Service Exchange Division 
(a department of the National) if they will accept you. 

The “Credit World” magazine, Dave J. Woodlock, 
editor, is also published by the National Association. 
This being the only magazine dealing exclusively in 
retail credits that we have knowledge of. This is a 
very large chain organization and holds its national] 
meeting this month in Los Angeles, Aug. 10-13. 


Walter H. Holle, Mgr. Hot Springs Credit Bureau, 
Hot Springs National Park, Ark. 


Reading matter continued on page 66 
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A Wrench Is Known 
by the Company 
It Keeps 
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The quality of Morco pipe < 
wrenches is best evidenced by 
the fact that everywhere you 
find leading steam fitters, auto 
repairmen, and mechanics us- 
ing them. These experts have 
tried Morco quality and rec- 
| ommend it to others by their 
| continued use of a Morco 
| 
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_— —Fondy Ree : : 
wrench. al Sis ee DY ° Ses ey = 
Leaman can write abettes Looks, 
jpwreach a LELMEl SELMON, OF Nahe 
a han ti neghbor; 


LEMLEL MOUSE | 
though he build hy hoye in the woods, 
the world will make a Ledlen path- 

lo tls door” 


Write the nearest office 


Surpless, Dunn & Co. 
34 North Clinton St. 
Chicago, Illinois 
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Seasonal Items Active in Pittsburgh 


Territory—Retail Stocks Holding Up 


(Pittsburgh office of HARDWAR# AGE) 

ARDWARE jobbers here are finding things rather slow at present, 

but it is not an unusual condition at this time of year when the 

traveling salesmen usually are off the road and on their vacations 
and business loses some of the stimulation of their calls on the trade. 
Retailers appear to be moving a fair amount of goods and some things 
such as sprinklers they are selling so freely that they are making some 
very urgent appeals to the jobbers to get more. Not much advance 
business yet is developing in fall lines, but jobbers figure that the re- 
tailers will dispose of a good many goods while the salesmen are not 
calling and they will be in a mood to order shotguns, loaded shells, 
stove pipe and elbows and other lines associated with the fall and win- 
ter. There continues to be a good deal of steadiness to prices. A 
slight reduction is reported in Ingersoll watches. New price lists have 
appeared on blow torches and haying tools, neither of which shows 
much change from the old lists. The improvement which began to 
show in collection in May is maintained. 


AUTOMOBILE ACCESSORIES—|.. - ,, ee 








jo X D ee6ees ese “ ° 
There has been no improvement in busi- 36 x 4% 27.30 canis 
— ltaoe « . Sa. ; a i ae Eidicesauees eae 30.00 
ness. Prices show no change. +i Rena eT 20 95 
l’rices from jobbers’ stocks, f.o.b. 3 & Qaearwrrrrs ee $1.50 
Pittsburgh, follow: es wee 390.00 42.75 
Spark Piugs.--A. (., lots of 10 to oo ae Ge 446.064 60%048 iene 59.65 
90, OSe. each: lots of On or more, 50c.: oa acsbeiws eee é ees ieee 65.25 
A. C. No. 1075 for Ford cars, lots of *& far rr ree — SIL85 
lO) to SO, S60 each: lots of 100 or 3S x @ on 91.65 
more, 34e. 2. aa or 129.25 
Lamps.—2l-candle power, 6-8 volt, 
list price, 35c. each; 3-candle power, Tubes 
6-8 volt, list price, 1lSe. each, subject ran (iray 
to a discount of 30 per cent in lots of Pubes Tubes 
less than 50, and 40 per cent for lots Single Single 
of 50 or more Size Price Price 
Speedometers.——A. (*. for Ford cars, A I i a Na es ig $1.95 $1 a5 
list price, $10 each ii. ble rs a al ss ah a all 2.10 lao 
Tire Gages. Schrader, high pres- oo x 2 éweee 2. ys 2 ly 
sure, lots of less than 106, $1 each: ft f eee 2.95 2.45 
lots of 10 or more, %5c.: balloon tire, FF ae ree ee 0D 2.00 
lots of less than 10, $1.13; lots of 10 _ os 
or more, $1.08: U. S. Standard, lots m, dl Tubes 
of less than 10, $1.19; lots of 10 or wet Datpcte 
more, $1 | -_ po nam rm ao 
Alcohol. In barrel lots, 38c. to 41le oo sey $2 1 4 $9.60 
per gal. 4 - soeoeoeeeveeee ~o >. a 
Motor Ojl.—Vacuum Oil Co., in 10 + - a ee reper Pe : on oe 
gal. steel drums, with faucet, grades 22 \ si7 a ti 3 m0 
A. FE. and Arctic, $10.50 list; B, $13.70 °4 - 41, ever 2 8) 
list, less 25 per cent + 2 412 Peete a = Gr 
Motor Meters. Standard makes 2 . rea 4 aati ical ats ' 
lots of less than 10, 30 per cent off a0) - ees Fee ee SSRN 1 “4 
list; lots of 10 to 19, 35 per cent off 29 Daly CHP were rooees 155 
list: lots of 20 or more, 40 per cent 24 . E. SOPetecreeoresece ‘65 
off list. > xX ? TT TTP ELETeee 480 
Windshield Cleaners. — Trico, uni- + -  thxioe  pehaboete @ oF 
versal automatic cleaners, $3.25 each. 26 - f Si, <i llinctciaaaalis Sa 870 
— Millers Falls No. 145, $3.75 — 10.60 
‘ + A 
Pumps.—Anthony line, $2.20 each. r+ : H Se see ox 2 
Chains.—-Single pairs, 30 per cent Ors ie erie as ae , 
oft list: lots of 10 to 50 pairs, 35 per T< fit 19 egg eg in 9° in 
cent off list; lots of 50 pairs and over a. hone ‘ a 
40 per cent off list. oe — Gray 
AUTOMOBILE TIRES AND TUBES. Size Ply Costege Tobee 
. .. wy. = . . . 27 x 4.40-19 in { 11.2! 2.25 
—Good business still is reported by 29 x 4.40.21 in 11.45 9’ ar 
jobbers handling those makes of tires 29 x 4.75-20 in 1 15.00 2.85 
. 30 x 4.75-21 in. 4 15.75 2.95 
and tubes that move through the hard- 29 x 4.95.20 in, } 1635 2'95 
ware trade. 30 x 4.95-21 in 4 16.95 3.00 
: 4.95-22 F 2 O° 
Dealers’ prices for those makes of 7 oor oe ~ ; 4 = ao 
tires and tubes handled by the hard- 21 . 95.94 in. 4 18.85 2 20) 
ware trade follow: 20 x 5.77-20 in. 6 97.15 275 
HIGH PRESSURE TIRES a2 x b.77-22 in. ; ph ye 
Size Heavy aed Truck a3 - oie in. : O7 Fa 410 
2) x 3 Cl $8.7 32 x 6.00- ) in. % 6.08 $. u 
0% 32%cC eis 3% x 620-21 in. 6 28.75 4.35 
30 x 3% Cl. e xtra size 10 0 ike on x S.20- 21 —" : 4g a 
20) x 21k ~ ~ 1? R5 oo X 6.7 i- i-2 1 in. ’ ? 7D j.0o80 
29 - @ 12 Stila tae " 14 35 debs 34 x 7.30-20 in. 6 41.65 6.10 
am ‘ “~) BIB Peoeo eee eeese ape eevee » 
i ' JarleieReepe 15.95 es. BASKETS.—Steady call is noted for 
~ a » - - , 
+ : - hattaliatetetde 0°: tgs binds bushel baskets for fruits and vegeta- 
4 Fs xy eaneiee ees 19.45 ner bles. Jobbers quote oak baskets at 
ae Of Gee - ascceceese0eeu ee 28.75 . . 
~ x 4% ehisnademncy: ap eo $6.50 per doz. and pine baskets at $2 
a as Gl aeaeneecesn en 25.85 31.25 per doz. 


Reading matter continued on page 68 
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BATTERIES.—Movement of dry cell 
batteries is good for the time of year. 
It is too early for a really good call for 
radio batteries, but with few radical 
changes in the design of sets to be made 
this year and the plans for fine pro- 
grams for this winter, it is figured the 
use of the radio will be greater than 
ever. 
Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 





Broken Unit 

Pac wy ¥ Ss Packages 
RG MU Ss ioe etl aa a ate $1.05 $0.97 
Ss Te ee. oe cin al 122 1.14 
EE hs ro ahd ooo ore 1.32 1.22 
EE aid its -«. « 626 ase 6 kG 1.40 1.30 
Pe ivcccaksaawee 2.62 2.44 
6 tnd iam ott Oat 2.62 2.44 
RG EE st fo irs ccc eh ts alin 3.00 3.00 
— TE OE 42 39 
ih a 40 oD 


No. 6 dry cells, ignition type, unit 
packages, 32c. each; broken, 36c. 

gg ag No. 935, 9¥44c. each; No. 
G50, 10% ve No. 790; 22c.; No. 705, 
Z21 lee No. 750 18e.: No. 7 ‘1, 24c 
$9 Hot Shot.—No. 1461, $1.70; No. "1662, 

85 





| BEV ERAGE AND PRESERVING 
 SUPPLIES.—Bottles, caps and cap- 
pers are in strong demand and an in- 
creasing demand for fruit and cider 
presses. Jobbers quote: 

Bottles and Caps. (Quarts, $9.50 per 
ZTOSss; caps, 20c. to 22c. ~~ TOSS; 
stoppers, 2.25 per dozen; cappers, 
$10.50 per dozen, 

Strainer Sets.—KEveredy, in dozen 
lots, strainer stand. $4 per doz.; 
strainer bag, $2 per doz.; filter bag, 
$41 per doz. 

Scales.—-U'niversal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50 

Jar Rubbers.—Double lip, red, 80c. 
per gross. 

Canning Racks.—No. 1, single jar, 
70c, per doz.; No. 2, 8 jar, $3.60 per 
doz.: jar wrench, 75c. per daz. 

Fruit Presses. loenterprise, No. 6, 
$6.25 each; hee 3 qt., $3.50 each; 
fi qt., $4.30; 12 « $6: Brighton, 3 ot... 
$33 each: 4 at., bo: 10 qt., $7. 

Cider Presses.-—Kazgle, single tub, 
$12.10 each: Eagle Junior, $24- Cant- 
clog, single tub, $14.8 


Oak Kegs.— 
Red White White Oak 


Oak Oak Charred 
5 gwallon ..... $1.20 ° $1.35 2.35 
10 gallon ..... 1.65 1.75 2.75 
15 gallon ..... 1.90 2.15 3.10 
20 gallon ..... 2.15 2.30 3.35 


BLOW TORCHES.—The Clayton & 
Lambert Co., Detroit, has issued a new 
price list, which revises but does not 
materially change prices of the old list. 
Jobbers now quote No. 146 $4.26 each, 
No. 210, $5.40. 

BOLTS, NUTS AND RIVETS.—De- 
mand is steady enough for bolts, nuts 
and rivets, but orders are small. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed, square, tapped, in 5 Ib. 
boxes, % in., $16 per 100; 5/16 in., $14; 
% in., $11; % in., $10.00; % in., $10; % 
in., $8; % in., $7.50; rivets, small 
wagon and tinners, 60 per cent off 
list. 


CAMPING SUPPLIES.—Demand lacks 
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Profit-Winners! 


| Lancaster Tires are profit-winners for tire merchants 
| because of the steadily increasing demand for them. | 
| Tire value, as found in every Lancaster, is bringing | 
| thousands upon thousands of tire users into their 
stores, and putting big profits into their pockets. 

















Your sales and the amount of money you make de- 
| pend upon the kind of merchandise you sell. If you 
| want to make certain of a growing, profitable busi- 
ness, by all means investigate the proposition Lan- 
caster has to offer progressive merchants. 


RR 


qe @ & ® «, 


Tie up with One of America’s Best Tires and reap 
your share of the profits. A letter or post card will 
bring you the facts by return mail. Write today. 


The Lancaster Tire & Rubber Co. 


Established 1915 
Columbus Ohio 


LANCASTER 
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some of the early summer vigor, but it | 


Jobbers quote: 


Cook Stoves.—Coleman, No. 9, $6.25 
eac h; No. 2, $8.50; Justrite, No. 161, 

7.67; No. 252, $5.67; Kampcook, No. 
3 $4.67: No. 4, $7.15; No. 7, $6: No. 
10, $9.75: Sterno, No. 46, $4 dozen; 
canned heat, $1 dozen. 

Vacuum Jugs, Jars and Bottles.— 
Little Brown jugs, x 25 each; Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
90c. each; quarts, $1.60 each; all steel, 
pints, $4.75 each; quarts, $5.40 each; 


2 qt., $6.75. 

COW SPRAYS AND SPRAYERS.— 
Hot weather is responsible for a very 
brisk demand for both sprays and 
sprayers. Jobbers quote: 


Sprays.—EZ Bos, % gallon, $8.40 
per doz.: 1 gallon, $13.50. 

Sprayers.—Cyclone, $4.50 per doz. 
Glass tank, $5.50. Baby Midget, $2.50. 


ELECTRIC FANS.—Sales 
have been disappointing and jobbers 
have not been able to move more than a 
small part of their stock. They quote: 


is still fairly good. 





Polar Cub black, 6-in., each, in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $3; 10-in. station: iry, $4.60, in 
lots of 6, $4.35 oscillating, $7, in lots 
of 6, $6.64. 

ENAMELED SANITARY WARE.— 


This is a line that is now being investi- 
gated by the hardware trade as a possi- 
ble addition to its line. Many of the 
trade here regard the possibility as very 
promising. 


this year | 





GARDEN AND LAWN SUPPLIES.—_ 
American Fork & Hoe Co. has issued | 
a new price list which does not mate- | 


rially change prices of the old list. A 
very active demand still exists for 


sprinklers and there is a fair call for 


hose and sprinkling cans and haying 
tools. Other items are slow. 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per dozen; 
spading forks, $10.80 to $21 per 
doz.; haying forks, 3-tine, first qual- 
ity, $12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz.; scythes, $12 to $25 
per doz.; snaths, $10.50 to $15.00 per 
doz. 

Hose.—In 250-ft. 
per ft.; % in., 10%. ; % in., 
50-ft. lengths, Loe, per ft. 
Gem spray nozzles, $6 a doz. 


% in., 10c. 
lle.; in 
higher; 


reels, 


Sprinkling Cans.—4 qt., $6 per doz.; 
6 qt., $6.60; 8 aqt., cei 10 qt., $8.10; 
12 qt., $10; 16 qt., $12. 

Hose Reels. —Victor, $1. 75 each; No. 
2, $2.60; Reeleasy, $1.3 

Plows.—Geneva, a “2. $5 each; 


Leader, No. 2, $3; No. 5, $3. 


Mowers.— Plain bearing, 8 in. 
wheels, 12 in., $5 each; 14 in., $5.25; 
ball bearing, 9 in., wheels 14 in., 
$7.75; 16 in., $8; supreme ball bearing, 
10 in., wheels 14 in., $10.75; 16 in., 
$11.25; 18 in., $12. 

Mower Oil Cans.- -~Tinned, straight 


or bent spouts, $1 per dozen; copper 
plated straight or bent spouts, $1.50 


per dozen. 
Rollers.—No. 2 size, $8.50 each: No. 


4, $10; No. 5, $12.50; No. 7, $15. 
Hedge Shears. —- Western, 8 in., 
$1.25 per pair; 9 in., $1.40; 10 in.. 
$1.60; Disston, 8 in., $1.75; 9 in., $1.90: 
10 in., $2: ladies’ shears, Western, 
85c.; Disston, $1.10. 
Sprinkiers.—Ring, $6 per doz.;: Rain 
King, $2.35 each; Pluvius, $1.15; two 


purpose, $1.30. 
ICE CREAM FREEZERS.—This is ice 
cream weather and there is a very well 
sustained demand for freezers. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh. 

Alaska Freezers.—1 qt., $2.95 each: 

2 qt., $3.45 each: 3 qt., $4. 10 each; 4 
qt., $5 each; 6 qt., $6. 30 each; 8 at., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt.. 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 


count of 20 and 10 per cent. 
Alaska Gray Goose Freezers.—1 at., 


| SCREEN 


early part of the summer. 
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$3.90 each; 3 qt., 
$5.70 each; 6 qlt., 
8 at., $9.35 each; 10 qlt., 
These are list prices 
subject to a dealers’ dis- 
cunt of. 20 and 10 per cent. 
White Mountain Freezers.— qt., 
5 each; 3 aqt., $6.75 each; 4 qt., 
6 qt., $10.45 each; 8 qt., 
each, and 10 gqt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per cent. 


each; 2 qt., 
each; 4 qt., 


Blizzard.—1 gqt., $4.65 each; 2 qt., 
$5.50; 3 qt., $6.50; 4 qt., $8: 6 qt., $10; 
§ qt., $13; 10 qt., $17; subject to a 


discount of 55 and 7 ly per cent. 

Lightning.—1 qt., $4.65 each; 2 q 
$5.50; 3 qt., $6.50; 4 qt., $8; 6 qt., 
8 at., $13; 10 qt., $17; 12 qt., $21; 
ject to a discount of 55 per cent. 

Auto-Vacuum Freezers. No. 1, 
$3.33 net; No. 2, $4 net; No. 3, $5, 33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, galvan- 
ized, tapered, 2 qt., $8 per doz.; same 
size, enameled galvanized, $10 per 
dozen; 4 qt. size, enameled-galvan- 
ized, $18 per doz.; and 1 qt. size, 
Junior enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1 qt., $4: 2 aqat., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 

, 1. 10 sat $14. 80; 12 
: i orn $23.3 These are 
list prices. Jobbers a, dealers’ 
discount of 50 per cent off this list. 


PAINTING SUPPLIES.—Prices are 
holding at recent levels, with business 


si0: 
sub- 


fair and making a rather poor showing | 


as compared with other recent years at 
this time. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more and an extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.05 per gal. in barrel lots; raw lin- 
seed oil 13.7c. per Ib. in barrel lots. 


quote: 
Doors.—-Standard makes, 2 ft. 8 in. 


x 6 ft. 8 in. in plain walnut stain, $18 
doz.; varnished natural colors, 


ae oiled frame, 
No. 1233, 12 mesh black wire cloth, 
$3.40 per doz.; No. 1533, $3.85; 
1233, $4.20; No. 2433, $5; No. 2437, 
$5.50; metal frame, 18 in., $5.50; 24 


in., $6.40. 
WIRE CLOTH.—tThere is 
still some calls for this line, but sales 
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2-point cattle (special) 


“eee eenenenenee 


2.2 
(per 100 


Field Woven wire fence 
rods): 
Mek eER Sak owes ober we BN oa bee e $30.00 
Se ae dute onkeces ct akatewen> « 54.75 
Poultry: 
Ss Se. sé cvolldive as. c0catecdeuel $35.60 
ER PGE ere ory 43.00 
EE ee ieee bee een on ene 48.50 
Steel Fence Posts: 
EY et Gare, oo penne seen eu 50c. each 
(Re PSN 
eee ~weaeeed 65e. ze ; 
Pright nails, base, per keg, $2.9 
to $3. 


Fada Appoints New 
Metropolitan Distributor 


Blackman Talking Machine Co., 28 
West 23rd Street, New York City, has 
just been appointed Fada Radio dis- 
tributor, becoming one of three Met- 
ropolitan distributors for F. A. D. 
Andrea, Inc. The other two are: 
Triangle Radio Supply Co. and Steel- 
man, Inc. The appointment of Black- 
man rounds out the Fada distributing 
outlets in the metropolitan territory to 
include an outstanding “musical in- 
strument” house and two of the. best 
and most favorably known of the firms 
specializing in distribution of radio 
products. 


Graybar Electric Co. to 


Open Hartford Branch 


Announcement is made by the New 
York executive offices of the Graybar 
Electric Co. of the opening of a new 


SCREEN DOORS AND WINDOWS.— | sales and warehouse branch at Hart- 
A few screen doors and windows still | 
are wanted, but it would be exaggera- | 
| tion to call the demand active. Jobbers | 


ee 


are small compared with those of the. 


Jobbers 


| quote: 


) 
| 
| 
| 
| 
| 
| 
| 
| 
| 


| 


| 
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12 mesh, $1.80 to $1.90 per 
100 sq. ft.; 14 mesh, $2.25. Galva- 
nized, 12 me ‘sh, $2.25. Bronze, 14 
mesh, $5.75. 


WATCHES.—A new price list on In- 
gersoll watches has been issued and 


Black, 


quote Yankee plain dial $1.02 each and 
with Radiolite dial $1.50. 
WIRE PRODUCTS.—Jobbers still find 
a very steady demand for wire and 
nails, but not much of a movement in 
woven wire fence. 

We quote from Pittsburgh jobbers’ 


stocks: 

Fence Wire: 

(per 100 Ib.) Annealed Galvanize -d 
No. 6 to 9 gage...... $3.00 45 
DI. sccsweenssneewese Ee 3.50 
i Sl 6 «'s% ons ehebene se Gla 3.55 
Oe ore 3.65 
ts 6~6¢ecna sehen « Ge 3.80 
Me cos cdhueeaabane. 4 3.35 4.00 
No. ~ ge hah sede 4.25 
Dh A Socdewe tate one 3.7 4.45 

Barbed wire (per 80- rod “spool? : 
i CE. «cues cacdeue a aeeuee $3.00 
Di CT cvocegeeteeeessssonens EE 
De Cn. .cocsucdeenectenées..e 
a ee ty ee Pe ea ee ey ek 3.50 


EE 


shows a general reduction. Jobbers now | 


| 


‘established himself as 








ford, Conn. The new branch will be 
located at 51 Chapel Street and will 
have a total floor area of 3500 square 
feet, comprising two stories and base- 
ment. It is expected to be in operation 
by Aug. 15. 

With the opening of the Hartford 
branch, the Graybar company will have 
59 distributing houses located in as 
many different cities stretching from 
coast to coast. 

J. W. Saladine, at present in charge 
of Hartford sales for the Graybar com- 
pany, will be sales manager of the new 
branch and warehouse. Territorial 
jurisdiction will be under New York 
sales offices. 


E. Lawrence Sampter Now 
Manufacturers’ Agent 


E. Lawrence Sampter, formerly 
sales manager of the A. F. Meisselback 
Mfg. Co., New. York City, has now 
a manufac- 
turer’s sales agent, covering New Eng- 
land, New York, Pennsylvania, Balti- 
more and Washington territories. 

He is handling sporting goods and 
hardware specialties. 


Los Angeles Hardware Dealer 
Has New Store 


The W. F. Wiscombe Hardware, Los 
Angeles, Cal., is now located tn its new 


store building at 8608 South Vermont 
| Avenue, 


having moved from old 
headquarters at 9616 South Vermont 


| Avenue. 
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Every Customer is a Live Prospect 
If You Handle The Complete, Dependable Line 
















Coldwell’s Imperial Rol- 
ler Bearing. Five cru- 
cible steel blades run- 
ning on Hyatt Roller 
Bearings. Self sharp- 


ening. Perhaps the 
best known and most 
popular hand lawn 


mower on the market. 
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O MATTER what he asks 

for—a hand, horse, gaso- 
line or electric lawn mower—you 
can sell it to him if youare identified 
with the Coldwell Complete De- 
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Coldwelt Model “L" size suited to every possible lawn Coldwell Electric 


Motor Lawn Mower and \ mows as it goes—con- 
Roller—mows and rolls . noc tern « a \ nects lo any garage or 
ee ae ae mowing and rolling condition any once 3 aloe 
inch swath. With extra & Laie \\ tomatic reel takes up 
gang units, swath is in- where ‘ | and pays out cable as 
creased to 60 inches— | ‘| wen \ needed. Coldwell Mou 
10 acres a day on one X Orders for the new Electric \ er: General Electric 
gallon of gasoline. Sim- \\ . Specially Designed 
ple to operate, economi-  & Lawn Mower have surpassed Our ‘ Motor and Timken 
cal, dependable. \\ \ Tapered Roller  Bear- 


‘ expectations this year. Order this ° : ings. <1 inch swath. 
\ popular mower now and be assured \ 


\ of an early delivery next spring. \ 
\ J 
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Dependable Lawn -Mowers 
Hand . Horse . Gasoline . Electric 


319 Soutun West 57TH Sr., Des Moines, IOwA FACTORY BRANCHES 62 East Lake Street, Cuicaeo, ILLINos 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y. U. S. A. 
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Seasonal Lull in New England Territory— 
Collections Reported Favorably 


URING the past week ice cream, soda, lemonade and other soft | 
drinks, milk and crackers, salads and fruits sold about as fast as | 
the retailer could dish them out. | 

carried by the average retail store, 


(Boston office of HARDWARE AGE) 


When it came to merchandise 
however, it was a different story. 


Old General Humidity and Colonel Sol were in gomplete control of New 


England. 


ous days owing to the oppressive weather conditions. 
do as little work as possible and get away with it. 


Factories, offices and some stores had to close early on vari- 


People tried to 
Naturally retail 


hardware sales fell off rather sharply. Jobbers report sales as holding 
slightly under those of a year ago, with no snap to things. 


Business conditions are but temporary and normal, however. 


is nothing really disturbing in the general hardware situation either 


present or future. 


Jobbers already have booked a large amount of 


orders for goods that will be required next fall and winter and have 
every confidence that all loose ends will be gathered up within the next 


month or two 


The textile and shoe business are coming back in New 


England which means that more people will be better employed. The 


banks have plenty of money which 
mate business at reasonable rates. 


they are anxious to loan to legiti- 
Failures are fairly numerous but 


small and unimportant, while the general credit situation is quite satis- 


factory. 


AUTOMOBILES (TOY).—A few ad- 


vance orders for toy automobiles have | 
Considering | 


been booked by jobbers. 
weather conditions the trade is quite 
satisfied with things. Jobbers expect a | 
big sale of these toys this season. 


We quote from Boston jobbers’ 
stocks: 

Automobiles. — Toy, Dodge, $4.50 
each net: Ace, $5.20; Velie, $7.10; 
Hup, $8.80; Hudson, $8.50; Wills Ste. 
Claire, $11.40; Nash, $11.55; Jewett, 
$14.21; Overland, $14.67; Stutz, $13.26; 
Oakland, $20.55: Packard, $28.05; 
Page sport, $34.39; Fire Captain, 
$7.26: Hook and ladder, $9.75; dump 
and auto tow, $21.12. 


BRACKETS.—Local jobbers have put 
into effect new prices on shelf brackets 
following the recent receipts of new 
lists from certain manufacturers. The 
new prices represent a drop of about 


10 per cent. 
We quote 
stocks: 
Shelf Brackets.—IlI)iscount 40, 20,° 


10 and 5 per cent. 

BUTTS AND HINGES.—The market 
for butts and hinges has been some- 
what more active since the recent re- 
duction of about 10 per cent in prices. 


Competition among jobbers is still very 





from FBoston jobbers’ } 








keen. Recently revised prices on pop- 
ular selling numbers follow: 

We quote from Boston jobbers’ 
stocks: 

Piated Butts.—3 x 3-in., 19%c. a 
pair net, 3% x 3%-in., 20c. (in case 
lots, 18c.); 4 x 4-in., 28c. 

Hinges.—Strap and T, No. 900, 
t-in., 60c. a doz. pair net, 4-in., 80c., 
5-in., 90c. No. 902, 6-in., $1.35, No. g, 
2.25. No. 904, 3-in., 65c., 4-in. 80c., 
5-in., $1.20. No. 906, 4-in., 95c.; No. 
6, $1.30, No. 8, $1.70. No. 908, 6-in., 
$1.60, 8-in., $2.80, 10-in., $4. With- 


out screws and in bulk. 
CUTLERY.—Some of the most active 
retail dealers have taken account of 
stock and have placed orders for cutlery 
that will be needed next fall. The rank 
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| and file of retail dealers, however, have 
taken no action, but probably will be- 
| gin to come into line next month. 


from Boston jobbers’ 


$2.50 


We 
stocks: 

Bread Knives.—Genco, 
doz. net. 

Knives. ae ye 303, 80c. 
doz. net; No. 3: .50. Slicers, No. 
283, $5.25; No $6 No. 2017, 
a ay Butcher, No. 200, 5-in., $3; 

— $3.25; 8-in., $4.75; 9-in., $6: 10- 

$7: 12-in., $10; 14-in., $12. Ebony 
a 8-in., $7.75; 10-in., $10.75 
12-in., $14.25. Grapefruit, No. 342, $2. 

Straight Shears. — Universal line, 
japanned, 6-in., $8 per doz. net; 
in., $8.50; 7-in., $9; T%-in., $9.55; 8&- 

: .. $12. Nickel plated, 
$9. 15; 6%2- -in., $9.55; 7-in., $10.10; 
7%-in., $10 .75; 8-in. $11.15; 9-in., 
Left hand, 7\%- in., $13.80, 

Bent Trimmers.—Japanned 7-in., 
$9.55; $10.75; 9-in., $13.55; 10- 
in., $16.90. 

Barbers’ Shears. — Nickel plated, 
7%-in., $12 per doz. net; 8-in.,. $12.80. 

Scissors.—Pocket, 4-in., $8.35 per 
doz. net; 4%-in., $8.65. Embroidery, 
3%-in., $7.65; 4-in., $8.35. Ladies’ 4- 
in., $8.35: 4%-in., $8.70; 5-in., $9; 6- 
in., $10.35. 

FANS.—Weather conditions have ma- 
terially helped the sale of electric fans, 
report retail dealers. Most of the trade 
was fairly well covered on stock, how- 
ever, and the activity is not reflected to 
any appreciable degree in the jobbing 


market. 
We 
stocks: 
Fans.—Electric, Polar Cub, Junior, 
6-in., in lots of less than 12, $3 
each, net; 12 or more, $2.85; 8-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, oscillating, 10-in. less than 
six, $7 each; six or more, $6.64: sta- 
tionary, less than six, $4.60; six or 
more, $4.35. 


FASTS.—Jobbers are laying lines to 

round up orders for fasts. It is re- 

ported that retail stocks are small. 
We from Boston jobbers’ 


stocks: 
Fasts. — Storm Dolber'’s, 


quote 
per 


per 


quote from Boston jobbers’ 


quote 


window, 





There - 








single doz. net. Stanley, 
$19.25 per gross sets net. 
galvanized, $7.50 per doz. 
Sargent’s eyes, No. 445, 
$1.08 per 100. Stanley Works win- 
dow hinges, No. 7282, $5.88 per doz. 
net; No. 1716J, $11.50 per gross sets. 
FELT.—Some forward bookings for 
felt have been made by jobbers. From 
now on there should be a gradual in- 
crease in buying, according to the be- 


lief of wholesale firms. 


$1.25 
No. 
Merril’s, 
sets net. 


per 
1718Z, 


We quote from Boston jobbers’ 
stocks: 

Flexible Weather Strip.—Victor, 
No. 2, $2.40 per 100 ft. net; No. 3, 


Bosley’s weather 


$2.80; No. 4, $3.20. 
contact, 


strip felt, clincher double 


for upper sash, 5c. per ft. list: for 
lower sash, 5c.; for doors, %-in., 
7c.; Il-in., 10c.; 1%-in., 12c. Dis- 


count for full bundles, 65 per cent 
Wood, felt edge, 65 and 10 per cent 
discount in full bundles. Spring bot- 
tom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; 42-in. . $5. 65. 


| FLOATS.—With beaches crowded by 
_people endeavoring to get relief from 


the hot weather there has continued an 
excellent demand for floats. Not all 
jobbers carry them, however, conse- 
quently business is confined to rather 
narrow limits. 
We 
stocks: 
Fioats.—Torpedo, large, No. 15, $10 
per doz. net; Junior, No. 14, 
GARAGE HARDWARE.—Garages are 
springing up like mushrooms over 
night in all parts of New England. 
The demand for garage hardware, 
therefore, is holding up remarkably 
well. The recent reduction in prices 
has helped a lot, according to jobbers. 
We quote from Boston jobbers’ 


quote from Boston jobbers’ 


stocks: 
Garage Hardware.—Sets, No. 1776J, 
$2.25 per pair net. Holders, No. 


1774J, $1.35 per pair net. 


GLOVES.—People should begin to 
think about cotton gloves. In view of 
the recent action of the raw cotton 
market it would appear that a retail 
dealer cannot go far wrong in ordering 
gloves today. 
We 
stocks: 
Gloves.—Cotton, knit wrist, 6-o0z., 
$1.08 per doz. net; 8-oz., $1.50; 12-o0z., 
$1.80; 14-0z., $2.35. With leather palm, 
with gauntlet, $2.85 per doz. net; with 
wrister, $2.85; with Jersey back, 
$4.50: Jersey back with wrister, $4. 
Jersey gloves, mottled black, No. 402, 
$1.90; No. 403, $1.90; No. 410, $3.75. 
Boys’ Jersey, $1.90. 
HAYING TOOLS.—Some of the lead- 
ing manufacturers of snaths are out 
with the announcement that prices for 
next season will be the same as quoted 


quote from Boston jobbers’ 


today. 
We quote from Boston jobbers’ 
stocks: 
Scythes.—Little Giant, 28 to 32-in. 
and 30 to 34-in., $16 doz. net; 


per 
Clover Leaf, $13. 50; honenihie. $16.50; 
brush, $16. 50. 
Snaths. —Ash, $14.50 per doz. 
cherry, $16.75; brush, 1 
Scythe Stones. — Round English, 
$2.25 per doz. net; Star, $1.35; West 
End red, $1.10; Green Mountain, $9 
per gross; Black Diamond, No. 1, $15; 
Chocolate, No. 1, $1.70 per doz.; Car- 


net; 
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that WIPE OUT 
your profit margin ~ 


IF the profits on the gas heaters you 
sell were net profits you would have 
abundant cause to congratulate 
yourself. But against the margin 
you make on quick- -movingnumbers 
you must charge the interest on 
slow-movers.And, asaconsequence, 
sacrifice part of your profits. 


Proven 
Profit Chart 


showing the specific 
sales recordsof retail 
merchants who have 
increased their 
heater profits by 
concentrating sales 
efforts on the quick 
moving numbers the 
Adams Nos. 4, 10 
and Il. 


Clax Collectors / 






















—- Record | Sales Record Record | Sales Record | Sales record 
dealer in of dealer in of dealer in of dealer in of dealer in 
Pa. | Canton, O. 
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The numbers in heavy tvpe represent the 3 most popular items 
and quick sellers iu the Adams line of Cheerful Radiant Heaters 


HE Adams Plan solves effectively a problem 


Beeitensccts ts that faces every retail merchant—the problem 





of balancing heater stocks with the demands of. 
heater buyers. 
The Adams Plan really brings the actual buying and 


selling experiences of dealers like yeurself right to 
your desk. Analyzes the sales records of these 





ie ees dealers. Enables you to compare notes with them. 
selling number im the Adams It gives you a reliable guide on what items to buy, 
canted: “heen what items to avoid. It’s a practical plan—free from 


aoe 8 sient 
ra l'e Pal'@ 1618. 
ex eie pepenes 
vy es eit es. 





popular seller 











Adams “HF ERFUL 


Radiant Heaters 


theory and speculation. And best of all it can be 
applied by dealers in towns of 5,000 or in 
cities of 500,000 population. 









sane ma et This plan for insuring more profits is outlined i in a new 
RMMMNS book ‘‘Charting a Safer Course to More Profits.’’ Acopy 
Be lo[elelelejeseieie) | will be mailed on request. Simply use the handy coupon. 


ADAMS BROTHERS MBG. CoMPANY, Inc. 
1500 Fayette Street - Pittsburgh, Pa. 





No. 4 
A beautifully designed 
heater priced for volume 
selling 











ADAMS BROTHERS MANUFACTURING Co., INC. 
1500 Fayette Street, Pittsburgh, Pa. 
I am interested in making more profits from radiant heater 
merchandising. Send me a copy of your new book —“Charting 
a Safer Course to More Profits.” 






Name 
Address 
City 
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bonate, No. 188, $1.95: No. 190, $1.85: 


No 191, $2.34. 


Forks.—Three-type, No. 34, 
$10.08 per doz. net; No. 34%, a 
$10.44; No. 133%, 13-in., $10.44; No. 

$10.80; No. 134, , 


12-in., 


$10.92: No. 135, 13-in., $11.76; No. 136, 
13-in., $13.92; No. 123%, 14- in., $11.04; 
No. 124, 14-in. $11.52 No. 144%, 
14-in., $11.88. 


HOCKEY STICKS.—Quite a forward 
business in hockey sticks has been 
booked by the jobbing trade. Indica- 
tions are that as many, if not more, 
sticks will be sold by them in 1926 as in 
1925. 


We quote 
stocks: 

Hockey Sticks.—Scout 
doz. net; Boys’ X, $5; 
Men’s XX, $10.40; special, $15, 
$3 a doz. net; boys’ special, $5; 
Amateur, $8; Championship, $11; spe- 
cial, $11; No. $2 doz. net: 
No. 50, $3. 50; No. "75, $6; No. 100, $8. 

Pucks.—Standard makes, $2 a doz. 
net. 

Polo Sticks.—No. H, 95c. 
net; No. G, $1.50; No. C, $3.75. 


SHOVELS AND SCOOPS.—Orders for 
shovels and scoops are in order, report 
jobbers. Bookings to date have been 
slow, however. 


We quote 
stocks: 

Shovels.—Howard, 
$11.51 per doz. net; 
polished, No. 2, $13.09; No. 3, $13.52 
extra d-handle, No. 2, $14.34; No. 3, 
Second grade, polished, No. 
2, $14.67: No. 3, a. 20. Blair, pol- 
ished, No. 2, $16.2 Ames, polished, 


from Boston jobbers’ 


, $3. 30 per 


a doz. 


from Boston jobbers’ 


black, No. 2, 
fourth grade, 
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c 2, $19.54; No. 3, $20.07, d-handle, 
20.79. 

Scoops.—John Carr, No. 2, $15.33 
per doz. net; No. 3, $15.86; No. 4, 
$16.38; No. 5, $16.91: No. 6, $17.44; 
No. 7, $17.96; black, No. 4. $14.80; 
No. 5, $15.33; No. 6, $15.86. Ames, 
polished, No. 2, $20. 20; No. 3, $20.72; 
No. 4, $21.25; No. 5, $21.78; No. 6, 
$22.30; No. 7, $22.83. 


SLEDS.—Practically all of the large re- 
tail dealers in sleds have covered their 
1926-27 requirements. Jobbers are now 
engaged in the task of rounding up the 


stragglers. 
We quote 
stocks: 
Sleds.— Flexible 
each net; No. 2, $3.17; No. 3, $4; 
No. 4, $4.34; No. 5, D . 
$4.34 each net; Racer, Jr., $3. 50. 
Speedaway, No. 99, $12 per +. net; 
No. 100, $13.20; No. 150, $15. No. 
200, $19.20; No. 250, $21.60; 


from Boston jobbers’ 


Fliers, No. 1, $2.50 


$26.40. Speedster, No. 340, $28.80 
per doz. net; No. 3465, $32.40: No. 

350, $36; No. 355, $43.20. Framed 
sleds, No. 52, $11.40; No. 54, $17.40. 


Clipper, No. 2, $10.80; No. 4, $14.40; 
No. 6, $18. Baby sleighs, No. 0, 
$10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 


SNOWSHOES AND _ SKIIS.—Those 
retail dealers who have not bought 
snowshoes and skiis for next winter 
will be solicited by jobbing houses from 
now on. Bookings to date by jobbers 
are well in excess of those for the cor- 
responding period last year. 


We from Boston 
stocks: 


quote jobbers’ 
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Snow Shoes.—Oxford, 12 x 46 in., 
$7.30 a pair net; 13 x 48 in., $7.30. 
Ladies’, 11 x 42 in., $6.50. 

Skiis.—Oxford, 5 ft., $2.40 a pair 
net; 5% ft., $2.95; 6 ft., $3.65; 6% ft., 
$4.15; 7 ft., $4.85; 7% ft., $5.35; 8 ft., 
$6. Pine, ‘4 ft., 70 41% ft., 90c.: 
5 ft., $1.10; 5% ft., $1.40; ft., $1.60; 
6% ft., $1.90; 7 ft., $2.30 


Poles. —Rattan washer, 5 ft., 54c. 
each net; 4% ft., wood washer, 30c. 
TORCHES.—tThere has been a rather 
drastic reduction in prices for Clayton 
& Lambert blow torches. The action of 
the producers in lowering prices comes 
as a big surprise to the jobbing trade 
in view of the recent strength of cop- 
per ore and finished brass sheets. New 

prices issued by jobbers follow: 


We from Boston jobbers’ 
stocks: 
Blow Torches.—Clayton & Lambert 


quote 


line, No. 32, $5.40 each net; No. 38 
$5.10; No. 48, $7.20; No. 144, $4.50; No. 
146, $4.20. 


WEATHER STRIP.—tThe future mar- 
ket for weather strip is beginning to 
show signs of life, although it is not, of 
course, as active as it will be a little 
later. Jobbers are urging retail dealers 
to take account of stock and cover their 
requirements. 


We quote from 
stocks: 

Weather Strip.—In bundles, Bosley, 
felt, 65 per cent discount; Excelsior, 
felt edge, 65 per cent discount; Flexi- 
ble felt, 20 per cent discount. 


Boston jobbers’ 


Help the Embryo Salesmen 


HE time is drawing near once more when the 
f prmeten will be over, and there will be another 
crop of ambitious young men and women seeking em- 
ployment. Some of the more fortunate, of course, are 
going to college or some higher institution in the fall, 
but there are hundreds who will have completed their 
education and must go to work. Some of the young 
men, fired with enthusiasm and ambition, will be ask- 
ing hardware merchants for employment, and these 
men hold in their hands the magic wand which will 
either make successful business men of these young 
fellows or make them mere clerks without thought of 
the future, or desire for advancement. 

A few days ago I had a talk with a man who went 
into a retail store to work directly after being gradu- 
ated from high school. When he started to work he 
was full of high ambitions and the secret hope that 
some day he would be a successful merchant and an 
employer of men. He soon found, however, that his 
rise was going to be a slow one. This fact alone did 
not dampen his hopes, but after about three years 
of doing odd jobs and acting as errand boy, he be- 
gan to lose his ambitions until he ceased trying, and 
today, after more than ten years out of school, he 
is just an ordinary clerk with no hope whatever of 
advancement. He blames his first employer for his 
lack of success. He feels that if his employer had 
put out a helping hand and boosted just a little dur- 
ing his first few years in the business’. world, 
instead of holding him down and never teaching him 
anything, he would have made a much larger mark in 


the world. 


As a man behind the counter who can see both 
sides of the subject, I wish to ask the hardware mer- 
chants who hire some of these fellows just out of 
school to be patient with them. They are children 
still, but with the proper help and education along 
business lines they will become real salespeople. They 
cannot be expected to know merchandising methods 
the very first day that they start working in a store, 
but give them a chance to learn, and as they learn 
advance them. Teach them some of the ideas that 
have made you successful. With the right kind of 
treatment these ambitious youths will make real men, 
and you, Mr. Employer, have it in your hand to make 


or break them. 


HE young man who sets out fired by an ambition 

to become a great hardware merchant may feel 
humiliated at being shoved out into a back room and 
set to cutting up bar iron or iron pipe, but he usually 
needs something of that sort to determine whether 
he has the persistence essential to success, When Fara- 
day, one day to become a great experimental philoso- 
pher, applied at an apothecary shop for work, his 
enthusiasm and his unusual native ability did not pre- 
vent his being set at the usual humble task of wash- 
ing bottles. Nor did they prevent him from doing his 
work well. He saw in his job the beginning of the 
path to what he dreamed of becoming. He took the 


path and followed it. 
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Offers the Hardware Dealer a New 
Sales Opportunity in the Addition of 
The REVCO BALLOON 


ORE evidence that Revere is looking out for the 
interests of its dealers. 
There is unquestionably a big demand today for a 
low-priced balloon tire of dependable quality. 
So Revere has added to the line, the Revco Balloon— 
sturdy, good-looking, economical. 


It has all the reputation of Revere quality behind it. 
It can be sold at a price to put inferior, “bargain” balloons 
out of the picture. 


The Revco Balloon opens up a new and profitable 
field of business to the Hardware dealer. It makes the 
Revere Line more complete than ever. 


See the nearest Revere distributor at once. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 














of early fall business. 





season. 
year. 


AUTOMOBILE TIRES AND ACCES- | 
SORIES. 


ing well, 
quiet. 


BINDER TWINE.—Orders 
now, as the early buying is over 
and demand for twine for binding corn | 
has not. yet become active. 
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Midsummer Trade Active in Cleveland 


Territory—Prices Remain Unchanged 


(Cleveland office of HARDWARE AGE) 


ARDWARE sales held up well throughout July and jobbers report 
the total volume fully up to normal for a midsummer month. 
Feeling in the trade is good and jobbers look for a good amount 


Retail sales in Cleveland have improved the 
past week or two and are very satisfactory for this time of the year. 


While staple merchandise is moving well, business in seasonal goods 


for fall and winter shipment continues to drag. 
seem willing to allow manufacturers and jobbers to carry stocks rather 


than put them on their own shelves. 
a large extent are deferring buying of seasonal merchandise till nearer 


the time the customer demand arises. 


Retailers as a rule 


Following this policy, retailers to 


Jobbers have commenced to ship guns and ammunition for the fall 


and sales have been better than a year ago. 
has developed in either heating or cooking stoves for fall shipment. 


So far very little activity 


Prices on lawn mowers and refrigerators have come out for next 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
cord, $7.95: heavy duty oversize, 
$10.50; 32 x 4 Liberty cord, $13.25; 
heavy duty oversize, $17.45; 34 x 4% 
in. heavy duty oversize, $25.85; bal- 
loon tires, 27 x 4.40, $11.25; 29 x 4.40, 
$11.45: 30 x 5.25, $18.25; 32 x 6, $27.50; 
32 x 6.20, $31.95; tan tubes, 30 x 3%, 
210: 32 x 4, $3.05; 34 x 4%, $3.80; 
balloon tire tubes, gray, 27 x 4.40, 
$2.25: 29 x 4.40, $2.35: 30 x 5.25, $3.20; 
32 x 6, $4.10; 32 x 6.20, $4.60. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50: Champion X spark plugs, 
45c. each for less than 100 and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Orders for fall shipment are 
rather light. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.: unhandled, $15.50 per 
doz.: double bitted, handles, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.: 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—tThe call for radio bat- 
teries continues quite active. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 

No. 766 B batteries. $1.30 each for 
unit packages and $1.40 for small 
lots. 

Eveready B batteries, No. 186. 
$23.58 each for unit packages and $3.85 
each for smaller lots. 

No. 6 ignition type dry cell batter- 
ies, 32c. each. 


Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50 i 
gross f.o.b. Cleveland, and $6. 87 
f.o.b. Chicago or Auburn, N. 


are scarce 























These are practically the same as those that prevailed this 
A 5 per cent advance was made August 1 on boilers and radiation. 


—Sales of tires and tubes BOILERS AND RADIATORS.—A 5 
have continued good since the recent 
price reduction. Spark plugs are mov- 
but most accessories are 


per cent advance in boilers and radia- 
tors was placed in effect Aug. 1. 


BOLTS AND NUTS.—Orders are still 
coming out in good volume. Prices are 


firm. 

Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
eut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts, $3.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


COOK ERS.—These continue to be one 
of the best moving items. 

Jobbers quote No. 20 Conserve 
cookers, $8 each, f.o.b. Cleveland or 
factory. 

CORRUGATED ROOFING.—The de- 
mand is fair and prices are unchanged. 
Cleveland jobbers quote No. 28 
gage corrugated roofing at $3.99 per 

square f.o.b. Pittsburgh. 


EAVES TROUGH AND CONDUCTOR 


| PIPE.—Sales continue rather light. 


Cleveland jobbers quote eaves 
trough and conductor pipe at 77% 
per cent off list in crate lots de- 
livered. 

FANS.—There has not been enough 
hot weather to stimulate the demand 
to any great extent and buying this 
year has been rather limited. 


Cleveland jobbers quote Polar Club 
fans, 6 in. Jr., $3 each; 8 in. Jr., $3.20 
each: 10 in. stationary, $4.60 each: 
10 in. oscillating $7 each. Retoos for 
dozen lots are slightly lower. 


GALVANIZED WARE.—Prices are 
well maintained and the demand is fair. 


Jobbers quote f.o.b. Cleveland: 
Sprinkling cans, 4 qt., $5.90 per doz.; 
6 qt., $6.65 per doz.; 8 qt., $8 per doz.: 
10 qt., $8.75 per doz.; 12 qt., $12.50 
per doz.; 16 qt., $13 per doz.: gal- 
vanized pails, 10 qt., $2.60 per doz.; 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 
doz.: 16 qt., $3.80 per doz. 


GAME TRAPS.—Few orders have been 
booked as yet for fall shipment. 


Jobbers quote f.o.b. Cleveland: 
Victor game traps, No. 0, $1.10 per 








doz.; No. 1, $1.38 per doz.; No. 1%, 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 per doz.; No. 1%, 
2.83 per doz; No. 2, $4.38 per doz. 


GARDEN HOSE.—Prices for the next 
season will be announced in a few days 


Cleveland jobbers quote % in. 
double braid molded hose 10c. per ft.; 
same in higher grade, llc. per ft. 


GLASS BAKING WARE.—This is 
moving fairly well, orders being more 
plentiful than a few weeks ago. 


Jobbers quote f.o.b. Cleveland: 

Casseroles, round or oval, 1 qt. 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. ; 

Pie Pilates, § in., 50c.; 9 in., 60c.; 
10 in., 67c. 

“iene Pans, No. 212, 60c.; No. 214, 


Utility Dishes, No. 231, 67c.; No. 
232, $1.17. 

Tea Pots, 2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HANDLES.—The demand is_ steady 
and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected aie: ‘hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handies.— 
No. 7, 90c. per doz., finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork ge ye oe XX, 
4 ft., $3.90 per doz.; 4% ft., $4. 25 per 
doz.; X, bent, 4 ft., 80" per doz.; 


Garden Hoe Handies.—XX, 4% ft., 
= .30 per doz.; No. 1, 4% ft., $1.50 pe r 
OZ. 

Garden Rake WHandles.—XxX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 
Shovel Handies.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, $5.60 per 


doz 
, Seade Handies.—X grade, $5.40 per 
aozZ. 
HOSE REELS.—A fair volume of or-- 
ders is still coming in. 


Cleveland dealers quote Donley No. 
2 hose reels at $1.75 each; Reelezy, 
$15.85 per doz. 


ICE CREAM FREEZERS.—The heavy 
buying for the season is pretty much 
over and orders are for smaller lots 
than they were recéntly, being largely 
for fill-in purposes. 


Jobbers quote f.o.b. Cleveland: 

Lightning Freezers, 1 qt., $2.10; 2 
qt., $2.50; 3 qt., $2.95: 4 qt., $3.60; 6 
qt., $4.50; 8 qt., $5.85; 12 qt., $9.45; 
White Mountain Freezers, 1 qt., $2.40; 
2 qt., $2.80; 3 qt., $3.35; 4 qt., $4.10; 
6 qt., $5.20; 8 qt., $6.75; 12 qt., $10.75. 
Aute Vacuum Freezers, 2 qt., $4; 3 
qt., $5.33: 4 qt., $6.66. 


INCUBATORS AND BROODERS.— 
Quite a few orders are being taken 
for next season’s shipment. 


Cleveland jobbers quote incubators 
and brooders at 35 per cent off for 
factory shipment and 30 per cent off 
for mill shipment. 


LAWN MOWERS.—tThis year’s prices 


on lawn mowers have been reaffirmed 


| 
| 


on about all types. One high grade 


machine, the Forest City, that sold 


Reading matter continued on page 76 











August 12, 1926 


HARDWARE AGE 


75 














AMERICAN 
SCREW 
COMPANY 





Largest Greatest 
Stock Assortment 
Wood Screws 
Machine Screws 


Tire Bolts 
Stove Bolts 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 


























76 


last year for $16.85 for the 17-in. size, 


has been reduced to $15.30. 


Cleveland dealers’ new prices on 
other sizes of this mower are: 

15-in., $13.60; 19-in., $17.10; 21-in., 
$18.90. 


NAILS AND WIRE.—Regular prices 
are being firmly maintained. The de- 


mand is only fair. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 Ib.;: No. 9 annealed wire, $3 per 
100 Ib.; cement coated nails, $3 per 
100 lb.; polished fence staples, $3.70 
per 100 lb; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same 
hog wire, $3.50; American special hog 


wire, $2.50 
PAINTS AND OILS.—The demand is 
fair. Turpentine is unchanged, but lin- 
seed oil has advanced 2 cents per gal- 


lon. 


Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal. in 1 gal. 
cans. 

eg XO bye bbls., $1.02; 

bbl., $1.17 per gal. 
Linseed oil in bbls. $1.02: less than 
bbl., $1.17. Boiled, 3c. extra per gal. 
White lead, in 100 Ib. kegs, 15%c. per 
Ib.: in 60 and 25 Ib. kegs, 15%4c. per 
lb.; in 12% Ib. kegs, 15%c. per Ib.; in 
500 Ib. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING 
CLOTH.—With the approach 


quote as follows § from 


less than 


AND WIRE 


easing off. 


Cleveland jobbers quote poultry 
netting at 50 and 7% per cent off list; 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
biack, $1.85 per 100 sq. ft.; galva- 
nized, $2.05 to $2.10 per 100 sq. ft. 


els, 








of the | 


end of the buying season, orders are | 
_ taken for fall delivery. 
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PREPARED ROOFING, — Sales 


fair and prices are unchanged. 


Cleveland jobbers quote slate sur- 
face roofing at $2.10 per roll; common 
grade smooth surface roofing at $1.25 
per roll; high-grade smooth roofing 


at $1.60 per roll. 


RADIO EQUIPMENT. — Dealers are 
beginning to take an interest in radio 
equipment for fall delivery and are 
making inquiry as to changes in mod- 
Dealers look for a 
heavy demand next fall in tubes and 


prices, ete. 


other replacement parts. 


REFRIGERATORS.—Prices for 1927 
have been announced and are practi- 
cally the same as those that prevailed 
Prices on competitive lines 
are unchanged, but some of the better 
grades of refrigerators are slightly 
higher, and it is stated that the ad- 
vance in price is due to improvements 


this year. 


to corresponding models this year. 


ROPE.—The demand 
for this time of the year. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope 15%4c. per 
lb. for factory shipment and 16c. for 
shipment from stock; fodder twine, 
21 oz and coarser, llc. per Ib. 


SHOVELS.—The demand for these 
fair. 


Jobbers quote f.o.b. 
2 fourth grade $10 per doz. in full 
bundles; No. 2, third grade, $12 per 
doz.; solid shank shovels, Sycamore, 
$11.50 per doz. for full bundles and 
$12 for broken lots. Ruf-nek, $14.50 
per doz. 


SLEDS.—Few orders have as yet been 


= 


8 


Cleveland: No. 


Cleveland _—s rs quote sleds as 
follows: Flexible Flyers, 33% per cent 
off list f.o.b. Cleveland and 35 per 
cent off list f.o.b. factory. + y -w 
Glider, 32 in., $12.50 per doz.; in. 
$14.25 per doz.; 36 in., $16.35 ‘Be a: 


are 


is about normal 
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$22.25 


40 in., 

per doz.; 
STEEL SHEETS.—Mill prices are still 
irregular and there is some shading of 
jobbers’ prices. 

We quote from jobbers’ stock, 
f.o.b. Cleveland: Galvanized sheets, 28 
gage, $4.70 per 100 lb.; black sheets, 

28 gage, $3.81 per 100 Ib. 
STOVE ACCESSORIES.—Stove dam- 
per prices that prevailed last year have 
been reaffirmed for the coming sea- 
son. Sales of stove pipe, elbows, etc., 


$18.40 per doz.; 45 in., 
58 in., $2 26.15 per doz. 


for fall delivery have so far been 
light. 

Jobbers quote f.o.b. factory: Stove 
pipe in crates of 25 lengths, Security 
blued 28 gage, 3 in., $2.85; 4 in., $3; 

5 in., $3.46; 7 in., $4.05. 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.02; 4 in., $1.14; 5 in., 
$1.25; 6 in., $1.38; 7 in., $1.88; all per 
dozen. 

Stove boards in full box lots, paper 


lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in., 
$11.20 per doz., 26 in., $13. 25; 28 in., 
$15.50; 30 in., $18, and 33 in., $21.30; 
oblong, wood lined, 18 x 24 in., $9.95 
<9] doz.; 18 x 30 in., $12.50; 20 x 30 


$15.10; 24 x 36 in., $16.60; oblong 
no lined, 18 x 24 in., $6.45; 18 x 30 
in., $8; 20 x 30 Iin., $9.45; 24 x 36 in., 
$10. 10. 


Coal hods, galvanized, 17 in., $4.75 
per dozen for open models; i8 in., 
$5.30 per dozen: 17 in., closed with 
funnel, $6 per dozen. 


WEATHER STRIPPING. — Jobbers 
have booked a heavy volume of busi- 
ness, but orders are now quieting 


down. 


Cleveland jobbers quote weather 
stripping as follows: 

Protector, Nos. 336 and 342, % in. 
felt edge, metal bound, $2.20 per 100 
ft.; Nos. 536 and 642, % _. $3 per 
100 ft.; wood and felt, my $2 per 
100 ft.; % in., $2.75 per 00 "tt: 1 in., 
$4 per 100 ft.: Home Comfort, ‘500 ft. 
with reel, $4.85 per 100 ft.: same 
white, $6.50 per 100 ft.: Nero, 500 ft. 
reels with stand, $3.85 per 100 ft. 





Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, I1). 

MINNESOTA RETAIL HARDWARE ASSO0- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, Ho- 
tel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 





Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 
1, 2, 3, 4, 1927. Headquarters, Corn- 
husker Hotel. George H. Dietz, secre- 
tary-treasurer, 414-419 Little Building, 
Lincoln. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
1927. John B. Foley, secretary, City 
Bank Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual "ome 
Bldg., Dayton. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Bldg., Oklahoma City. 





PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC.. 
convention and exhibition, Commercial 
Museum, Philadelphia, Feb. 14, 15, 16, 
17, 18, 1927. Sharon E. Jones, secre- 
tary, 604 Wesley Bldg., Philadelphia. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND ExX- 
HIBITION, Jacksonville, Fla., April 19, 
20 and 21, 1927. Walter Harlan, sec- 
retary, 701 Grand Theatre Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. i. . Hodge, secretary, 
Abilene, Kan. 


Reading matter continued on page 79 
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Recommended 
by the best hardware 
men in America 


Hardware men know “ACCO” Proof BB and 
BBB Chain as an outstanding example of 
extraordinary tensile strength, unusually 
long life and uniform, unvarying quality 
that creates confidence. 
If you have never handled ‘“ACCO” 
Chain write for full particulars of its 
superior manufacture and special ad- 
vantages to your customers. 





American Chain Company, Inc. 
Bridgeport Connecticut 


In Canada: Dominion Chain Company, Limited, 
Niagara Falls, Ont. 
District Sales Offices: Boston, Chicago, New 
York, Philadelphia, Pittsburgh, San Fran 
8 


World's Largest Manufacturers of Weld 
ed and Weldless Chains for all 
Purposes and Makers of the Famous 
WEHED Automobile Accessortes 





Coil Chain 


Constructed only by the most expert chain makers. 
Test certificate furnished if desired. Supplied in con- 
tinuous lengths or short sections. Enlarged end links, 
shackles, hooks, rings, and other attachments furnished as 
specified. Sizes from 3/16-inch, for 650 pounds working 
load, to 1%-inch, for working load of 34,000 pounds. 


“ACCO” 
CHAIN 


SPECIALTIES 


Made by the makers of the famous 


WEED TIRE CHAINS 
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PRICED 


STAGES OF FOR 


TUNING - 


EVERY 
im Ui) 





Broad and easy or 
fine and selective 
- wirtually two 


sets in one cabinet. 
A type of set for 


every type of 
buyer. 


A national adver- 
tising campaign in 
leading periodicals 
and farm papers. 
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Exclusive sales 
territory for every 
AC DAYTON 
dealer. 
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Our strength pro- 
tects your busi- 
ness. Our policy 
Protects your 
price. 


Put these FIVE DOMINANT FACTORS 
Behind Your Radio Business 


ITH your own good common 
WV cense compare the 5 Domi- 
nant Factors of the A-C 
DAYTON franchise with any dealer- 


ship now offered you in Radio. 


1. A-C DAYTON Radio offers two 
distinct stages of tuning in a single 
set; one stage for the buyer who 
wants simplicity, another for the 
buyer who wants refinement. Its per- 
formance in the second stage is en- 
tirely above comparison in Radice 
today. 


2. The line contains 6 models of un- 


Desirable territory is open to aggressive dealers. 


usual beauty and distinction — both 
5 and 6 tube circuits—and is priced 


from $56 to $255 


3. Second Stage Tuning, its outstand- 
ing development, will be advertised 
in leading magazines and farm papers 
with more than 7,000,000 circulation. 


4. Every A-C DAYTON dealer is 
guaranteed exclusive territory, served 
by an exclusive distributor. 


5. Territory and price are both fully 
protected by the manufacturer, a 
company of large resources and 
years of notable success in Radio. 


Write us. 


THE A-C ELECTRICAL MANUFACTURING CO. 
Dayton, Ohio 
Makers of Electrical Devices for More Than Twenty Years 





Use the Coupon! 


Time is important in 
allotting territory. 
Send coupon today! 








H-A-8-12 Cr, 


The A-C Electrical Mfg. Co., ' 
Dayton, Ohio, : 


Gentlemen: I am interested in the 
5 Dominant Factors and A-C DAY- 
TON’S Exclusive Dealer Plan. Send 
full information at once. 


A-C DAYTON 
























$210.00 


The A-C DAYTON 
line of six handsome 
models. Priced from 
$56 to $255—prices 
slightly higher Den- 
ver and west. 
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Further on the Foreign Debts 


HEN it appeared that the United States was 

going into the war and that in view of our 
unpreparedness it was doubtful if we could give any 
material help by military arms there were some of 
our people who argued that we should assist by giving, 
not loaning, money and material. 

After the war, when we began to count up economic 
consequences, we found that our loans had reached 
staggering totals, and some among us were for halving 
them; others urged canceling them. 

Secretary Melion in a characteristically lucid com- 
munication has made clear just what we have done. 
In the first place he points out that a large part of the 
European indebtedness to us was incurred after the 
war. He does not over-emphasize what is well known 
to economists that to a large extent this indebtedness 
was recklessly incurred and its proceeds unwisely 
squandered for selfish ambitions. 

Secretary Mellon summarizes that we have settled 
with Great Britain for a “present value” of $3,297,- 
000,000 and that her post-Armistice indebtedness to us 
was $660,000,000. France’s after-the-war indebtedness 
alone, with interest, was $1,655,000,000 and we have 
settled for a “present value” of $1,681,000,000 for 
everything. The corresponding figures for Italy are 
$800,000,000 and $426,000,000 respectively. For 
Belgium $258,000,000 and $192,000,000. Similarly as 
to Serbia. 

We have, therefore, canceled all that we gave during 
the war, except as regards Great Britain. In the glory 
of that great nation there is no attitude of medicancy. 

Secretary Mellon further makes it clear that these 
foreign loans were not made out of any American gov- 
ernmental fund. The means were raised from our 
people on the Liberty and Victory loans and proceeds 
thereof were reloaned to Europe. Our Liberty and 
Victory loans have to be repaid in full. Every penny 
that has been knocked off the obligations of the several 
countries of Europe has still to be raised by taxation 
of our own people. No American has any reason to 
reproach his fellow citizens for absence of generosity. 





True Talk 


A cleancut, definite object has a lot to do with thrift, 
but don’t put your objective too far off. A good view is 
that five years ahead is enough. By the time you catch 
up with that objective you will be in a better position 
to drive down another stake. Beware of conflicting 
purposes and indecision. A double-minded mind is un- 
stable in all its ways. Pick out one target to shoot at. 
Some fellows are always chasing two jackrabbits, going 
in opposite directions, and they generally fail to get 
either of them. 

If you have a definite objective and know exactly 
what you wish to accomplish you will not let false pride 
about your work worry you a bit.—Anonymous. 





Only a clock can keep going on tick. 





Quickly 
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A proven success! 


WURLDSBEST 


All-Metal Window Ventilator 


New—different—better! Proven successful in New 
York, Boston, Philadelphia—the all-metal Wurldsbest 
Ventilator will quickly prove its appeal to your better 
class trade. 

No comparison between this quality article and the 
ordinary fabric ventilator. The Wurldsbest is all- 
metal—beautifully enameled—equipped with adjust- 
able end-pieces and a copper-bronze wire screen. 
Perfect ventilation at last without drafts, dust or 
dirt, and absolutely storm proof. Write for full 
information and prices today. 
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adjusted outside 
sash, so that window car 
be lowered completely or 
opened wide without re- 
moving Ventilator. 
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An ideal companion piece— 
the Wurldsbest Humidifier 


You can sell one of these Humidifiers for 
every important radiator of every room. 
Galvanized metal, made to hold one gallon 
of water. Finished in aluminum or gilt. 
Size 9 x 12 x 2 inches. Slips between radi- 
ator and wall—keeps air healthfully moist 
—saves health, furniture, coal. Write for 
literature. Allweather Ventilator Co., Inc., 
11 Broadway, New York City. 























Steel Bar Carpenter’s Clamp 


y |i 


Style No. |. The Original Notched Bar 









Carpenters and Cabinet Makers say this Clamp has won- 
derful holding power. That is because the notches are 
cut on the LOWER EDGE of the bar, instead of the 
upper edge, which gives greater holding power to the 
sliding jaw. 

Holding power is the thing to emphasize to Carpenters. 
The Bar is rolled in our own rolls from a special quality 
of stiff steel which insures maximum strength. The 
wrought-iron screw is provided with a deep thread. 
This feature also insures strength and long life. 


Write for Circulars and Discounts 


Manufactured by 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U.S. A. 


Sales Representatives: 


W. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. 
GEO. J.B. RAMSDEN, Canadian Representative, St. Thomas, Ont. 
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After 10,000 
years 


—the romance 
of a new 
invention 


ROM the dawn of history humanity 

has striven to satisfy its always press- 
ing need for vessels to hold water and 
other liquids—and always the containers 
have had their defects. 


Clay pots broke. Earthenware absorbed 
its contents. Wood broke or became 
foul. Metal rusted—-the cheaper the 
quicker. 


Now, after 10,000 years, modern science 
has produced an ideal container, known 
as Cordleyware. 


This Cordleyware is a non-conductor of 
heat and cold—it is seamless—water- 
proof —noiseless—rustless— taint and 
odor proof—and virtually indestructible. 


And last of all, it can be produced and 
sold in vast quantities at smal! cost. 


Cordleyware_ products 
=~ include pails, fire pails, 
keelers, waste baskets, 
vases, umbrella stands, 
waste paper cup containers, 
knife keelers and spittoons. 
Write tor finishes, sizes, full de- 
tails. Cordley & Hayes, 10 Leon- 
ard Street, New York, U. S. A. 





Cordleyware 
Waste Basket 






= -_ Cordleywure waste 
pee baskets, vases, pails, 
aoe F-— efc., are made 
sre" Cordley & Hayes, 
10 Leonard Street, 
New York City. 


Cordleyware is made ¢ - 
by Cordley & Hayes, 
worlds largest®é 


drinking devices, @ 
10 Leonard Street, 
New York City. 
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Collecting from the 
‘‘Slow to Pay’’ 


- is surprising how many apparently unsurmountable 
mountains in collection work easily pass out of the 
picture as a result of the personal interview. The 
debtor who will send in letters of a nature so hot 
that they will almost scorch the postman’s hands will 
often, indeed usually, prove more than satisfactory and 
tractable when called on in person. 

It would be difficult to visualize a collector’s calls as 
an honor and yet there must be something in them 
which is like pouring oil upon the troubled waters 
which once seemed about to boil between creditor and 
debtor. A man who has long been a professional collec- 
tor, making dozens of calls almost every day, testifies: 

“I collect from many men and women who say to 
me: ‘That company wrote me such insulting letters 

that I just made up my mind I wouldn’t pay until I 

had to. If they’d dared to send one of their brutes 

instead of a gentleman like you, I’d throw him out of 
the door.’ I’ve been a professional collector for 
twelve years and I’ve not had a physical encounter 
in that time though I’ve had threats aplenty. It’s 
always bluster. You only have to keep your temper 
yourself and the big threats ridiculously anti-climax. 

Maybe it’s a trade secret, but the fact is that we 

make our living not out of ‘dead-beat’ accounts but 

out of perfectly good claims that merchants have 
just plainly bungled in trying to collect by their cut 
and dried methods.”’ 

The moral from all this for the merchant certainly 
is to use the personal call method wherever possible, 
and to the exclusion of letters, no matter how clever 
and effective. The Standard Oil Company seldom uses 


letters; but even the smallest of its customers knows 
| that, if his account is allowed to run longer than the 


15th of the succeeding month, a pleasant-faced gentle- 
man will inevitably come around to remind him of the 
fact. And he will not be made to feel any offense «bout 
it either. 

Next best to the personal call is the telephone method 
of effecting collections. [ts great advantage is that 
it can be made far more personal and individual than 
any letters. In addition, it is always possible to get 
some definite reply over the telephone and an immediate 
reply at that. A great many merchants follow the prac- 
tice of employing a pleasant-voiced girl at their offices 
assigned to this work in the event that its extent makes 
it impossible for them to handle it individually them- 
selves. It is relatively easy to train a young woman 
in this sort of work. 

Any type of collection methods succeed best when 
planned so as to meet the debtor when he is in the most 
receptive mood for the appeal. And collecting over the 
telephone can most easily be so planned. With a great 
many debtors, there are pay days when collection efforts 
are most apt to bear fruit. With a great many, too, 
the telephone appeal made early in the morning or 
during the leisure hours of the evening will bring best 
results. But all of these details must be studied and 
deductions must be made individually. 

An important thing to bear in mind in collection 
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work is that, contrary to customary belief, by far the 
greatest number of slow debts does not arrive as a 
result of initial orders but from accounts which have 
been with the house for some length of time. In other 
words, the customer usually pays his or her first in- 
debtedness with a promptness which is commendable. 
Later failures are usually due to inactivity or lack of 
system on the part of the collection man in seeing to it 
that the same promptness is expected of the customer 
right along. 

At the outset, some adequate method must be devised 
for accurately following up the progress of collection 
methods. Many merchants find it a simple and effective 
plan to make duplicate copies of such of their statements 
as show delinquent balances on the Ist of the month and 
of “tickling” them ahead for special attention at a 
later date, say the 10th, 15th and 25th of the month. 
At that time they will carefully check against the ledger 
to bring them up to date before any collection measures 
are initiated. 

If there is any correspondence, or letters or carbons 
of letters, they are carefully attached to these invoices. 





Bells in Early Days Used to 
Tell Hours 


N Holland and Belgium, about the middle of the 
| Fifteenth century, when timepieces were rare, and 
the people were much more dependent upon the town 
clock for knowledge of the time of day or night, it be- 
came a custom, as a premonitory signal, to precede the 
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striking of the hour by a short automatic chiming on | 


three or four small bells hung in the clock tower. 

As this town and that sought to surpass its neigh- 
bors, the bells were increased in number and the 
musical scale of tones and halftones thus became 
complete. Brief melodies began to be heard at the 
hour and the half hour, and with the addition of still 
more bells came, at these divisions, whole tunes played 
upon three or even four octave of bells. All this play- 
ing was automatic. 

Then came the adoption of the keyboard, similar to 
that of the organ, with each key representing a bell 
note and readily responding to the art of the accom- 
plished musician. Soon pedals were devised to play 


the heavier bells. 
Thus, in the course of two or three centuries, was 


developed the carillon.—E xchange. 





“More small retailers fail because of incompetency 
than for lack of capital,” Bradstreet tells us. 

If it’s a fair question, when do those retailers be- 
gin being incompetent and when should they have be- 
gun to be competent? 

It seems to me that it all dates back to the days 
when they were learning the business behind the 
counter in some other man’s store, but not learning 
it fast enough or well enough. 


> 
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A NEW Product 
by an OLD Company 


The introduction of CLOVER Brand boxed 
Flint Sandpaper will put your Sandpaper busi- - 
ness on a profitable basis again. CLOVER 
comes in attractively colored boxes which easily 
dominate any other display on your shelves. 
Long experimentation by a company with twenty 
years’ experience in the abrasive field has devel- 
oped a Sandpaper “As good as CLOVER Grind- 
ing Compound.” Surfaced with the hardest, 
crushed Flint inseparably cemented to the tough- 
est of paper. Try to rub the grit off and you 
rub the paper with it. Selling Sandpaper is no 
longer a problem of handling unsightly sheets 
merely as an accommodation. 


Ask your jobber for CLOVER Brand Flint Sandpaper. 
If he cannot supply you, we will ship direct and prepay 
charges. Send for samples. 


Clover Manufacturing Co. 


110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 
a 
eee | 


The Ream unit 

package for 

large users. Can 

be reshipped 

without repack- 
ing. 


Eight grades, 
No. 2-0 to No. 3, 
Standard 9”x11” 
and 834”x10'\4” 
Sheets. 





Clover Dealers Get Clover Business Service Free 
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Eixit—Caveat Emptor 


By Harry Botsford 


of the wild tribes that lived along the Mediter- 

ranean Sea and’dreamed vast dreams of a com- 
mercial empire. The process of making an interchange 
of goods, however, while simple, was fraught with con- 
siderable hazards. 

It worked out something like this: The Greeks or 
Phoenicians would load up a boat with trade goods, and 
their galley slaves would row the enterprising traders 
along the shore. Evidence of tribal encampment being 
noted, the crafty traders scanned the lay of the land 
carefully, ever on the alert for a possible ambush. Sat- 
isfied that a certain margin of safety existed, the 
traders landed, and in a neat pile on the shore they 
placed a certain volume of trade goods. Then they de- 
parted. At least, their boats pulled away from the 
shore to a point where the possibility of a stray arrow 
reaching them was rather remote. Then, from the hid- 
ing place, the wild tribe descended on the pile of trade 
goods and examined them warily. They selected what 
they desired and in return left certain and sundry of 
their own trade goods. Then they departed, and the 
traders pulled in and examined the exchange items and 
departed after swift loading. 

It was a very crude commercial transaction. The 


i 2 HE Greeks and Pheenicians viewed the raw wealth 
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Rivets 
Roofing Nails 









chances are that in the process someone would be 
swindled. Both sides were not above trickery. And out 
of this method of trading there grew up a tradition, 
a tradition that has attained the dignity of mention in 
the legal rulings of the civilized world which, boiled 
down, amounts to this Latin phrase, “Caveat emptor” 
—let the buyer beware! 

And for centuries the buyer did beware. Every busi- 
ness transaction was a battle of wits, and usually the 
odds were against the buyer. The buyer had a settled 
conviction that the vendor was out to do him, and this 
distrust was responsible for a species of feud that was 
not good for the morals or the advancement of com- 
mercial exchange. Caveat emptor ruled the commer- 
cial world, ruled it with an iron hand, cruelly, unfairly 
—the greatest brake ever put on business. The farmer 
was gold-bricked to death; the average citizen discov- 
ered that buying was more or less a gamble, whether 
the purchase involved a canned product, a suit of 
clothes or a bar of laundry soap. Even the purchaser 
of goods in volume had to exercise unusual care to keep 
from being swindled: the fact that a purchasing agent 
was buying goods in hundred gross lots did not protect 
him or the organization which he represented. 

The old days, thanks be! are gone. 





Pipe Couplings 
Scratch Brush Wire 
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BRIDGEPORT, CONN. 








paaenaaeaeanneaeneaedererene dened dete eves) > sss > > ST 


SA SSSA SS 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
Milton Pray Co., San Francisco, Les Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. é 


Trade Mark 
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What put the old demon, 
Caveat emptor, out of business? First, common sense 
was probably the greatest contributing factor. Com- 
mon sense that realized that, after all, honesty was the 
best business policy; common sense that realized that 
certainty and stability should govern commercial trans- 
actions of all kinds. The application of that peculiar 
brand of common sense gave business a tremendous 
impetus—and it also acted as a gyroscope of sorts. 
Today, by a process of evolution, that common sense is 
popularly known as business and commercial ethics. 

Perhaps the second greatest weapon that put Caveat 
emptor on the run was advertising, that is, intelligently 
written advertising. Time was when the Latin phrase 
and advertising walked hand-in-hand. The advertiser 
made vast and impossible promises to lure the sheckle 
from the purse of the buyer. Advertising was then, to 
all intents and purposes, a boasting contest, each adver- 
tiser striving to make himself heard above the shouts 
of the others. Then advertisers saw the light. “Let’s 
tell the truth!” they said. And then and there adver- 
tising became the Big Brotherr of Selling. It became, 
in part, a portion of merchandising. The public reac- 
tion was, naturally, slow. But gradually public confi- 
dence was gained. Advertised goods became staples; 
the buyer placed absolute confidence in certain brand 
names and in certain trade marks—and the citizen who 
moved from one State to another, from one city to an- 
other, always called for goods that were advertised— 
goods in which he had faith. 


‘What has happened? 
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Vendors reached a point where they began to realize 
the important fact that relates to the second sale: that 
it is the second sale that really proves the virtue and 
worth of the first sale. Spending no longer was a com- 
mercial adventure. And when that happened Caveat 
emptor scuttled away to the alleys and byways of com- 
mercial endeavor. Beaten, but not completely out of 
business. 

Let the buyer beware! You seldom hear it any more, 
and its rarity is due largely to the fact that it doesn’t 
pay to trifle with the purchaser’s dollar. Caveat emp- 
tor isn’t in almost permanent hiding because of any 
great moral wave that swept over the country; it has 
all happened simply because of a very natural economic 
pressure. 

Ridicule is one of the most deadly of all lethal 
weapons. And the man who attempts to introduce into 
any form of commercial endeavor his own pet brand of 
Caveat emptor is wide open to broadsides of ridicule, 
regardless of his field. He can’t stand up under that 
punishment; he must either get out of business or 
change his policy to conform with that of common 
practice. 

They tell me that even. the used-car business, even 
the horse traders have revised the ancient selling 
methods. Truly, Caveat emptor is on the run—and we 
hope, prayerfully, that it is a non-stop affair. 





A scowl is only a smile in reverse. No wonder the 


wearer of it goes backwards. 





ALL CRESCENT TOOLS HAVE A “FAMILY RESEMBLANCE” 
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The “‘father’”’ of the 
Crescent Tool family 


Everyone knows what the 


Crescent Wrench will do ‘ 


ACK in the days when 

an automobile was still a 
‘thorseless carriage’ the Cres- 
cent Wrench established the 
‘** family traits’’ 
which make 
Crescent Tools 
first choice 
among experi- 
enced mechan- 






when there are nuts or 
bolts to be tightened or 
adjusted. That is why 
“‘Made by the originators of 
the Crescent Wrench’ is 
another way of 
saying ‘“‘Here is 
a tool you can 
count on forcorrect 
design, lasting service, and 
thorough dependability.” 


your regular jobber. 


















The “family traits’? of the 
Crescent Wrench are now 
found in a complete line of 
tools for mechanical and 
electrical work. The Crescent- 
Smith & Hemenway line in- 
cludes cutting pliers, cold 


CRESCENT TOOL Co. 
204 HARRISON ST. 


chisels, snips, hack saws, nip- J AMESTOWN, NEW YORK 
pers, auger bits and similar 
tools for a wide variety of 


work. Get these tools from 


















~ CRESCENT-Smith Hemenway 


Mechanics’ é. Flectricians Tools 





84 

















— kl Ft, 


Save 
Steel Sheets that Resist Rust! 
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The destructive enemy of sheet metal is rust. | 


It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


Sheets 


and Roofing Tin Plates 
ii 








Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 


flumes, and all uses to which sheet metal is adapted, | 


above or below the ground. Our booklet Facts tells you 
why. We manufacture American Bessemer, American 


Tin Plates for every requirement of the sheet metal 
working, hardware, and builder's supply fields. 


Black Sheets for all purposes 
Keystone Copper Steel Sheets 
Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 
Formed Roofing and Siding Products 
Stove and Range Sheets 
Tin and Terne Plates, Black Plate, Etc. 

Our Sheet and Tin Mill Products represent the highest standards of quality and 


utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFrFices 











New York 


Chicago Cincinnati enver Detroit New Orleans 
Philadelphia Pittsburgh St. Louis 
Pacific Coast Representatives: UNirep States STEEL Propucts Co.,San Francisco 


os Angeles Portland Seattle 


Export Representatives: UNitTep States Street Propuctrs Co., New York City | 
_and I really believe it could have been sold had there 


been some intelligent persistence. 











—————— 
a RRR TT 
RR RS RR TT TL 
RR A TT 


—— 


} 
i 
' 
| 


| boss trouble. 





August 12, 1926 


Says the Man 
Behind the Counter 


66 ELIEVE me, I’m not going to spend all my 

B life working behind somebody else’s coun- 

ter,” a young man told me. “I’m going to 

have a store of my own and let someone else stand 
and take it from the dear public.” 

“So you figure that you have a hard time of it, 
standing there and listening to the complaints of the 
public,” said I, “saving the boss all that unpleasant- 
ness ?”’ 

“Oh, I don’t know as I am so anxious to save the 
I pass ’em all along to him, anyway.” 

I had my mouth all open to ask that young man 
what he thought was going to save him when he be- 
came a boss, but I thought, ‘“What’s the use?” 


Alibis 


The men who have made good in the hardware busi- 
ness or in anything else have never been alibi men. 
You never hear any alibis from Ty Cobb. Babe Ruth 
tried them for a season and pretty nearly lost his 
hold on the fans. The fellows you hear trying to make 
their handicaps explain their failures are fellows who 
would fail with everything in their favor. Everybody 
distrusts an alibi. The alibi man makes only about 


a 50 per cent effort. 


Personal Practices 


Speaking of little- personal practices that disgust 


women customers, and there are some such in hard- 


woman customer. 


ware stores as well as in others where goods are sold 
about which people are less finicky, I am reminded of 
an incident in a chain grocery the other day. 

The grocer was going to weigh some nuts for a 
His small and presumably pre- 


-cocious boy stood by and saw his father lift the scale 


pan and blow the dust or cracker crumbs out of it. 
“That’s right; spit in it first!” said Young America. 
The customer laughed, but it was rather a weak 


laugh, reak the laugh of th 
Open Hearth, and Keystone Copper Steel Sheets and | laugh, and even weaker was the laugh of the grocer 


The Easy Way 
The easy way when people object to the price is 
the way followed by a hardware store salesman in the 
following incident. 


A customer had asked to see lawn mowers. The 


salesman began to show him one of the store’s best 


mowers, a good value in a fairly high priced mower. 
“How much is that?” asked the prospect. 

“Nineteen-fifty,” replied the salesman. 

“It’s a pretty expensive mower, isn’t it?” responded 
the customer. 

“We have them cheaper,” the salesman immediate- 
ly responded, and instead of sticking a little to that 


good mower and explaining its desirable features and 


what made it so well worth the price, he switched right 


over to another and said, “Here’s one for fourteen 


that’s a pretty good one and here’s a cheaper one yet 
for eleven. Any of these will do good work.” 
Of course, the sale of the best mower was all off, 
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All in the Day’s Work 


(Continued from page 45) 





Here is a good story of a quick come-back. When 
{ was in Paris, the telephone rang one day in my room 
at my hotel. My telephone caller was an ex-hardware 
man. He had formerly traveled for The Shapleigh 
Hardware Company in Louisiana. He had heard I was 
in Paris and would like to see me. “I guess this is a 
touch !”—said I to myself, but I made an engagement 
at my hotel for the next morning. This ex-hardware 
salesman called. He was middle-aged and very well- 
dressed. We had a most pleasant chat. He had traveled 
for years in Louisiana. He was of French descent and 
spoke French fluently. He asked, if he called the 
following afternoon with his car, would I go out to his 
villa near Paris, meet his wife and have tea? I accepted 
the invitation. He called with a handsome limousine. He 
had a large, beautiful place. His wife was most attrac- 
tive. Everything indicated prosperity. As we sat in 
a little rustic arbor in his garden, he told me the fol- 
lowing interesting story: 


When he traveled in Louisiana as a hardware sales- 
man, he and another salesman used to buy up hard- 
wood and ship it to certain furniture dealers in France. 
They made very good profits. They finally thought, if 
they could do so well in a small way, why not go into 
the business on a large scale? They hired a sailing 
ship, loaded her up with hardwood and then my friend, 
the hardware salesman, sailed with the ship for France. 
When he arrived and called on the hardwood dealers, 
they were terrified at having such a quantity of this 
particular hardwood in the market. They declined to 
buy. He had no money to pay the freight. The ship’s 
master wished to collect, unload and return to 


America. 

My friend went to the local bank, borrowed enough 
money to pay the freight and had the hardwood un- 
loaded in a local warehouse. The bank took a mortgage 
on the hardwood to cover their loan. He went to all 
the dealers he knew in France but he could sell very 
little of this hardwood. They would only buy from 
hand to mouth with this immense amount of stock 
hanging over the market. The loan at the bank fell 
due, he could not meet it, and so the bank foreclosed on 
their mortgage and our hardware salesman found him- 
self bankrupt in a foreign country. This was all very 
pathetic, but he told the story quite cheerfully. 


* *% % 


“You see’—said he, speaking English and smiling 
blandly upon madame, who only spoke French—‘“while I 
was trying to sell this hardwood, I met a very charm- 
ing, wealthy widow. My affection was reciprocated 
and, just at the time when the French bank closed me 
out, I married the widow.” Then he eloquently waved 
his hand toward the widow, the villa and the garden! 
“Won’t you have another cigar? I can recommend 
them!’’—he added. 


HARDWARE 


AGE 85 











EVERY SALE IS A LEADER 
FOR MORE! 





No. 2 CONE ONE OF 
TWINE MANY 
HOLDER MODELS 
a a 


HEN selling Arcade dependable hardware, you 

are assured of return sales. Satisfied customers 
are your guarantee of continued business. Arcade 
Twine Holders are sturdily built for satisfactory ser- 
vice under all conditions. Many models, for ball twine, 
or that wrapped on a cone. The No. 2 Cone Twine 
Holder is so constructed that it will function satisfac- 
torily on the counter, ceiling or wall. The base is 
tapered and corrugated and rod holding the Cone screws 
into base. Attractively finished in black enamel. 





Arcade Paper Cutter 


Arcade Paper Cutters are strongly constructed for long service 
and hard use. Spring and blade are of the best grade of 
tempered steel. Hard wood top piece is stained and varnished. 
Made in sizes from 6 to 36 inches. 


se , ; | 
Write us for catalog; ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 


ARCADE 
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Are Producers and Distributors at War? 


Ape between the distributors and the producers 
of goods is going on at the present time in Amer- 
ica with an intensity and magnitude comparable to the 
nineteenth century struggle between capital and labor, 
according to Richard Neustadt, director of the Retail 
Merchants’ Association of San Francisco. Mr. Neu- 
stadt recently outlined his views on this matter before 
a group of representative merchants in Oakland, Cal., 
and declared that the cost of this war is paid with 
interest by the general public. 

“This combat is seen reflected in the newspapers, 
stores and legislative halls of the nation,” he stated. 
“Producers are using their power to force the retailer 
to accept goods in greater quantities and at higher 
prices than the average retailer believes is good policy. 
This pressure is passed on to the public because of the 
retailer’s will to live and to continue in business. The 
retailer has no alternative in this matter, as things are 
constituted today. 


Too Much Service 


“Too many business men are carried away by the 
slogan of service, and by the idea of science in business. 
Most of the time the trouble is that the style of ser- 
vice given usually makes the consumer pay more for 
merchandise without giving him value received for his 


“To give service, credit has been expanded. Today 
it amounts to an epidemic. Wanamaker’s slogan, “The 
customer is always right,’ has been run into the ground. 
The installment method of selling in many cases costs 
too much, and the cost makes living higher for every- 
body. 

“Given a fair chance, the average customer is honest. 
Credit losses amount to only one-half of one per cent 
of the total out on credit. But the trouble is that over- 
extension of credit has induced people to become negli- 
gent, and slow in paying their bills, which, of course, 
keeps that much money idle, so far as the merchant 
is concerned. Interest on it must be accounted for, 
and this interest the customer pays. Personally, ft 
don’t see how that can be classified as service. 


Returned Goods Evil 


“As another phase of this catch-word customers are 
allowed, and often even encouraged, to return goods. 
This is a policy that is not good business either way 
you look at it—from the point of view of the merchant 
or from.that of the customer. It amounts to having 
15 per cent of the goods returned in most stores that 
practice it, which means that something must be done 
to make up the loss involved. Again, in the final analy- 
sis, the customer pays. 

“In short, the cry of service has been run into the 








(Reg. U. 8. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


f 


Sampies Gladly on May 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 


money. 


ervice 











300% Gain in Trade 





View of the spacious salesroom of Chas. W. Walmer | 
Hardware Co., \Vilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. [f you are seri- 
ously imterested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 


Please tell us how Chas. W. Walmer Hardware Co. increased | 
sales 300 per cent. Send interesting literature on your service. 


MONTPELIER, OHIO 
20 Vesey St., New York City 


Name 











| Address 
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ground, and its original meaning has been lost in the 
sophistry of fictitious values. The business of buying 
and selling requires, above everything else, a profit in 
every transaction. The matter of giving a customer 
satisfaction is an essential part of this, but it should 
not be made paramount, as so many seem to be doing 
today, at the expense of profit to the merchant and 
genuine satisfaction to the customer. 


Costs Increase and Public Pays 


“If the cost of production and distribution is in- 
creased by so-called service the public is the loser, and 
before long the public will begin to realize this, which 
will not be a good thing for either the producer or the 
distributor. When service costs too much the mer- 
chant has to pass it on to the customer, and this has 
been done so often since the war that the public is be- 
ginning to tire of it. 

“These things may or may not be remedied by the 
new order in business, which many are already re- 
ferring to as the ‘era of science in business.’ <A good 
deal of this so-called science is ridiculous. Business 
men are claiming professional standing even to the 
point of changing their names to such terms as ‘real- 
tor,’ ‘mortician,’ ‘chirotonsor’ and so forth. And the 
old trade school for those who had to go into business 
because they could not afford college or high school, 
has now been elevated to the high school and the college 
as part of the higher educational system. In ten years, 
it is said, these schools will be turning out a new type 


of business man. 
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Specialization 

“‘Whether their work will be good or bad cannot be 
forecast. Specialization is a good thing in many re- 
spects, but sometimes it results in whole departments 
of a business losing their perspective so badly that each 
department feels itself supreme, and then team work 
is impossible. The result of this is that the value of 
the specialization is nullified. 

“The years ahead will bring great and sweeping 
changes. We are undergoing a critical evolutionary 
development, the outcome of which no man can predict. 
It is of the utmost importance, therefore, that pro- 
ducers and distributors work together legitimately for 
the general good of business, rather than for the indi- 
vidual benefit of any one group.” 





It Makes No Difference If the 


Insurance Agent Does Know 


ERE is a case which illustrates so well the loose 
H way in which many, “if not most, business men 
take out fire insurance that I feel like devoting this 
article to it. 

Not very long ago a client was in my office talking 
about the question of fire insurance on his building and 
his stock. He is apparently the sole owner of his busi- 
ness, and it is operated under his sole name. Yet l 








A Statement of Fact 


You may shout from the housetops to all 
the burglary insurance companies, telling 
them what a marvelous article of protection 
you have. That means relatively nothing. 


But when every single one of them volun- 
tarily states in writing what a wonderful 
article of protection you have, that is 


A Whale of a Statement 


We should be glad to mail you a bound book, 
containing fac-simile letters showing just how 
Burglary Insurance Companies consider the KEIL 
Double Rotary Bolt Jimmy and Saw-Proof Lock. 


Originality is the source of contentment. 
SELL THE KEIL! 


INC. 


New York, N. Y. 


FRANCIS KEIL & SON, 


401-425 East 163rd Street. 
1876—1926 

















Every Car Owner Will Use 
These Wrenches 





Designed especially for individual car 
owners who desire to make their own repairs 
and adjustments. 


No. 4 Set—consists of 4 wrenches recommended for 
six different popular cars. 

No. 5 Set—comprises 5 wrenches carefully selected 
for use on twenty different popular cars. 

No. 6 Set—the six wrenches in this set will reach nuts 
and bolts on Ford cars. 


All these sets are put in convenient canvas rolls. 
Ask your jobber’s 


salesmen or write us 
for catalog No. 500. 


Dealers everywhere 
are proving that to 
display these sets is 


to sell them. 
ALDEN~WORC ene 


SunswSnuny er. WORCESTER. MASS... U.8.A. 
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NORTON 


All meshes, all widths, 
painted or galvanized. 
Painstaking care makes 
our Screen Cloth wear. 


SCREEN CLOTH 


“Established 52 Years’’ 


Norton Iron Works, Ashland, Ky. 














A Good Seller 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de 
signed Glass Knobs, ground and 
polished, silver hacked, giving 
high lustre. Our Patented Dead 
Bolt Night Latch 
is another money 
maker, 

Send for New 

Catalog No. 7 


dij) INDEPENDENT IOCKCO,1 











Fitehburgz, Mass., U. 8S. A 


Manulacturera of Cylinder Locks 
Knob Sets, Key Blanka, Auto Switch heya 


Padlocka, Inaide Door Seta, (jlaaa 
and Hardware Spectaltiea 











Designed to Meet the New Demand 


This practical new 
(,reen Line llousehold 
Pool Case fills a big 
necd in the’ home. 
That’s why it’s so easy 
to sell. Householders 


HOUSEHOLDER’S GENERAL CASE 


everywhere want it. 
Sell the Green Line, feature the General Household case 
and make more money. Consult your jobber. 


GREEN-CASE, Inc., RACINE, Wis. 


New York Office and Warchouse—89-91 Warren St. 


Tackle Boxes Vhae QGIRIEIEN Line Fly Books 














M. S. BROOKS & SONS 
CHESTER, CONN. 





BROOKS for HOOKS 
Oldest Manufacturers of 


BRIGHT IRON AND 
BRASS WIRE GOODS 


All kinds of Special Wire Goods Made to Order 
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knew that a sister-in-law held a one-fourth interest in 


all the business assets. 

He had just taken out a rather heavy policy on both 
the building and the contents, and in looking over it I 
saw that it contained the usual clause, “This entire 
policy shall be void unless otherwise provided by agree- 
ment in writing added hereto if the interest of the 
insured be other than unconditional and sole owner- 
ship.” 

That means that if you take fire insurance on prop- 
erty as your own, and it develops later that you weren’t 
the sole owner of it, the policy is void. Not even your 
part of it is good. 

I pointed this out, and told him he should tell this 
to the company’s agent and have a rider added to the 
policy agreeing to insure the joint ownership of him- 
self and his sister. 

“Oh, that’s all right,” said he, “the agent knows all 
about it. I told him. He said it would be all right.” 

The reply which I made is the text of this article, 
viz.: that the mere knowledge by an agent of the ex- 
istence of a fact affecting the policy, or his statement 
that it “will be all right,” does not bind the company 
or deprive it of its right to declare the policy void after 
a fire has occurred, 

A report of a case precisely in point is before me. 
In this case a business man owned a building which 
had been built on land that he didn’t own—rented land. 
That is often done in certain sections. He also owned 
the contents of the building. He went to an insur- 
ance agent who knew this, and took insurance on the 
building and contents, which is practically all that any- 
body ever takes insurance on, anyway. In the policy 
was the following clause, which appears in practically 
all policies: 

“This entire policy shall be void, unless other- 
wise provided by agreement in writing added here- 
to, if the subject of the insurance be a building 
on ground not owned by insured in fee simple.” 

A fire occurred, and the building and contents were 
destroyed. The company refused to pay anything for 
the building, on the ground that the policy had been 
violated, as the building was on ground not owned by 
the insured in fee simple. The holder of the insurance 
brought suit and proved that the agent who accepted 
the insurance knew all about the fact that he didn’t 
own the land. The court held that that made no dif- 
ference: 

“The first contention of insured cannot be sus- 
tained. In the Federal Courts, it is well settled 
that where, as in this case, the policy provides that 
no officer or agent shall have power to waive any 
of its terms, except by written indorsement, mere 
knowledge on the part of the agent issuing the 
policy does not waive breach of the condition there- 
in contained.” 


So the owner of this building was out his insurance, 
solely because he lost sight of a point about his policy 
which I trust that no reader hereof will ever lose sight 
of now. 

(Copyright, July 31, 1926, by Elton J. Buckley, Esq., 
Counsellor-at-Law, 1206-11 Liberty Building, 
Broad and Chestnut Sts., Philadelphia, Pa.) 
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Dependence 


HE individual who becomes inflated over the im- 
gh freveriomen of his own identity, who imagines he is 
“boss” of all he surveys, and dependent on no one for 
his state of well-being, is usually the most deluded 
human in the world. He confuses these things with 
his ego to such an extent that he gradually comes to 
believe that he really is responsible for it all—fre- 
quently forgetting just how meager his self-depend- 
ence would be if it were not for others. 

And so it is with nations, as we are interestingly 
informed by ex-Secretary of Commerce William C. 
Redfield, in his book “Dependent America.” The 
author says that so accustomed are we to regard 
America as self-supporting, that we fail to see the 
tremendous number of things we would have to do 
without if it were not for other nations. The book is 
not intended to strike an alarming note in our con- 
sciousness. Rather is it meant that this dependence 
upon other nations for certain needs brings us into 
friendly touch with races in every quarter of the 
globe, thus enriching us with the varied wealth of the 
world. 

Discounting our great production of wheat, corn, 
potatoes, iron, copper, lumber, petroleum and other 


essentials, Mr. Redfield mentions the things we would. 


miss if communication with some of these other 
nations would be interrupted. Without binding twine, 
he says, the American farmers’ self-binding reaper is 
useless, Yucatan being depended on for that. The 
South’s entire cotton crop is shipped in bales covered 
with cotton bagging, for which supply America is 
dependent upon India. Automobiles are worth nothing 
without tires; the rubber industry, thanks to the dis- 
coveries of Goodyear, is American in origin and de- 
velopment, but for its raw rubber America is depen- 
dent upon the Far East. 

Shellac? This report reads very much like a story. 
He tells, for instance, of swarms of tiny insects 
digging into the bark of certain trees in India and 
spreading the sap about. Then come natives who 
break off the sap-incrusted branches and make the 
“sticklac” into what we know as raw shellac. A 
quantity of this product was sent to Calcutta in the 
usual course and loaded on a steamer. Half-way on 
the long voyage through the Indian Ocean, the Red 
Sea, the Mediterranean and the Atlantic, fire broke 
out on the steamship. A delay of two months was 
accepted as inevitable in the delivery of the shellac, 
which, it was feared, moreover, might be found to 
have been damaged. The result was an advance in 
price of shellac in the United States, for “this lot had 
been relied on to take care of absolute needs.” 

Thus, we are led to draw our own conclusions re- 
garding self-sufficiency and self-dependence. Shellac 
does not occupy a very large share of our thoughts 
when the supply is plentiful, and when the price is 
“right,” but let the source be curbed and all manner 
of howls go out on every side. The situation is much 
like that of the healthy man and the doctor—he never 
calls on him when he is well.—The Bulls-E ye. 
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Olive-Knuckle 


The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle” 
which sold at about $3.50 per 
pair in iron. We offer this Hinge in 
iron (malleable) at a price which makes 
its use possible in competition with ordi- 
nary butts. Supplied in Malleable Iron, 
Brass or Bronze Metal. 









Hinge 













Friction Stay 
When 


Doors, 
dows 
Transoms, 


applied to 
Hinged Win.- 
swinging in, or 
holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 
Designed on the 
principle of a multiple 
disc clutch, with six 
friction surfaces one 
inch in diameter; fric- 
tion adjustable. 
Circular on requeat. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 































A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 
OO _* 
A FULLY RODDED 


STEP-LADDER 


WITH RIVETED TOP, ONE-PIECE PAIL-SHELF At 
18c. PER FT. IN 3, 4, & and 6 ft. LENGTHS. 


ABOVE PRICES ALL F.O.B. FACTORY 


STERLING STOOL & STEP-LADDER co. 
_ STERLING, ILLINOIS 
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Stop Those Customers with Signs 


It's easy to make signs 
that will cause 
to STO? and the ones 
who stop are 
who BUY if your goods 
right. 














people 


the ones 


and prices are 


Many hardware stores 
wo. er . Save money every time 
Pye Weer they need signs and 
pi AE NE OO ric . oon oe : 
LAE meen price cards by using a 
ee ’ ‘ 
———e 1S nasy ee —_—~ National Show 
an ‘ , ¢ 
a - } ~ at Card Writer. 
SS }} Bact [t soon returns 
ing SA Ee 8 ABE Tae its low cost. 
Write for 
Folder. 


National Sign Stencil Co. Sf°>aan Mave 


Pacific Coast OMce—206 Chotiner Bidg.. Los Angeles, Cal 
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construction of the knobs which are of | 
New Handle Bracket for special length, making it easy to lock | 


and unlock the bolts. 


a o mn 
Gendron Coaster Wagons The bolts are packed one dozen to the 


The Gendron Wheel Co., Toledo, Ohio, 
is now furnishing as standard equip- 
ment on all models of its Pioneer line 
of all-steel coaster wagons a handle 
bracket, designed to effectively over- 
come the undesirable feature of wear | 
in the front of the box, where the tubu- | 
lar handle strikes the rolJ. This new | 





box, with or without screws, in all 
finishes. 

_ In addition to these items, a line of 
safety hasps has been added by the 
Forsberg Manufacturing Company. 
They call attention to the adjustment 








feature of the staple which permits 
the hasp to operate even when the posi- 
tion of door is changed due to shrink- 
age. The staple is in a vertical posi- 
tion permitting the hasp to lie flat 
against the door. 

The hasps are made in all finishes 
and packed in individual boxes with 
screws, and also one dozen to the box 
handle bracket also keeps the paint WHROEE Screws. ae 
from chipping at that point. 





Most dealers are familiar with the ° : , 
sales resistance due to the reluctance New Window Protector 
of customers to invest in a juvenile The Window Protector Co., 845 


vehicle which they expect to go to | Worthington St., Springfield, Mass., 
pieces in a short time. Consequently | has placed on the market a window 
an appliance such as this handle bracket | protector as illustrated below, designed 
gives the salesmen a splendid talking | tg prevent children from raising and 
point and enables them to call attention falling out of windows. 

in Gendron “Pioneer” Vehicles which | First part is fastened with 3 screws on 
give them long life under hard service. 





—_——_— ——_ 


News Items Added to 
Forsberg Line 


The Forsberg Manufacturing Com- 
pany, Bridgeport, Conn., has just added 
some new items to their line in which 
they believe the trade will be inter- 
ested. 

The No. 61 Hack Saw Frame, pistol- 
grip type, has the new patented, cor- 














rectly balanced rubber handle, which 
is very attractive. The rubber handle — 
is reinforced with a 3/16 in. x % in. 
insert running the entire length of | left or right side of window sash, 
handle, making the handle almost un- | second part is fastened on lower part 
breakable. This frame is the most | of window on top of sash directly op- 
popularly priced rubber handled frame | posite the first part matching the lines 
that has ever been placed on the! of holes. The pin will slide in any hole 
market. _and the window is held tightly open 
The frames are packed in individual | as required from 1 to 8 inches. 
boxes, four dozen to the carton, and The top hook is for raising and 
an attractive counter display poster is | lowering the window. The bottom hook 
enclosed in each carton. _will rest on sash. 
A full line of barrel bolts, in all sizes It also prevents the window from 
and finishes, has also been added by the | rattling. 
Forsberg Manufacturing Company. | The window protector is made out of 
Particular attention is called to the | steel and will not rust. 
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New Cooper Heater Fits All 
Ford Car Models 


The Cooper Mfg. Co., manufacturer 
of automobile accessories, Marshall- 
town, Iowa, is now marketing the 
Cooper Heater for Ford cars, designed 
so as not to interfere with the ex- 
haust manifold or clutter up the motor 
block. 

It is sturdily constructed of sheet 
metal and fits closely around the ex- 





haust pipe. The surface of the heating 
chamber is of unusually large pro- 
portions. The location of the deflector 
insures the proper amount of clean air 
driven into the heater. A direct outlet 
through the large register in the floor 
permits the air to enter the car at once. 

It comes Duco finished in olive green, 
complete with floor register, nickeled 
mat binder, and instructions for in- 
stalling, packed in individual cartons, 
ten to the standard container, shipping 
weight 3 lbs. each. 


— 


Kawneer Company An- 
nounces Illustrated 


Booklet 


“How to Display Merchandise to Sell 
It” is the title of an instructive booklet, 
written especially for the Kawneer Co., 
manufacturer of store fronts, Niles, 
Mich., by William Nelson Taft, editor 
of the Retail Ledger. 

The booklet, which is comprehensive 
in its scope, explains the importance 
of the store front, and discusses the 
various types most suitable for the in- 
dividual merchant’s requirements. The 
mechanics of display are treated so 
simply and concisely that it is possible 
for the novice following directions to 
create window displays with real sell- 
ing power. 

The scope of the booklet is illus- 
trated by the discussion of the follow- 
ing topics, among others, “Crowded 
displays or Thin Ones, Suggested 
Articles for Hardware Displays, 
Valances and Drapes, Should Price 
Cards be Used, Lights and Lighting 
Effects, Faults in Window Lighting. 
Color and Motion in Window Displays, 
How Often Should Window Displays be 
Changed,” etc. 

Readers interested in securing a copy 
of this booklet may obtain one from 
the Kawneer Co., by making a direct 
request for it. 





Here lies the body of Charlemagne 


Chew. 
One raisin too many was in his home 
brew. 
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FORSTNER BITS —Wivtaine Ever invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other is guided by its Circular Rim instead of its conte, — Ri yy it will bore any 





arc of a circle and be guided in any direction £ grain knots, | true polished s It is preferable and more 
: ae . ~ a ~ oe Tome or lathe combined for core 
boxes, fine and delicate parte pa veneers, screen work, scalloping, fancy 

scroll twist columns, newels, moulding and mortising, etc. 





THE PROGRESSIVE MFG.CO._ =--- 


MSL OnS 


Worenaiew, 














FENCE 


TH£ STEWART IRON WORKS CO. 


225 STEWART BLOCK CINCINNATI. O OHIO 













































Waste — Mops — Wicking 
Cleaning Cloths 


ee. Cotton—Chemical Cotton 
otton Clotheslines 


Send for samples and prices 


Plug Counterbore 


Made in two sizes, 
3% and‘, inch. 
The Conn Valley 




















stassasorr MANUFACTURING CO. Mfg. Co. 
. a ver, Mass. U. 8. A. . 
New St Oe 6 6 6 a ee ae oe 350 Broadway A Labor Saving Tool Centerbrook, Conn. 
Chicago Office <-=+-+-+<«=« 189 West Madison St. U. S. A. 
”? 
“I Make the best Hammer” Robertson “Horse Shoe” Magnet Hammers 
D. Maydole, 1843 
Permanent magnet which holds wus ee 
A The popularity of Maydole Hammers among Carpenters, the joan to Geen Oe ee 710i a —— 
‘YOUR Machinists and Mechanics — — } a Rg F " Z Awarded the Silver Medal Fe 
HAMMER ue aor "lane ae. shop gata . (the ee ae offered) at the Panama-raunc Kxposition. 
1843 — ~~ e marks registered U. 8. Pat. Off. 











a er ee ne ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








DTNOX’ cans | | STRATTON "ar 
BAND SAWS & colors 
= oe sz | HANDLES 


UNIFORMITY 
For Small Tools, Utensils, Electrical Goods, Etc. 
“The Toots in the Paid Bow” 


z Enameling, both baked and alr dried. 
AMERICAN SAW & MFG. CO. SPRINGFIELD.MASS. Fi 1 crraTTON MFG. CO. Stratton, Maine 














e _ FRUIT PRESSES Stampings and Gears and Wheels 


e 
M or Uuice GRAPE CRUSHERS 
CIDER MILLS 
Money-Makers for You. Write Today 
For Catalog and Prices 
CROWN MFG. CO. Box 227 #£=xPHELPS,N. Y. 


Of Metal and Wood for Children’s Vehicles, 
for Toys and Hardware Novelties 


BAY STATE METAL WHEEL COMPANY 
East Templeton, Mass. 
In the Cardner, Mass., District 




















- ——___________ 
Fire Guards Reichard Magic Weeders 
with the combination Spring-Tooth are a 
and Fenders strong, well-constructed, light weight 
‘‘double-purpose’’ tool. 
Protect Life — Avoid Fires Women who love to dig and weed around 


flower beds particularly appreciate 
Reichard.’’ 





Catalog on Request. 


Write for more data. 





















The Fred J. Meyers Mfg. Co. F. H. REICHARD MFG. CO. at $1.10 
) Hamilton, Ohio Bangor, Penna. 
Makers of Every Kind STANDARD SINCE 1865 
of Screw, Nut and Bolt al soap at ee 


tion. None sell so readily to 
The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayten, Ohio 


American Shearer Mfg.Company 
Nashua, N. H. 


























92 


HARDWARE AGE 





August 12, 1926 

















ave You Heard 
This One< 
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When a man’s business begins to 
interfere with his golf, it is time that 
his family should prepare plans for 


economy. 








“Husbands are easy 
to catch, aren’t they?” 

Second Chorus Girl: 
Lots easier than bachelors.” 


Chorus Girl: 


“You tell ’em! 


* * * 


Lady (to taxi driver): “How much 
will you charge to take me to the 
cemetery?” 

Taxi driver: 
polis Log. 


“One way?”’—Anna- 
* * * 


“When will there only be 25 letters 
in the alphabet?” 


“T’m sure I don’t know. When?’?”’ 
“When ‘U’ and ‘I’ are _ one.”’— 
Cougar’s Paw. 
* * * 


Lady to neighbor, beamingly—‘“F red 
and I will celebrate our fifth wedding 
anniversary tomorrow.” 

Neighbor—“Hugh! From the argu- 
ments you two always are engaged in 
you should have pronounced it anni- 


worse-ary.”’ 
x * x 


He (in motor car)—‘“The lever here 
controls the brake. It is put on very 
quickly in an emergency.” 

She—“I see, something 
kimono.” 


like a 


* * * 


“Jack was held up last night by two 
men.” 

“Where?” 

“All the way home.” 

ca * cl 

When the clergyman at the colored 
couple’s wedding read “love, honor and 
obey,” the groom stopped him, remark- 
ing: 

“Pahson, read those words over once 
mo’, so de lady kin get the full meanin’ 
of ’em, cus I’se been married before.” 


* * * 


whose 
fiber of 


a man 
every 


“Have you ever met 
touch seemed to thrill 
your body?” 

“Yes, once.” 

“Ah! and who was he?” 

“The dentist.” 


It is unfair that a dumb creature 
like a cat should have nine lives, while 
an intelligent pedestrian has only one. 
—Exchange. 

ok * ok 

“T don’t think that motor meter is 
any good,” complained Mrs. Williams, 
as she drove her new coupe into the 
service station. “That pretty red line 
hasn’t climbed up into the circle since 
I’ve owned the car.” 

A * ~ 

“Youth will have its fling,” mur- 

mured the neighborhood terror’s in- 


dulgent mamma, as he “got” the pass- 
ing windshield with the very first rock. 
~ sd 


How I Do It 
(By a Successful Writer.) 

1. I don’t work hard. 
2. My wife is not my best friend and 

my severest critic. 
I have no wife. 
. I have never been abroad. 
I do dissipate a bit. 
I hate long hair. 
. The editor is my brother-in-law.— 

Ohio Sun Dial. 

“8 if ; 

The old lady wanted a pair of shoes. 

“Yes, ma’am. Want something for 
everyday wear?” asked the clerk pleas- 
antly. 

“Yes, and I want them good and 
stout,” said the woman. 

“Well, here’s a good shoe—an extra 
strong shoe. It has been worn a great 
deal this summer.” 

“Look here, young man,” the old lady 
interrupted. “I don’t want a shoe that 
has been worn all this summer, or any 
other summer; I want a new pair.”’ 

a a * 


Too Long 
Wife at Head of Stairs—Is that you, 


John? 
Heavy Voice from Dark—Who was 


you expectin’? 


I Ol km 


* * * 

Small boy—Dad, hcw do they catch 
lunatics? 

Father—With face powder, beautiful 


dresses and pretty smiles, my son. 
—-So. Calif. Wampus. 





He—How about that ten you bor- 
rowed from me six months ago? 

He—Well? 

He—You said you wanted it only 
for a short time. 

He—That’s right, I only kept it ten 
minutes.—Pitt Panther. 


* * * 


“During a business trip to the 
Southwest,” says a traveling man, “I 
had occasion to call upon a grocer in 
one town. I was watching a rather 
languid man do up a pound of butter, 
and for want of anything else to say 
at the moment, asked: 

“*How long has that clerk worked 
for you?’ 

““*About four hours, I should say,’ 
was the unexpected answer. 

““T thought from his manner that 
he had been here longer than that.’ 

“*He has,’ said the grocer. ‘He has 
been here for four months.’ ” 


* * * 


Flossie Gay—You’il never catch me 
again going out to dinner with an 
editor! 

Her Friend—Was he broke? 

Flossie—I don’t know whether he 
was broke or not; but he put a blue 
pencil through about half my order! 


* * * 


Diner—“‘Waiter, I’ll have pork chops 
with fried potatoes, and I'll have the 
chops lean.” 

Waiter—“Yes, sir, which way?” 


* * * 


Everett—“My wife is like an angel.” 

Stanley—“How’s that?” 

Everett—“She’s always up in the air, 
always harping, and never has any- 
thing to wear.”—Exchange. 


* * * 


“What makes daughter so 
talkative?” 

Old Gent—‘“I think she and her 
mother were both vaccinated with a 


phonograph needle.” 


your 
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Draws Trade 


from Blocks Away 


For every ten people near your store, there are one 
hundred a block or two away. 

Gain the attention of the larger number and you gain 
the chance for bigger sales. 

The clear, bold attractiveness of a projecting Flexlume 
Electric Sign will “call” to the hundreds—by day with its 
forceful letters of white in strong contrast with their 
dark frame, and by night with its glowing letters of light. 

“The best yet the most inexpensive advertising we do,’ 
say thousands of merchants of Flexlume. Write for 
photo-prints and profit-facts about Flexlume as used by 
hundreds of stores. 














U-MmMmnnpDS ro 


We also build exposed lamp and other types of 
electric signs for those who prefer or require them. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


"Phone “Flexlume’’—All Principal Cities 















Factories also at Detroit, Los Angeles, Oakland, Calif. 
and Toronto, Can. 












Bathroom 


Fixtures 


Good looking, long wearing and easy to clean. These are the features that 
= made the Neco Line one of the most popular with housewives every- 
where. 


A display of these handsome fixtures will stop any woman and arouse the 
desire to buy. Put this line of ready selling fixtures to work earning 
profits and good-will for you. Send for the large RINcco Catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 


New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer Set. 
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This First Practical 
All-Metal Weather 
Strip Is All-Profit 


. Because It Eliminates All 


HARDWARE AGE 


From Dealer | 





To Buyer 


Costly Selling Expense 


Every sale is more profitable 
because it takes less time to 
sell. 

No sale ever comes back and 
every sale brings more cus- 
tomers. 

Costs from $1.90 to $2.20 
per window or door. Seals 
better than any other more ex- 
pensive all metal weather strip. 

Big profit for you on every 
sale. 

(Door bottoms only, 36” to 
48”, in special cartons.) 

Ask your jobber today. 


a r 
: The D. W. Bosley Co., r 
: 190! Carrell Ave., Chicago, ill. 8 
os 

Gentiemen: a 
s Please send me further information 8 
about your Economy All Metal § 

8 Weatherstrip. 7 
: f 
a seer eCeTr ere ee eT eee \ 
. r 
I es teeeee G 
e H.A.8-12 ’ 
Trtrtrirtirtitititttttflftl. 








THE D. W. BOSLEY COMPANY 


BOSLEY'S : 


Trade-Mark Reg. U. S$. Pat. Office 


The Metal 
WEATHERSTRIP 


f; \ \ w/ 1. w\ 
ANYONE CAN INSTALL 
~~ Wa Wa 7 \ 


ECs 


Packed 24 
cartons to 
the case 
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Ol hy skilled craftsman- 
‘ship ‘oe a high ideal of 
fe pr makes possible 
€ precise uniformity 
superior finish of 


GRIF IN Hinges ve 


RIFFIN 


Manufacturing Co 





ERIE, PENNSYLVANIA 


ranch Offices__ 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
‘bolts, hanger bolts, 
nuts, rivets, burrs 


and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 


8899 


REED & PRINCE MFG.CO, 


’ WORCESTER, MASS..U.S.A. 
a WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 





Odeo) UTE } 





S quality is always a first considera- 
tion with us we know that the metal 
used in our rivets is absolutely “right” 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
ct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 
of other make. 





Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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New and 
Improved 


“dandy Andy” 


Vacuum 
Cleaner 


The first practical toy Vacuum Cleaner, 
now greatly improved. A lighter weight 
and more efficient motor gives stronger 
suction and improved operation. Posi- 
tively picks up dust, ashes and papers. 
Light enough for any child to operate, 
yet strong and well made. Operates by 
friction and suction; sounds like a real 
one when pushed across the floor. 


Finished in 
Attractive Colors 


more attractive by 


Now made 
solid colors; 


beautiful enameled 
red, green, black, blue, etc. Bright 
aluminum finished base. Enam- 
eled wood handle. Bag detachable. 
281% in. high. A Popular Item at 
a Popular Price! 


Ask for Catalog of the 
"Sandy Andy” Line 


Contains illustrations and descrip- 
tions of the entire line. Ask for 
Catalog No. 3. 


WOLVERINE 
ai Supply & Mfg. Co. 
“ Factory 

v at Pittsburgh 


General 
Sales Office: 
200 Fifth Avenue 

New York 

Room 406 
Gramercy 3453 











AGE 





Between 






its tinkles 


gees] VEN in the best 
~—wa| regulated stores 
there are inter- 
vals between cus- 
tomers. Have you ever 
thought about making 
these intervals produce a 
profit P 


Try this. Let your staff 
read the contents of Harp- 
WARE AGE whenever there 
isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 
register busy. You know 
what that means! 


Ds ie 4) 


AY 


-F* 


A 

~ } 
y 
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HARDWARE AGE 
239 West 39th Street 


New York, N. Y. 


August 12, 1926 
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Glass Department 
is no respecter 
of seasons 


EASONAL goods make a big splurge dur- 
S ing the few hectic weeks at the start of 
the season—then sales rapidly peter out until 
it becomes necessary to mark ’em down and 
finally haul the goods to the store room at the 
risk of becoming shop worn. Of course some 
seasonal merchandise is necessary but the 
hardware merchants who show a big profit 
on their books put their faith in staples. 


™ BEST 9 


Hundreds have turned toa glass department 
for a steady source of income. Considering 
the many uses of glass—windows, pictures, 
table tops, greenhouses, etc.—you can earn 
a profit often. Then also consider that glass 
sales lead to sales in other lines too— paint, 
hammer, putty, nails, etc. All in all, a glass 
department, occupying little space is a big 
factor in an up-to-date store. 

Choose only “The BEST Glass” for your 
stock. Every grade is dependable for quality 
and superior in quality to the grade of the 
same marking manufactured by others. 


SOLD AND DISTRIBUTED BY LEAD- 
ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES. 


GencsnMnaow CUB) 


—— 





AMERICAN WINDOW GLASS CO. | 















World's Largest Producer of Window Glass 
GENERAL OFFICES: PITTSBURGH. PA. BRANCHES IN PRINCIPAL CITIES 
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The Eagle Lock Company’s Famous 
Jimmy Proof Night Latch 








No. O3509 Series 














The Jimmy Proof Lock Whose Pro- 
tection and Price Make It Profitable 


No. 03509. For Doors % to 1% inches thick. 
No. 03510. For Doors 1% to 2% inches thick. 


Special Features ‘ 
CASE—Solid cast bronze, extending over the opening between 
door and jamb. 


BOLT—Latch bolt form with beveled head and automatic 
spring operation. When door is fully closed the bolt auto- 
matically is projected through the loop of the strike, securely 
holding the door. Position of the loop fully protects against 
the successful use of any tool to retract the bolt. 


CYLINDER LOCKING PINS—Cylinder is screwed into a bronze 
housing and securely anchored by two steel locking pins. Any 
attempt to turn the cylinder by a pipe wrench or other device forces 
the pins against the screw threads on the inside of the housing, 
thus preventing it from being turned or twisted off. 


EAGLE LOCK CO. 


General Sales Office 
26 Warren St., New York 


BRANCHES— 
521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 
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YERS 
elf-Lubricati 
PUMP JAC 


As the result of self-lubrication 
and housed working—the two out- 
standing improvements in pump- 
ing jacks during recent years— 
Myers Self-Lubricating Pumping 
Jacks have stepped to the front as 
leaders. These practical features 
have increased pumping jack busi- 
ness for many a dealer who not 
only adds a satisfied customer 
every — _ sells Ne Myers Self-Lubri- 

cating Jack but each sale carries with it 
egy AL a better margin of profit. 


Have you recognized the importance of 
these and other Myers sales winning fea- 
tures? Surely they offer more to you 
than you have ever experienced before 
with ordinary jacks. As one dealer re- 
cently expressed himself, “the Myers 
Self-Lubricating Jack is the best ever,” 
you, too, will be similarly convinced if 
you but give this jack an opportunity to 
demonstrate its qualities under actual 
pumping conditions. 






































We will gladly 
send you liter- 
ature, give you 
all of the 
details and 
quote, 












for 
MOTOR DRIVE 















Tre FE MYERS & BRO Co. Ohio. 
MANUFACTURERS FOR OVER FIFTY 7 YEARS OF 
MYERS “HONOR-BILT” PUMPS FOR EVERY PURPOSE 

HAY UNLOADING TOOLS -DOOR HANGERS 








The Hardware Store 
Is the Hunter’s Arsenal 


Will He Fmd YOUR 
Products There? 





Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 





| Ti Tell the hardware dealer about your product 
il in the same manner and put yourself on an 
equal footing with your competitors. 
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The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 
Screen Cloth you have in your window, so I came in out 
of the rain—been putting it off ’til spring.” 


® ; 


| if 


iis " 

tere Phi ee s\/ | 

tiid i} . A ij 
{ SUULLIW ADELE 


lai als wt} 
WIR] LU 
That’s something like the trend of conversation. He 


Diidapanes should be encouraged! Tell him something about 
| om r “Perfect” and “Nikolite’” quality and durability. 


~ yt, 


Bi 


oe 
‘3 
a + be 
oS “#* 


é | It won’t take long to sell him. He wasn’t quite ready 
to buy, but “Perfect” was too much of a temptation to 
“put off ‘til tomorrow” what was just as easy to do 


today—with the assistance of “Perfect” a sale is made. 


\ 


See your Jobber. 
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LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 





tT 
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Gc PAY THE FREIGHT Ff 


_Eaw.wW. BABCOCK Co} 
| BEPATH ~NEW YORK, & 
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= CHICAGO) 
SPRING HINGES 


(A Type for Every Requirement) 








Triplex” 


Spring Hinges 
For 


Lavatory Doors 


Adjustable 
Clamp Flange 


Type 2242 


The surest way to increase profits is by reduc- 
Ing expenses. 

Type 2242 lavatory spring hinges will elimi- 
nate any extra labor and expense of cutting 
partitions or using shims if thickness varies. 


Send for Catalogue No. H42 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S. A. 
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Better 
Machine Screws 
for the 


Hardware Trade 


HARVEY HUBBELL* 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.A. 


MEW YORK, N.Y. 
30 EAST 4207 8h 
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DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





V; 


5” Diam. with Eye 7%” Inside 
Ye” 6 se ee 7 ” ee 


3,” ee se 66 


ma sé e6 6 


134” sé 


| A” 66 
Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 


Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also Genera] Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

anufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
‘*checking’’ their retail prospect recorda. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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No. 231, % In. 





No. 282, % In. 





Special Washer 


No. 234, 1% In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 





Buye's 
ecle 


en Page 763 


in 


370 Atlantic Ave., Boston, Mass. 






















i ve PACKAGES 


RETAILS— 
Maroon, 8c per foot 
White, 10c per foot 





Ford Cars. 


Espe- 


More cooling area and 
won't freeze 


Easy to 
Apply Peerless Honeycomb Radiators for 
Tack on For all models from 1917 to 1926 inclusive. 
9 The leading Ford replacement radiator. 
tially good for trucks. 
Turn the bigger water capacity. Don’t boil; 
and burst. 
Corners 


line. 





It Sells for You 


Wirfs Home Comfort Weatherstrip is nationally adver- 


4903 Section Ave., 































tised for you, the Dealer. When customers come in, this eS —=] 
handsome display stand sells for you. We supply it with | aL D ar 
your initial order for one or more 500 foot reels. You = [2=) [E=s = 
cut off exact footage wanted, marked with a dot each c z| . | 
foot. No waste or spoilage. Stand provides space for he |E=SIEL'E 
packaged, enameled, rust-proof tacks, and directions. - 


Order direct or through your jobber. Mention jobber’s 
name. Insist on getting the Genuine, made by 


E, J. WIRFS ORGANIZATION 
Sole Manufacturers and Patentee 


128 S. 17th St., Saint Louis, Mo., U.S.A. 











NO other line of Ford replacements 
enjoys the popularity of the Peerless 
Highest quality at popular prices 
have made them leaders in this field. 
Ask your jobber or write direct 


The CORCORAN Mfg. Co. 


Cincinnati, O. 


PRODUCTS 


FOR FORD CARS 


1926 Passenger Car Fenders and No. 7 Commercial Fenders for Model T 
Chassis When Converted Into Trugk, Now Ready. 











Growing demand for 


W. ROSE Tools 





terial and skill. 


Wm. Rose & Bros., 


Selling Agents 
Wiebusch & Hilger, 
New York 





No. 1111—6 inches Wide Heel Cut Back 





is the result of our use of choice ma- 


Sh aron Hill, 
Pa. 


Ltd. 
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SWEDISH STEEL SWEDISH MAKE 
F, E. LINDSTROM RENOWNED PLIERS 


They recommend themselves! They are recommended by thousands! 
They have the distinction of being used—almost exclusively—by the largest public utility corporation in the world. 
Stock them and make your plier sales easy and profitable. 
If your jobber does not handle them, write to 


HAMMEL, RIGLANDER & COMPANY 
209 West 14th Street, New York, N. Y. 


Sole Importers and Suppliers to the Wholesale Trade 
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For belts of all kinds and sizes, 
sell Alligator Steel Belt Lacing. 
For general service you can be posi 
tive that it will give good satis- 
faction. 

Joint is hinged and easily taken 
apart by relaxing belt tension and 
pushing pin. It is smooth and 
flush on both sides of the belt and 
is “‘The Strongest Belt Lacing on 
Earth.’’ 


STIEEIABPICINIACING 


Packages’ for 
Boxes for 


Sell **Handy 
small users and Standard 
large users. 

In leading jobbers’ catalogs. 

Flexible 
Steel Lacing Company 
4616 Lexington Street 
Chicago, U.S.A. 
In Engiand at 135 Finsbury 
Pavement 
London, E.C. 2 





Stands the 
Heaviest Work 


You wouldn’t hire a frail 
man for heavy lifting. Why 
sell frail wrenches for heavy 
work? 


i 

| 

| Where wrench work requires 

extra strong tools sell the 
COES Steel-Handle Wrench 

| and rest assured of absolute 

| customer satisfaction. 

i 


Seven sizes: 6” to 21”. All 
leading jobbers carry the 
Coes. 





COES WRENCH CoO. 
“In Business Since 1841” 





Worcester Mass. 

Selling Agents: 
J. C. McCARTY & CO.......... 29 Murray Street, New York 
JOHN H. GRAHAM & CO..113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 



















SIZES 
8-10-12 and 14” 





New “YANKEE” Double Packing 





They see it 
They try it 
They buy it 


The NEW “ Y ANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable,— Dust-proof, — Moisture-proof.. 
New Chuck holds any bit (Round, Square or T 
Shank) accurately, and can’t loosen. Made and 
finished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 








NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 
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The Milk Can That Stands Jolts and Jars! 


Watch milk cans being loaded on truck or interurban—slam—bang. 
No wonder it takes brute strength. But the Buhl electrically welded 
joint construction of the new “Semi-Solderless” cannot break or come 
apart. No open crevices to collect dirt—one piece seamless neck—one 





piece seamless cover. 





Send for circular and prices. We also manufacture “Handy” milking 


stools and seamless strainers. 
One-piece seamless cover protected by heavy 
curle rim, 


Buhl Stamping Company, Detroit, Mich. 







































HE Nation-wide use of “COM- 
MERCIAL” Annular Ball Bear- 
ings is due to two outstanding 
features—low cost and excep- 
tional value. The famous 3-Contact de- 








BOUT 


UEERTUESUOTEREOORTOOOUEUADOOEDUAU AREA ORNNOOOEOEASAONAARAAAALEALE 























sign permits the use of a large number 4 ; 7 | 1S “Pcp A Ty lf 
of balls. | es | ee ne ee | 
©) Commerrial © A sa wa ome SR eaanmreaniels 
ANNULAR BALL BEARINGS 
Send for Illustrated Catalogue, FIREPLA CE FITTINGS 





Discount Sheets and Samples 


The great variety of beautiful and 
unusual designs, the superior materials, 
} workmanship and finish, make Howes 
Fireplace Equipment the finest, most 
saleable line you can buy. 


THE S. M. HOWES CO. 


42 Union Street Boston, Mass. 


THE SCHATZ MANUFACTURING Co. 
Poughkeepsie New York 














EIU 








Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CO. 


ROME N. Y. 
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Confidence in Sfampin, Brand 


Tungsten Lamps is shown by 20,000 re 
tailers and 500 jobbers who sell them. 
Coaseaeee sp eetace 


mp e 
DanVers, Mass. 





“‘Lieenmsed under the General Electric 
Company's Ineandescent Lamp Patents.”’ 


Get an “Edge” on Sales! 


Dealers are deing it with the Dasey 
“Sharpit.”” It puts a keen edge on any- 
thing——knives, scissers, sickles, tools. A 
quick and ready seller—and « prefit 
producer 


e eo DAZEY CHURN @& 

y MFG. co. 

, 4301 Warne Ave. 
— St. Leuis, Mo. 


















SCYTHES and AXES 


Scythes since 1912. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 








American Can 





AMERICAN CAN COMPANY 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 











ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 











n $ BARROWS 
i 






Send 
for 
C Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 


Carpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 











J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 





NONE BETTER 


SOCKET WRENCH SETS 
NINE DIFFERENT SETS 


The New Britain Machine Company 


New Britain Connecticut 














EVEREADY 


COLUMBIA sariosst carson co, te 
Dry Batteries New York, San Francisco 


-they last I Atlanta Chicago Kansas City 


CANADIAN NationaL Carson Co., Limited, Toronto, Ontario 





Manufactured and 











DROP FORGED 
WRENCHES 


and proportioned to give stiff- 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
Chicago, Ill., U. S. A. 


& 





314 N. Francisco Ave., 














CATALOG of TOOLS 


and Supplies for Stone Working 


Just off the press— 
free on request, send for it today 


TROW & HOLDEN CO. 


Barre, Vermont 





ORDER EARLY. 








TRADE MAAK ata 
BROWN & SHARPE MFG. CO. Pro 


BROWN @© SHARPE 
Mg sxele) oS 
Made Best 
They Give Comp Setisfaction 





__THERE IS ONLY ONE 
Goip MEDAL 204. 


FOR 53 YEARS THE RECOGNIZED STANDARD 


GOLD MEDAL CAMP FURNITURE MFG. CO., RACINE, WIS. 











“Opportunity Knocks But Once’’ 


Keep your eyes on the Business Oppor- 
tunities Section of Hardware Age if you 
are looking for a good hardware business. 
You can also use this Section with suc- 
cess to dispose of a business. 

The cost is nominal. 


_ 
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(Patented April 21, 1925) 





KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanics and car owners. 

“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 








Osborne High Grade Punches 


Arch Punches 


Revolving Punches 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Alse: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools 


The above tools will please your customers, as well as our 
famous Round and Oval nches. 

Remember we have had oinety-nine years of successful manu- 
facturing experience, employ only skilled workmen and wee the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog 


Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stnad all the strain the best made 
wrench can ap The Allen process makes 
deep, perfect] / socket-holes—no chips in 
the bottom. he entire length of the ALL N is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % to |% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. eS N ST 













look for the full name 
Russell Jennings 


: . 
stamped e)a me aeie round Ot Qul 


Auger Bits” 


Lhe Oris rinal ral Ae ty ie twist auger Dit, pat 
Nir. Russell losin Lf} 185) 


Russell Jennings Mfg. Co. 
Chester, Conn. 








money in toys? 


Certainly. And not only at 
Christmas either. 

Read the stories of success in 
Hardware Age. You'll also 
find the manufacturers ready 
to help you succeed. Read 
their advertisements. 


Hardware Age 


























BAMLOU TRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or _bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 
518 Terrace (Formerly Scheeler’s Sons) Buffalo, N. Y. 


Established 1869 




















CAPITOL stosmenacrie 


The handiest of all lawn 
tools. Makes a lawn look 
neat, well cared for. 

It’s easy to trim and edge 
with the Capitol. 

That’s why the demand has 
increased from year to year. 


Granite State 
Mowing Machine Company 


HINSOALE. NH 
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BUSINESS OPPORTUNITIES 








WANTED 


To Invest in or Purchase an established 
jobbing house or large retail store in 
| New York or New England. 


Address Box H-208 
Care of HARDWARE AGE, New York 

















FOR SALE—HARDWARE AND SPORTING GOODS STORE—stock 
and fixtures will invoice about $5,000. Located in the heart of the 
Ozarks. A clean stock with a growing business. Good reason for selling. 
This is an ideal location for a man with a small capital who wants a 
paying business of his own. If interested write, MORRIS HARDWARE 
CO., Branson, Mo. 





FOR SALE—Two buildings, the largest modern hardware, auto sup- 
plies, etc., store in North Philadelphia, having two fronts on busy streets, 
doing a very good business which can be increased threefold. Modern 
fixtures, oN living quarters, all latest improvements. Good reason for 
selling. *riced for quick sale, $70,000.00. Address Box H-174, care of 
Harpware Ace, New York. 





FOR SALE—Going hardware and implement business in the best farm- 
ing section of Southeast Missouri. Can give long lease on store and ware- 
houses. Will take about $10,000.00 to handle. Clean stock. This busi- 
ness will bear closest investigation. Reasons for selling, other interests. 
Address Box H-169, care of Harpware Ace, New York. 








HAVE a clean, progressive hardware store—$15,000—in rapidly develop- 
ing section of Northern California. Business growing too fast, must enlarge. 
I want a live hardware man with $10,000 to $15,000 to become an active 
associate. Gladly exchange details in confidence. Address Box H-199, 
care of Harpware Ace, New York. 


EXPERIENCED HARDWARE MAN desires to purchase an interest 
in a retail hardware store in the state of North Carolina. Will take an 
active part in the business at a reasonable salary. Can furnish best of 
references as to ability and character. Address P. O. Box No. 247, 


Lynchburg, Va. 








FOR SALE—Hardware business—One of the oldest hardware men in 
Chicago wants to retire and will sell one of the finest equipped stores lo- 
cated in the best south side section. Will sell building and business or 
separate. A wonderful opportunity for someone. At least $15,000, 
to handle. R. L. STUART, 7535 Cottage Grove Ave., Chicago, III. 


cash 





STORE FOR RENT—30 x 125, in the heart of the business district of 
South Jersey’s leading commercial city; 100 per cent location. Wonderful 
opportunity for a hardware and housefurnishings store. Reasonable rent. 
For further particulars, inquire D. GARFIELD, 40 E. Commerce St., 


Bridgeton, N. J. 
FOR SALE—STOCK, FIXTURES and property. Stock consists of 


general hardware and farm implements; will inventory around twelve thou- 
sand dollars. Good reason for selling. If interested write or call on 
R. W. BLAKLEY, Sarver, Pa. 








FOR SALE—Well established hardware and housefurnishing store in 
one of the fastest growing towns in Westchester County. Wonderful 
opportunity, price $35,000. Part cash. Terms arranged. Address Box 
179, care of Harpware Ace, New York. 





WANTED—Hardware Store in town of 5,.000-10,000, located in South- 
ern New England or New York; inventory $10,000-$15,000. Must be es- 
tablished and going proposition. Address Box H-188, care of HARDWARE 


Acz, New York. 
FOR SALE—Thoroughly equipped modern hardware store. Finest 


possible location in town of 3,000, in Fastern Indiana. Stock will invoice 
$12,000. Good reason for selling. Address Box H-178, care of HARDWARE 


Act, New York. 

HARDWARE STORES—Looking for an established store in a good 
location? See us! We have large list to select from. HARDWARE 
SERVICE CO., 5 Beekman St., Room 312, Cortlandt 5268. 














FOR SALE—Hardware business in growing town, 28 miles from New 
York. Price $8,000. Address Box H-197, care of Harpware Acr, New 


York. 

WANTED—A hardware business in a live town of about 15,000 popula- 
tion in Ohio, Michigan or Pennsylvania. Address JOHN STANLEY, 
50 Poplar Avenue, Woodlawn, Wheeling, W. Va. 








w 


FOR LEASE—Store occupied for thirty DA 


yore by the late C. 
Palmer Hardware Co., Palmer House Block, 


erkimer, New York. 


dress H. D. McINTOSH, Herkimer, New York. 


BUSINESS OPPORTUNITIES 


FOR SALE—A very prosperous hardware and implement business be- 
tween Chicago and Toledo, only one other hardware store in beautiful 
city of 6500, handling 90% of the implement and repair business. Owner 
wishes to retire. Address Box H-200, care of HArpware AGE, New York. 





— 





FOR SALE—Paint and hardware business located in the heart of 
Richmond’s business section, attractive store, two floors, reasonable rent, 
unlimited possibilities, price $6,500. Address VIRGINIA PAINT & 
HARDWARE CO., 714 East Main Street, Richmond, Va. 








HELP WANTED 








HIGHLY REPUTABLE, LONG ESTABLISHED PAINT AND - 
VARNISH MANUFACTURER, ENJOYING WIDESPREAD, 
NATIONAL DISTRIBUTION, WILL CONSIDER APPLICA- 
TIONS FOR SEVERAL TERRITORIAL SALES POSITIONS. 
PAINT SALES EXPERIENCE NOT ESSENTIAL, BUT PRE: 
FERRED. RETAIL STORE SALES EXPERIENCE FAVOR- 
ABLY CONSIDERED. POSITIONS PERMANENT AND AT- 
TRACTIVELY REMUNERATIVE. STATE AGE, .NATION- 
ALITY AND PROVIDE FULLEST INFORMATION POS.- 
SIBLE IN FIRST LETTER. ALL COMMUNICATIONS 
TREATED STRICTLY CONFIDENTIALLY. ADDRESS BOX 
} H-196, CARE OF HARDWARE AGE, NEW YORK. } 

= ~ 











| WANTED—Good live man for our hardware store. 
_the game and can go ahead hustling for business, and assist in buying. 











W ANTED—Executive manager, retail and wholesale hardware, 35 to 45 
years of age, with experience and ability in management and financing; 
must be able to invest in stock of concern; location Middle West. State 
age, experience, references and salary expected. Address Box H-194, care 
of Harpware AcE, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of HArpware Acz, New York. 








One that knows 


Address 


Want experience, reference and salary expected in first letter. 
Box H-204, care of HArDWARE AGE, New York. 





EXPERIENCED SALESMAN calling hardware housefurnishing variety 
stores outside metropolitan district can add established line of cutlery and 
silverware on commission basis either exclusively or as sideline. Box 
H-201, care of Harpware Ace, New York. 





WANTED-—Salesmen for New York, Pennsylvania and New Jersey, 
also South calling on retail hardware trade to sell line cutlery. Com- 
mission. Box H-207, care of Harpware AGE, New York. 


~ HARDWARE MAN WANTED to keep price books up and price all 
charge slips in wholesale and retail store in Southeastern State. Address 


Box H-180, care of Harpware Ace, New York. 








WANTED—Experienced young salesman, builders’ hardware, for Orient. 
Address Box H-172, care of Harpware Ace, New York. 





POSITIONS WANTED 








) A BRANCH MANAGER 


who has a wonderfully successful seven years’ record as New York 
Office Manager covering territory East of Pittsburgh and as far 
South as Washington, selling to the wholesale hardware trade, is 
looking for a bigger opportunity. Present employer and jobbers 
in the territory will be given as references. Address Box 


H-203, care of HARDWARE AGE, New York. 














DISPLAY MAN OF EXPERIENCE AND ability desires permanent 
connection. Successful record. Experience as buyer in Toys and Luggage. 
Can qualify to trim windows, assist on floor, sell, supervise help and do 
detail work in general hardware, auto accessories and sporting goods. 
Address Box H-171, care of Harpware Ace, New York. 


HARDWARE MAN, 33 years old, with twelve years’ ex erience in all 
branches of retailing, also have had road experience with one of the 
leading jobbers, wants connection with a retail store, with a future; best 
of references. Address Box H-189, care of Harpware Ace, New York. 


The Ideal Salesman— 
Have You Found Him? 


The Classified Opportunities Section of Hardware Age 
is read by salesmen all over the country. 

The man you want will soon get in touch with you 
rou a small advertisement in this section. 
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SALES ACCOUNTS WANTED 








Financially Strong Firm of Representatives and 
Distributors, covering entire Pacific Coast seeks 
| exclusive selling agencies of 


Mechanics Tool Lines 


Selling and distributing to retail trade. House 
established in 1915, maintains own offices and 
warehouses in Los Angeles and San Francisco, 
equipped with complete sales, storage, shipping 
and bookkeeping departments. Dun’s rating 
$125,000 high. Would consider outright pur- 
chase on right kind of lines. Give complete in- 
formation regarding line, prices, discounts and 
commissions in first letter. Mail catalog. 


Address Box H-205 
care of HARDWARE AGE, New York 











i ———E 


MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of HarpwaAre Ace, New York. 


EXPERIENCED HARDWARE MAN seeks line of hardware spe- 
cialties to handle on commission basis in territory of Southern California. 
Engaged in hardware business many years. Best of references can be 
furnished. Address Box H-206, care of HarpwaAre Ace, New York. 














SALES ACCOUNTS WANTED 


Competent experienced hardware salesman wants reputable lines for 
sale on commission basis in the following territory: New England States, 
New York (including, if possible, Greater New York and Metropolitan 
District), Eastern Pennsylvania, New Jersey, Delaware, Maryland, District 
of Columbia. Address Box H-184, care of Harpware Ace, New York. 








_ ADDITIONAL line wanted. A leading cutlery and silverware jobber 
in Metropolitan district selling to hardware, housefurnishing variety stores 
is open to represent a reliable manufacturer wishing to sell above trades 
on commission basis. Wide acquaintance with trade. Assures Al repre- 
sentation. Box H-202, care of HarpwaAre Ace, New York. 





WANTED—Factory accounts for Detroit territory to the Hardware, Fac- 
tory and Department store trade, lines that we can secure a volume of 
business on. Have been calling on this trade for 18 years. Are in po- 
sition to get results. Address SALES COMPANY, P. O. Box 581, 
Detroit, Mich. 





SUCCESSFUL Manufacturer’s representative covering hardware firms 
—jobbing and retail—in New England, New York, Pennsylvania, Balti- 
more and Washington, D. C., desires one more high grade exclusive spe- 
cialty on commission basis. E. L. SAMPTER, 25 West 45th Street, 


New York City. 





SELLING AGENCY in Denver, covering Colorado and adjoining states 
for twenty years; now successfully selling four lines to Paint Manufac- 
turers and Jobbers, and large Hardware trade, has increased its facilities 
for handling other reputable lines wanting first class representation in this 
territory. Address Box H-198, care of Harpware AcE, New York. 


SALES REPRESENTATIVES WANTED 


—— 


SALESMAN calling on the hardware trade to represent high grade 
sales organization in Southeastern territory. State age, experience and 
territory covered in first letter. Address reply, 505 Palace Theatre 
Bldg., Cincinnati, Ohio. 











MANUFACTURER OF ATTRACTIVE ASSORTMENTS of men’s 
wallets and pocket books desires salesmen on commission basis in all 
sections. PATTERSON, P. O. Box 130, Baltimore, Md. 





of QUALITY 


The SIGN 


Manufacturers of the finest line of Garage Door Hardware. 
Recemmend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 

Representative jobbers distribute A-P 

products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 












TIRE 
ORE LADDERS 


shelf service for any line of merchandise. 


, with convenient full 














or descending with ease. Both hands free to remove or 
replace stock without ones of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 

rT] vibration. Erection as simple as A, B, C. Utilize 
“BS small space. Make top shelves safely available c0. 
0.— 
10- 



























Thousands 


HELE 
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American Steel & Wire 


WIRE === 


Chieago, New York, Bester 
Denver. Birmingham, Dallas 
U. 8. Steel Products Ce. 
Sas Francisco, Los Angeles, 
Portland, Seattle 





BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, 
STAPLES, TACKS, Hot Galv’d Nails. 


Agntkaaw- 


NAILS, SP 
ZINC INSULATFD FENCES: American. Roys! 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 
BANNER STEEL POSTS. 
wiwenediece ncaNrounccMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
YIRE for every purpose. 
Quick Delivery. Write us for selling pian» 

















PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish. 

Prompt deliveries. 


Sold to jobbers only. 


Samples and discounts on request. 
No charae. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
Y insert. 


No 


allowance will be made for errors or failure to 


Every care will be taken to index correctly. 
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Watch for Perfection Heater 
ads in these magazines: 


Saturday Evening Post, 
Good Housekeeping, 
McCall's, Country Gentle- 
man, Holland’s, Successful 
Farming, Farmand Fireside, 
Farmer's Wife, Farm 
Journal, Southern Agri- 
culturist, Sunset, Progres- 
sive Farmer (Texas edition). 
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INTRY WINDS and sullen skies: +--+ Ads 

like this in the magazines «+++ Thisis the 
combination that will make folks want a Per- | 
fection portable heater. Stock up now, display 
the heaters. at the first cold snap and cash 
in on the big national advertising campatgn. 


PERFECTION STOVE COMPANY <: 7609 Platt Avenue, Cleveland, Ohio 
Formerly The Cleveland Metal Products Company 
ln Canada, the Perfection Stove Co., Ltd., Sarnia, Ont. 


PERFECTION 


Oil Heaters 
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Try Nitro Express Extra Long Range 
Loads yourself the next time you hunt 
and you’ll know at first hand why 
sportsmen throughout the country are 
talking about and asking for them. 
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Heading the Remington Game Load line, they’Il be the fastest selling shells this sea- 
son because they satisfy the sportsman’s demand for added range and low price. 
They have the longest range of any shotgun shell ever made and ‘hey are the low- 
est priced long range shells with maximum powder and shot charge. 


Place your order with your jobber early and be ready for increased sales and profits. 


Remington Arms Company, Inc. 
© 1926 R. A.Co. 25 Broadway Established 1816 New York City 
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